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this means 
@ Continuing low maintenance @ Reduced downtime and ME 
cost equipment tie-ups WHAT COULD BE SIMPLER 
@ Less wear and less repair @® High maintained accuracy | A 
° eee = 
@ Readily replaceable @ Continuous dependable If cleaning or [A IH 
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Simple, rugged, compact unit-built assemblies permit ready wsceabiies con ARAM) 
accessibility for inspection, cleaning, servicing — or replacement be vweewily 
‘ which is seldom required. Maintenance and service costs are saci ilaatuas id 
reduced to a minimum. Just two moving parts with no metal disteihbng: tine BY HEATI 
to metal contact assures less wear—less repair and contributes ineiaiiitlansd cae 
to high sustained accuracy. For high metering efficiency at 
low cost standardize on Brodie BiRotor Meters. Investigate ei 
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Among other things . . 


The cover picture this month was snapped at the Phila- 
delphia exposition in May. Neither the men nor the burner 
were identified, but the photo gives some emphasis to the 
large amount of commercial-industrial equipment shown. 


The full show report covers some 20 pages. If we had 
been able to bring you all the good things said this book 
couldn’t contain them, so we have cut corners and con- 
densed to catch a few high spots and a few snapshots to 
demonstrate that a lot of folks actually were there. Even 
Joe Keyhole is in again, having apparently developed an 
immunity to the DDT we have so often used. 

The Jack Campbell story on selling in the Philadelphia 
market is the first of three to run in summer issues. These 
are highly important because the Philadelphia situation is 
just an exaggerated example of one of our main problems. 
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Fuel oil distributors now successfully 
use new RCA 2-Way Radio to boost 
speed and efficiency of service. 

An operations supervisor says, “When 
a customer calls for service or fuel de- 
livery, we dispatch a service represent- 
ative or driver by 2-way radio. The 
nearest truck handles the call and our 
customer gets service in a matter of 
minutes.” 

A vice-president says, “It was our 
aim to use RCA 2-Way Radio to im- 
prove service by reducing waste time 
and by increasing production time. We 
intended to effect some savings in fleet 





As soon as calls are received, central 
office radio-dispatches service and de- 
livery trucks in a matter of minutes — 
reduces waste mileage, improves effi- 
ciency of service. 


and burner service 
—more calls 

per truck 

With RCA 2-Way Radio 


operation, but we also expected that 
the radio system would be used as a 
sales tool to obtain new business. We 
are satisfied with the results in both 
instances.” 

RCA 2-Way Radio can bring new 
revenue and savings to your operation— 
by slashing telephone expenses, routing 
and rerouting trucks faster, reducing 
waste mileage, eliminating back-track- 
ing, obtaining new customers, co- 
ordinating servicemen in the field. 
Write today for full details of RCA 
2-way radio equipment—you incur no 
obligation. 


* RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 




















[) Have an RCA Communications Specialist get in touch with me. 


Pree re Sete ate cr a ee ae eee ee a ae ae ee ae ae ae ie ane ae ae i 
! RCA Engineering Products, Communications Equipment 
Dept. F-252, Building 15-1, Camden, New Jersey | 
| Without obligation on my part, please send me your | 
reprint, “Rapio SpEEDS DELIVERY AND SERVICE,” 
Name Title 
| Company | 
Address County____ 
City Zone State 
| l 
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Names in the News 


L. A. Casler has joined Dalmo Vic- 
tor Co., San Carlos, Calif., as vice 
president. He was formerly executive 
vice president of Eureka Williams 
Corp. Dalmo makes airborne radar 









antennas. 


H. H. Falkingham has been ap 
pointed manager of distribution devel: 
opment, Air Con- 
ditioning Div., 
General Electric 
Co., Bloomfield, 
N. J. He joined 
the company in 
1952 as a distri- 
bution — specialist 
in the company’s 
home heating and 
cooling department. He now will rep- 
resent the marketing department, 
working with product departments, 
regional sales organizations and dis 
tributors. 





C. A. Pickett has been elected vice 
president, Illinois Engineering Co. 
Chicago, a subsidiary of American Air 
Filter Co., Inc., Louisville, Ky. Pickett 
became a manufacturer’s representa’ 
tive for Herman Nelson heating and 
ventilating products in 1921 and when 
that company merged with American 
Air Filter in 1950 he became Pacific 
regional sales manager for the paretl 





company. 


Fred Gombert has been appointed 
Norge Heat product manager, Borg 
Warner Corp., Kalamazoo, Mich 
Gombert previously was sales manag 
of the Hall Neal Furnace Co., India 
apolis, Ind. 
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YOURS...the beet 


dal inthe ontire 
truck field... 


j DODGE 


Yes ... compare the facts and figures 
shown at right and you’ll come to this 
one clear conclusion . . . Dodge trucks 
give you a better deal than any other 
leading make! So, before you invest a 
single dime in a new truck, check the 
deal you get with Dodge! Visit your 
friendly Dodge dealer this week. He’s 
ready to serve you—anytime you say. 





















Look at these Dodge advantages! See how 
Dodge gives you a better deal in every way! 


Sharpest turning with new steering system, 39° 
turning angle! B-108 pick-up U-turns in less space 
than most cars! 


Widest, roomiest cab of them all, with 6134” of 
hiproom, 583%” of shoulder-room! Real 3-man size! 


Best visibility with 951 sq. in. one-piece curved 
windshield—biggest of any truck! See better, see 
more with Dodge! 


Deepest, most comfortable seat with 86 soft, 
cushioning coil springs! Chair-high (16”) for 
easier driving! 

Lowest lines with lower center of gravity for 
better stability, lower body floors in pick-ups and 
panels for easier loading! 


Biggest line of sixes and eights. From 100 to 
172 hp.! Assures the right power and economy 
for your job! 


Most powerful high-tonnage V-8’s anywhere .. . 
153 hp. in 234-ton, 172 hp. in 3-, 314-ton! 


Shortest conventional tractors of any make 114- 
through 314-ton—102” from bumper to back of 
cab! Haul longer trailers, carry larger loads! 
Lowest priced no-shift driving on low-tonnage 
trucks! Truck-o-matic transmission with g¥rol 
Fluid Drive! 


Easiest entry and exit—lowest cab floor, widest 
door opening saves time and effort when you’re 
stepping in and out! 


Biggest -ton load capacity— Dodge high-side 
pick-ups. Up to 44% more load space than other 
makes! Biggest 14-ton panels, too! 


Most efficient controls—all hand controls and 
dispatch box are in center of instrument panel 
within easy reach! 


See your 
friond ly. 
Dodge 


dealer 









It all ie up 
l0 a hetter teal 
oF the man 

at the wheel... with new 


how! 


























STEEL 


Water Tube 


BOILERS 


FOR STEAM OR HOT WATER 


BUILT TO LAST A LIFETIME 
UNDER ANY CONDITIONS 


Cae | 
Haven. / 
. a 
4%” PLATE — 14” wall, TUBES 


Qualified for A.S.M.E. Marking 


THE 


WALL-FLAME 
BOILER 


NEW MODELS 
GREATER CAPACITY 


Grate Sizes 
19" 22"..94"_20" 
Capacities 300-700 square feet 
steam or equivalent H.W. 


EASY — 


TO GET IN THE BASEMENT 
TO INSTALL 


TO CLEAN & SERVICE 
TO SELL 


ECONOMICAL 
BEAUTIFUL 
EFFICIENT 
COMPACT 
QUIET 


V & E PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 


Warehouses: 


BALTIMORE ¢ BUFFALO e 


Phones: 


SAR. 2387 


PHILADELPHIA e¢ SCHUYLKILL HAVEN e WORCESTER 


GAR. 7300 WAYNE 1625 S.H. 122 WOR. 4-4421 


| ucts Engineering Co., Springfield, 
Ohio. He will prepare installation and 
service training programs, Palmer for. 
| merly was special applications engi- 
neer with Eureka-Williams Division 


Jack Searls has been appointed as 
sistant to the vice president-director of 
sales, Penn Con- 
trols, Inc., Gosh- 
en, Ind. He for- 

| merly was general 

eral sales man- 
| ager, Morrison 

| Steel Products, 

| Inc., and has had 

more than 15 

| years experience 

in the field of control application. His 
headquarters will be at Penn’s main 
plant and general office in Goshen, 


Del Moerick and A. L. Topp have 
been named vice president of sales and 
engineering respectively of the AP 
Controls Corp., Milwaukee, Wisc. 
Moerick joined the company in 1937 
and has served as refrigeration sales 
manager and was named general sales 
manager in 1953. Topp joined the 
company in 1939 and was named direc 
tor of engineering in 1952. 


Earl C. Stauffer, 54, president of 
Penn Boiler and Burner Manufactur 
ing Corp., Lancaster, Pa., was killed 
in an automobile accident near Circle 
ville, Ohio, May 7. Albert Morrison, 
Jr., has been named president of the 
organization, which will continue t 
manufacture heating, airconditioning, 
television towers and power equipment 
under the same policies established by 
Mr. Stauffer. Nearly 30 years ago Mr. 
Stauffer started in the heating busi 
ness as an oilburner dealer and later 
established the Penn company. 


Robert H. Colley has retired a 
chairman of the board, The Atlantic 
Refining Co., Philadelphia, Pa. He has 
been associated with the oil industry 
for more than 48 years and joined 
Atlantic in 1919. He was elected 
treasurer and a director of the com 
pany in 1929 and elected president 
May, 1937. In 1952 Henderson Sup 
plee, Jr., became president and Colley 
was elected chairman of the boatd. 
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that’s why there is no 
substitute for Field 
Quality and Accuracy 


An inaccurate draft control can com- 
monly cost your customers up to $10 
a year in extra fuel — and cost you a 
satisfied customer. That is why wise 
dealers insist that a Field Control be 
part of every heating installation. A 
score of years and over 12,000,000 
installations have proved that a dealer 
can depend on Field. 


*Fuel waste without any draft control runs up to 20%. 
With an inaccurate control 5% fuel wastes are common. 


—_ QUALITY CONTROL: Field 


i 


Draft Controls are inspected 
against a 23 point check list which 
includes such items as thickness 
and weights of materials, proper 
forming of parts, correct assembly, 
counter balancing to offset varia- 
tions in steel thickness, gate sen- 
sitivity. 


bead TIFIFICS 


PEPPER RISEEBRPE RE) 
PEEP RBBEBRE Ie] 


1— Made of heavy materials — Field controls 
last longer. 


2— Balanced at factory — Eliminating weight 
variations which could affect control's accu- 
racy. 


3— Rocker type hinge pin — Quickly respon- 
sive, no friction. No sticking. 


4— Long Collar — No warping or clogging due 
to heat or soot, no service calls. 


5—Free smoke passage —A Field Control 
never blocks the flue. 


6 — Side wings and fitted gate — More accu- 
rate because opening in control increases 
more uniformly. 


7—Factory adjusted — Set to maintain .06” 
draft until instrument setting is made. 
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PHILADELPHIA, host city to the big 
oilheating convention and exposition 
in May, has been too friendly to gas 
heating in the past couple of years. 
But just recently it has had a number 
of serious gas explosions. 

It was just three days before the 
exposition opened that the Philadelphia 
Daily News came out with a large 
banner headline, “City Acts to Nip 
Gas Explosions.” The development of 
the story mentioned a bad one a couple 
of days earlier and it seemed neces- 
sary for Mayor Joseph S. Clark, Jr., 
to soothe the city’s troubled nerves 
with the statement, “Every possible 
step is being taken to see that there 
will be no recurrence of the tragedies 
of the last few weeks.” 

Oilheating men are certainly a kind- 
hearted, sympathetic group but some 
couldn’t escape the feeling that the 
city’s mental condition was just about 
right for a rousing oilburner show. 

We don’t believe in using scare tac- 
tics to sell oilheating, principally be- 
cause they don’t work, but when the 
enemy himself insists on flaunting his 
weaknesses right before our eyes, who 
can deny us a grin through our tears? 


o, 
“9 


IN ONE OF HIS reports to the OHI ” 


directors at Philadelphia, Dave Bot- 
trill, technical secretary of the Insti- 
tute, mentioned incidentally that 80% 
of all oilburners are serviced by oil 
companies. We like his figure better 
than our own of 72% as stated in our 
January issue. 

In most communities and under most 
circumstances it is highly desirable to 
have oilburners serviced by the same 
company that supplies the oil. This 
statement is not intended to be a reflec- 
tion on the several very good ex- 
clusive service companies throughout 


10 


the country, but by and large the oil 
man has a stronger self interest in 
keeping all oilheating users happy. 


o, 
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H. M. “HERB” SPADE, Westchester 
County’s oilheating impressario, has 
come out strong for a water heater 

. . not just any water heater. It has 
to be fired with a burner using No. 2 
oil so it can be supplied from the same 
tank as the heating plant. And it 
should sell for around $200 or less 
when installed with an oilheating job. 

Herb knows the advantage to the 
gas company on warm air jobs where 
separate water heaters are needed. 

The combination gas-electric utility 
in Westchester County does not have 
a low off-peak water heating rate as 
many utilities do; that would hurt gas. 

It’s often hard to convince a builder 
to feature an oil-electric home and 
keep gas out... for if gas is needed 
for domestic hot water then gas heat- 
ing has a good chance. 

It’s not that gas has the Indian sign 
on Herb . . . quite the contrary, for 
he has converted 92 fine homes from 
gas heating to oil while losing but one 
oil customer to gas. But that’s another 
story prepared for a later issue. Just 
now it’s the water heater he needs... 
as who doesn’t. 


>, 
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NORMALLY, this page is for side re- 
marks, off-hand observations, not for 
news. But once in a great while some 
news item is so heart warming, so 
stimulating that you have to get it up 
front somehow. 

This has to do with the president 
of a great oil company saying we have 
missed the boat on gas competition. 
The company is Standard of Cali- 
fornia, and the courageous president 
is T. S. “Ted” Petersen. While many 
of us were convening at Philadelphia, 
he was talking to the Marketing Div., 
American Petroleum Institute, in Den- 
ver. Here are quotes on fuel competi- 
tion from his speech, “Profits Are for 
Everybody”: 

“Another example of a product with 
a flexible demand is heating oil. And 
I want to take time out here to say 
that in many ways we’re missing the 
boat on this product, 


June 
1954 


The oil industry made its first mig. 
take in this connection when pro 
ducers began selling off their natural 
gas for anything they could get for it. 
That seemed like a good idea at the 
time, 30 years ago, because a lot of 
them were just flaring it into the 
atmosphere anyway. 

“But that casual approach to natu- 
ral gas has really come back to haunt 
us. Utilities moved in and built a 
power empire out of our discarded 
product. And today they’re making 
steady inroads into our heating oi 
markets. 

“But there are still plenty of places 
where heating oil is holding its own 
against natural gas competition. And 
aggressive selling can keep heating oil 
high on the list of profitable products. 

“The important thing is to realize 
that the gas utilities are tough, efficient 
competitors. They have an excellent 
product and they’re going to run over 
us unless we get out and strengthen 
our position in the space heating 
market. 

“To stand up to natural gas, we're 
going to have to push complete trouble. 
free oil heat service as we have never 
done before. We're going to have to 
keep after our customers . . . make 
certain that they’re completely satis 
fied, and correct the situation if not. 

“I don’t have to remind you, com 
petition in this oil business is no 
novelty. And natural gas is just one 
of the many competitors that we have 
to stand up to. It has been done... 
successfully. There are plenty of 
prosperous heating oil people right 
here in this room.” 

Petersen’s remarks should help dis 
pel the impression that majors wont 
say anything about gas competition be 
cause the gas comes out of their wells 
and they love it. Fact is, many big 
men in the oil industry feel the same 
way about gas but it takes a rare one 
to stand up and be counted. 

This Petersen speech should go @ 
long way to prepare the seed-bed for 
our oilheating presentation that is 
scheduled for the annual convention 
of API at Chicago in November. Its 
to be a forceful presentation to the top 
brass, sponsored by API's Fuelol 
Committee under the chairmanship 


Jack Minner of Shell. 
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YOU SAVE MONEY ‘Round the Clock 
with Scully FUEL OIL DELIVERY AIDS 


More profit or no profit in your fuel oil de- repeat calls...and tracking down com- 
livery operation? That depends on your use plaints? Join those who control priceless 
of time! minutes of the short heating season with 
Why tie up costly equipment and man-hours Scully Fuel Oil Delivery Aids. Control your 
in needless home entry, slow filling, spills, minutes, and you will control your profit. 
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SCULLY 
THROTTLE 
REGULATOR Model LA 


For automatic For NEW tank 
control of installations. 
fuel oil : Threaded top and 
pumping speed. bottom. Variety of 
models and sizes. 
4” square device easily installed 
under engine hood near carburetor. 


Ends hand throttle adjustment and Vv EN TA LA RM® Signal 


needless racing of truck motor 


and pump. Model LC & 


For OLD tanks in use. 
3 ye Compression fit top 
SCU LLY SPOUT ' and threaded bottom. 
Variety of sizes. 
Sturdy, tapered spout. 
Companion piece to 
FasFill Connectors. 


VENTALARM® Signal 


LU FASFILL® CONNECTOR - . 4 AE FOR HEAVY OIL 


Portable, hand tight connec- ase Eg ete 3-Piece Assembly 
tion for nozzle and fill pipe of =” 5 T c 

all sizes. Speeds deliveries. mare Era & ype 
Stops blowbacks. Diaphragm ; ae spite ‘ 

head holds weight of gun. O. Coiireh 

Specify outside diameter of mates : A 1. PRESSURE 

gun nozzle when ordering. g , VENT CAP 


2. REMOTE 
WHISTLE 
SIGNAL 


SCULLY” GAUGE 
Big figures, readable at 


first glance. Face adijust- V & N TA LA R M ® 


able to any angle. 


Specify tank depth G A U G E 


when ordering. 

Audible fill signal and 
gauge in one labor-saving 
unit for new tank installa- 
tions. Goes on tank as 
integral part of vent pipe. 
Specify tank depth and 
opening when ordering. 


3. INTRUSION 


Quer 
“BUTTON-LIFT” 
Control of cork arm 
for easy installation 








Canadian Licensee for 
manufactured under U.S. Gi g Majority of Scully Products: 
ond Foreign Patents Gg @ EMPIRE BRASS MFG. CO., 
‘nd Patents Pending. : LTD., London, Ontario, 


SEE YOUR REGULAR SUPPLY HOUSE 


for VENTALARM Signal Products, Scully Gauge and FasFill Connec- 
tor. Write manufacturer for information on Scully Throttle Regulator. 


SCULLY SIGNAL CO. 174 Green St., Melrose 76, Mass. 





100 
FACTORY SHIPMENTS. in Thousands of 
90] Domestic Oilburners & Units ——— ry 
0 Domestic Gas Burners 1] 


TT 
70 HH 
60} 

50 

40} +4 

30 H+ f 


10H} 


oll. Ul UL 0 
DEC JUN DEC JUN DEC JUN DEC JUN DEC JUN DEC JANFEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC 
1949 1950 1951 1952 1953 1954 


Shipments of Oilburners and Units 


(Including Exports) 
Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELtom & Om Heat's estimates of shipments are: 
—_—_—_—-—FEBRU ARY———_—— —— TWO MONTHS— 
Percent Percent 
1954 1953 Change 1954 1953 Change 
Conversion 28.555 30.800 — 7.3 59,021 65,611 — 10.1 
Boiler Units 3,811 4,023 _- : 7,644 7,884 — 3.1 
Furnace Units 10,302 9,509 + : 21,070 19,300 + 
All Domestic 42,668 44,332 — 3, 87,735 92,795 wa 
Commercial 2,781 3,399 — 18. 5,046 6,515 — 
Total 45,449 47,731 ; 92,781 99,310 — 
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Shown 


April Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
April Aver. $322 $701 $611 
March Aver. 320 698 611 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
April 141.0 Sixmonthsago 135.1 April 127.9 Six monthsago 132.4 
March 140.1 Yearago 144.1 March 129.4 Yearago 137.3 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


OILBURNER PRICES- RETAIL CONVERSION BURNER ~ JAN. 1940 = 100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS - 1939 =100 
CONSTRUCTION COSTS ~ RESIDENTIAL~ DEPT OF COMMERCE-1939=100 ——-——$- ——=- 
COST OF LIVING- BUREAU OF LABOR STATISTICS — 1935-39 = 100 sereseccecscresceesecceee 
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Oilheating Trends 


ESTIMATED INSTALLATIONS of domes 
tic oilburners and units in April were 
49,023 or 5% above the estimated 
46,526 a year ago. This is a much 
lower rate of gain than the 16% aver: 
age rise of the first three months. How. 
ever, this was to be expected as we 
have explained a number of times, and 
the general industry consensus for the 
full year 1954 is that installations will 
be about the same as 1953 with a plus 
or minus 5%. 

The April installations were di 
vided: New Homes, 15,170; Replace: 


- ments of old oilburners, 8,623; Con: 


versions from other fuels, 25,230. It 
was interesting to notice that the con 
versions from other fuels more than 
doubled as compared with March, but 
in looking back we find that the same 
thing happened a year ago. April i 
apparently a good month for conver 
sions. 

Total installations for the first four 
months of this year are estimated a 
162,165 compared with 143,560 last 
year, showing an increase of 13%. 

BURNER STOCKS: These are down 
little from the previous month. On the 
first of May dealers were holding ay 
proximately 103,102 domestic oilburt 
ers and units compared with 113,2% 
the previous month and with 101,489 
the previous year. The April 30 stocks 
were divided: Conversion burners, 9 
063; Boiler-burner units, 19,782; Fur 
nace-burner units, 24,257. 

Factory stocks on February 28, the 
latest available data, were 74,316 oF 
considerably above the 59,797 0 th 
‘same date in 1953. 

TANK stocks: At the end of AP* 
dealers had on hand 52,799 consume! 
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Make field repairs quickly with 
this simple attachment of hose to 
KAMLOK shank type adaptor and 
coupler by using hose clamps. Leak- 
proof, light weight, easy to handle. 


ALL KAMLOKS COUPLE AND UNCOUPLE 
INSTANTLY REGARDLESS OF HOOK-UP. 


OPW CORPORATIO 


2737 COLERAIN AVENUE 
CINCINNATI 25, OHIO 
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oil tanks, compared with 92,117 on 
the same date the previous year, The 
current stocks were divided: 220-275 
gallon, 46,346; 550-675 gallon, 4,145; 
1,000 gallons or larger, 2,308. 

April prices for the 275 gallon size 
showed a substantial drop. The aver- 
age paid during the month by the re- 
cording group was $29 compared with 
$32 in March, By sections of the coun- 
try the April average was: New Eng- 
land, $27, Mid-Atlantic, $29, Mid- 
west, $28, Pacific Northwest, $39. 

GUARANTEED FUEL SAVINGS: Be- 
cause replacement selling is becoming 
progressively more important in the 
oilheating industry, we have noticed 
that quite a lot of dealers are selling 
such jobs on the strength of guaran- 
teed fuel savings. Among the total re- 
porting companies this month 44% of 
the dealers have sold such jobs by guar- 
anteeing a specific fuel saving over the 
old method. 

When they were asked if they are 
still selling them on that basis 37% of 
the dealers do it now. Thus we see that 
7% of total dealers have stopped the 
practice after trying it. . 
of six who tried it subsequently gave 
it up. 

The average reporting dealer sold 11 
of these guaranteed jobs in 1953 with 
the number ranging from 1 to 75. The 
saving to be expected by the purchaser 
nearly always guaranteed as a percent 
rather than specific dollars although a 
few companies handle it the other way. 
In this particular study we find one 
company in seven guarantees specific 
dollar savings, the others using a per- 
centage. 

In arriving at the saving to be guar- 
anteed three-fourths of the dealers vary 
this after making a study of the old 
burner and heating plant and estimat- 
ing their efficiency. A little under one- 
fourth of the dealers omit this chore 
and simply offer everyone a flat per- 
centage saving over any type of old 
equipment. 

On the average the dealers report 
that these guaranteed deals actually 
save 22% of the fuel bill, Naturally, 
all comparisons must take into account 
the severity of one heating season as 
compared to the previous one. We find 
that 85% of the dealers who offer 
guaranteed savings bring the actual de- 
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Oilburner* and Building Permits 


—_—————OILBURNERS DWELLINGS———_ 
April 4 MONTHS April 4 MONTHS 
1954 1953 1954 1953 1954 1953 1954 1953 
9 23 34 79 Albany, N. Y. Ne: 2 es x 
49 79 224 409 Baltimore, Md. 228 371 764 1595 
ws “* = ai Binghamton, N. Y. 18 20 45 44 
Bloomfield, N. J. ) 47 24 100 
es 3 sg oe Boston, Mass. 69 54 151 119 
68 58 293 331 Bridgeport, Conn. 8 ste as e 
site SS a ree Buffalo, N. Y. 62 a7 134 19] 
15 10 77 58 Columbus, O. oe oh ota i 
ve oe Sie ae Des Moines, Ia. 340 164 1288 882 
5% Be ee ‘- Detroit, Mich. 371 389 953 1094 
16 13 111 86 Elizabeth, N. J. 20 4 30 16 
56 25 140 110 Freeport, N. Y. os i i Bi 
A me of a Greenwich, Conn. 27 21 181 97 
os a ie Hackensack, N. J. 8 5 18 oh) 
144 is 493 Hartford, Conn. a at . a 
ee We a ode Hudson County, N. J. ae is See an 
36 34 80 94 Irvington, N. J. 2 2 6 14 
a4 te is ae Lynn, Mass. ae 17 < 50 
38 16 231 132 Meriden, Conn. mee ae ee re 
371 426 1609 1475 Milwaukee, Wisc. 445 277 963 714 
10 35 60 170 Minneapolis, Minn. ae, 168 os 360 
14 17 42 51 Montclair, N. J. ss nae a i 
oo a Ae ee Morristown, N. J. 10 19 30 32 
21 22 78 84 Mt. Vernon, N. Y. ae oe mS 
116 191 299 456 Newark, N. J. 
29 37 159 254 New Bedford, Mass. 
26 23 104 101 New Haven, Conn. 
= os ¥e ve New Orleans, La. i ae Ae Pe 
12 70 69 134 New Rochelle, N. Y. 39 59 99 178 
ar New York City (total) se MA “a bs 
oi ss sre Brooklyn-Queens 
es 456 Bsa 1963 Manhattan, Bronx, Rchd ee ri mE ra 
32 pie) 235 239 Norfolk, Va. 51 90 165 271 
ss =. “ ae Oakland, Calif. _ an 4 ia 
se 24 Me 148 Omaha, Nebr. oi 114 52 268 
13 12 3] 38 Orange, N. J. f 1 6 ll 
15 15 35 47 Passaic, N. J. oP sie ie = 
32 56 ; 150 Paterson, N. J. 38 12 ns 54 
368 ¥* 1511 Philadelphia, Pa. as rT os ais 
- As iS Site Plainfield, N. J. 8 33 32 53 
46 36 139 144 Portland, Me. 13 20 35 40 
336 319 1023 1041 Portland, Ore. 181 229 556 764 
36 21 68 59 Poughkeepsie, N. Y. wi ae “a ‘i 
44 49 ea 287 Providence, R. I. 18 20 44 64 
Py = a a Reading, Pa. 1 2 20 25 
21 22 111 116 Richmond, Va. 44 44 167 214 
12 33 113 114 Roanoke, Va. Ms oe 53 Fe 
148 184 395 662 Rochester, N. Y. o i ny. a 
17 10 40 61 Rockville Center, N. Y. 4 13 24 34 
19 21 95 93 Salem, Mass. 4 10 13 34 
51 85 405 350 St. Louis, Mo. 60 29 190 113 
1 21 31 103 St. Paul, Minn. 109 152 324 367 
26 38 97 89 Schenectady, N. Y. me eG a 
te bet we wie Seattle, Wash. 235 202 742 579 
74 195 392 Spokane, Wash. es +n e m 
- uA i Springfield, Mass. 107 66 335 D1 
41 43 132 162 Stamford, Conn. is a ae . 
i nee ee ae Syracuse, N. Y. ge ae mc z 
Trenton, N. J. 24 39 32 70 
a ue Y % Utica, N. Y. 13 15 29 33 
38 57 211 213 Washington, D. C. os eh . ye 
is wa re hon West Orange, N. J. 29 31 76 9 
17 16 67 66 White Plains, N. Y. 42 19 71 63 
35 46 138 219 Wilmington, Del. 11 20 17 4] 
98 80 374 367 Worcester, Mass. are 5% me 
46 43 170 241 Yonkers, N. Y. a Shs oi “ 
1657 2041 5662 6627 Totals 2106 2433 6823 7933 
—18.8 —14.6 Percent Change —13.5 —140 + 


*Permits are not total sales in each market since none are reported from suburban areas 
which normally account for 20% to 60% of total sales in each market; nor are they an a 
rate index where enforcement is lax. Rightly used, however, they are a useful working ince 
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gree days into the picture with the 
customer. 

It takes the purchaser anywhere 
from three to fifteen years to get his 
money back on the cost of the new 
equipment where the recovery is based 
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on the fuel savings alone, The averag? 
period of time is 8 years. 

It is amazing how well the cust 
ers like these deals after they are 
them. Less than 1% of the buyers a 
disappointed in results although in the 
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It’s easy to demonstrate—and sell— 
G.E.’s exclusive AIR-WALL* System 


Blow a little tobacco smoke through G. E.’s Air-Wall demon- 
strator—and show your prospect how G-E Air-Wall System 
works—why it provides extra comfort at no extra cost—why 
t's equally effective for heating and cooling. 

Creating a fan-like pattern of conditioned air on the inner 
surfaces of outer walls, the Air-Wall register effectively pre- 
vents winter cold or summer heat from entering the home. 

This Air-Wall demonstrator is just one of hundreds of sales 
aids designed to help the G-E Home Heating and Cooling 
dealer clinch sales for the finest products in the field. 

For the full story on how you can profit from “The Fran- 
chise with a Future,” mail the coupon—today! 


BAIAMGVALL isn 


HOME HEATING AND COOLING 


‘ 
R 
*9: trademark General Electric Co. 


G.E.’s 6-POINT PROFIT PLAN: 


1. G.E. enjoys best consumer acceptance 
in the field. 

2. Most flexible (and most copied) heat- 
ing and cooling line in the industry. 

3. G-E units are easier to handle and in- 
stall. Units are factory-wired, assembled 
and fire-tested...pass through normal 
doorways without dismantling. 


4. Factory training for your men, at 


G. E.'s service field 
schools. 

5. G.E.'s consistent national advertising 
to homeowners and builders pre-sells 
your prospects. 

6. G. E. supports you with local news- 
paper advertising assistance, literature, 
displays, sales plans —to sell home- 
owners and builders. 


application and 


GENERAL @@ ELECTRIC 


iaeeeicaetceetetantentantantestienteenientetetantentantantentententente 


General Electric Company, Home Heating and Cooling Dept., 


Sec. FO-7, Bloomfield, N. J. 


Yes, I’m interested in your ‘Franchise with a Future.” Tell me more. 


My principal business is 
Name 

Company 

Address 

City 





DUAL 
ECONOMY 


Installation economy for you 
because the Dual 8 is easy to in- 
stall and service: the cabinet is 
installed after all piping is com- 
pleted; all controls are on the 
front of the boiler; the intensi- 
fier tubes are readily accessible. 
Economy for homeowners be- 
cause they get faster heat with 
less fuel: the intensifier tubes 
see to that by cutting chimney 
heatloss and speeding heat trans- 
fer. Then add A.S.M.E. Code 
Construction and contagious cus- 
tomer satisfaction ...that’s a 
recipe for more sales and more 


profit. 


STAINLESS STEEL 
INTENSIFIER TUBES 


Write for new fold- 
er: 1033 New Britain 
Ave., West Hartford, 


Conn. 


*U. S. PAT. NO. 2,560,275 




















. . . « Oilheating Trends 


case of one dealer this is as high as 
20%. 

For the occasional buyer who is dis- 
appointed in the savings the dealer at- 
tempts to satisfy him by finding causes 
outside of the heating system. In gen- 
eral this whole matter is not particu- 
larly serious because the dealer can 
point out the advantages of nicer liv- 
ing and better heating and perhaps 
recommend a storm sash or home insu- 
lation, Probably a third of the dealers 
reporting this guaranteed saving ac- 
tivity have never yet had a failure on 
the percent of savings, some in fact say 
that the manufacturer backs them up. 

About one dealer in ten immediate- 
ly offers to remove the new equipment 
but it seems that the customer never 
wants them to do this. Some dealers 
adjust it on the oil bill, Again, some 


| of them estimate the savings lower than 


they expect them to be so they never 
miss the figure. 


Adjustments get Savings 


One dealer reports that if the sav- 
ings don’t come up to the promise he 
educates the family into better use of 
the equipment and. better heating 
habits. Another says he keeps adjusting 
the unit until he gets the specified sav- 
ings. 

One surprising element in these 
guaranteed savings deals is that more 
than three out of five are conversion 
burners. The ratio on this for the whole 
reporting group was: Conversion 
burners, 62%; Boiler-burner units, 
17%; Furnace-burner units, 21%, It 
looks quite easy to arrive at large sav- 
ings when you substitute modern com- 
plete unit for an old coal boiler but to 
get an average of 22% savings with 
more of them conversion burners is 
rather remarkable, 

It would seem that this whole idea 
of guaranteed savings on replacement 
sales could become relatively universal 
since the weight of evidence is so strong 
that there was very little disappoint- 
ment and very little trouble connected 
with such deals. It would be our con- 
clusion that instead of the 37% of 
dealers now selling through guaranteed 
savings the number could be much 
higher. Naturally, some of the modern 
burners are more efficient than other 
modern burners but it’s a pretty good 
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bet that with almost any reputable 
burner on the market today you could 
get these savings in a good many houses 
just because the old burners have been 
improperly serviced and their efficien. 
cy allowed to drop, 


The Dealers Say: 

DEALER COMMENTS: Comments of 
the month were mostly on fuel guar. 
antees of which these are typical: 
“Mighty dangerous business to guar 
antee fueloil consumption but can be 
used in some cases” . . . “We stress 
fuel savings, of course, but we also 
emphasize the greater comfort in mod- 
ern oilheating” . . . “We would not 
hesitate to guarantee fuel savings to 
people who realize that the weather 
factor must be accounted for; general- 
ly those people do not want a written 
guarantee since they fully understand 
that modern equipment is a good in 
vestment” .. . “Don’t guarantee sav 
ings, only performance but have no 
complaints on consumption” . . . “We 
try to be conservative in our estimates 
of savings but we do not place a spe: 
cific guarantee in writing” . . . “Such 
savings are based on increased CO, 
and reduced stack temperature over 
actual test of the old burner, thus the 
saving can easily be proven as quickly 
as the new equipment is installed” . .. 
“We do not guarantee a specific fuel 
saving over old burners but we use this 
in comparison with coal on conversion 
jobs”... “Replacing of outmoded and 
ineficient equipment revolves around 
a boiler or furnace; we are concentrat- 
ing on that this year because the bot 
tom of the barrel has been reached in 
the conversion market” . . . “Our ad’ 
vertised fuel saving is confined to re 
placing gas; briefly it states that ol 
heat costs 60% of gas cost”. . . “We 
estimate saving but do not guarantee 
it in writing and find this policy a 
ceptable to the consumer; we have not 
disappointed anyone up to now”... 
“We only guarantee savings on the 
Timken factory plan; unless we 
increase the efficiency 25% we cannot 
give the guarantee”... 
“The average home uses 1,500 to 2,000 
gallons of oil a year; we believe that 
the user would only save about 200 
gals. on a boiler-burner unit which 
would be $25 a year and take over 20 
years to pay out.” 
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*..lyQu Can Say that again’ 
180 times per minute! 


People who have something important and 
interesting on their minds...and want other 
people to know about it... rely on modern 
duplicating equipment. 














































Clean, accurate copies—180 per minute—flow 
automatically from these machines, powered 
with quiet, dependable Emerson-Electric 
Motors. 


Emerson-Electric specializes in building 
motors for equipment with a reputation for 
dependability. It has done so for 64 years, 
and offers standard motors in ratings from 
1/20 to 5 h.p., and hermetic motors 1/8 to 
20 h.p. 


Look to Emerson-Electric if you are looking 
for the right motor to power your product 
efficiently, dependably. Your inquiry is invited. 


THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 































iy? 6 
A 0 Write for these 
PTobv Emerson-Electric \ 
Ae 
4 4 Motor Data Bulletins 
Se ‘ wl Z ad 
oi 3e * Manufacturers requiring motors 
o70ge% 
Fae o 1/20 to 5 h.p. can profitably use these reference 
*°9 oes Ps guides. Specifications, construction and 
2 Ox +e performance data are included for these motors: 
RES (1) M409-A Capacitor-Start [) M409-E Oil-Burner 


() M409-B Split-Phase () M409-F Jet Pump 
[) M409-C Integral () M409-G Blower 
C1) M409-D Fan-Duty 
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WITH FUELOIL movement seasonally 
sluggish and price levels firm in the 
Midwest to a half cent off for Gulf 
spot takings, the principal items of in- 


































terest at press time were the price pro- 
tection plans put into effect along the 
East Coast. 

Gulf apparently started it, followed 
by Esso, then Sun and Atlantic. There 
is no specific summer discount this sea- 
son but fueloil marketers are being pro- 
tected against price declines on barge 
and tank car lots to September 30, with 
October 1 billing for resellers. In the 
case of Esso the price protection and 
October billing is also offered to con- 
sumers. 

Another item of interest was API's 
Refining Division’s announcement that 
it will survey the quality of heating 
oil once a year as requested by the 
Technical Div. of OHI, The survey is 
being instituted to learn specification 
trends for the benefit of manufactur- 
ers of oilburning equipment. 

The New York Journal of Com- 
merce is not happy about petroleum 
trends thus far in 1954, Columnist 
4 Wanda Jablonski shows that in the first 
four months total demand for all prod- 
ucts was up only half of one percent 
although distillate fueloils did go up 
four percent, Gasoline was up 1.3 per- 
cent and residuals were down 6 per- 
cent. April showed an actual loss in its 
gasoline comparison with the previous 
year, for the first time in five years. 

The one principal product that can 
be readily expended by greater sales 
effort is fueloil. If there is any virtue 
in the principle of growth for growth’s 
sake, fueloil is due for a push. 





Portland, Me. 


Boston 
Providence 


Springfield, Mass. 


Hartford 
New Haven 
Syracuse 
Albany 
New York 
Newark 


Philadelphia 


Harrisburg 
Baltimore 


Washington 


Richmond, Va. 


No. 2 Heating Oil (Including No. 3 & PS200) 


PRICE PER GALLON AS OF 45/15/54 


Tank 
Car 
9.35 
9.25 
9.25 
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9.35 
9.35 


9.7 


Tank Tank 

Wagon Car 
13.0 Wilmington, N. C. 9.5 
12.9 Charleston, S. C. 9.5 
12.9 Chicago 10.60* 
13.7 Detroit gO 
13.3 Cleveland 11.00* 
127 Minneapolis 10.25 
13.5 St. Louis 10.20* 
12.6 Indianapolis 10.625* 
125 Milwaukee 11.50% 
12.7 Des Moines 10.75 
12:6 San Francisco 10,15* 
132 Portland, Ore. 10.75% 
12.9 Seattle 10.75% 
13.3 Spokane 10:15* 
12.9 Los Angeles 9.65% 


DEGREE DAY TABLES 


ONE MONTH ONLY 


Normal 1953 


597 
135 
325 
534 
636 
507 
314 
510 

75 
492 
438 
558 
546 
528 
654 

36 
a75 
Zo2 
133 
285 
606 
570 

Ze 
456 
389 
369 
402 
693 
347 
570 
289 
270 
414 
279 
846 
396 
555 
323 


April 
1954 
544 498 
192 70 
311 185 
475 442 
625 524 
5444+ 354 
425 189 
S677 “327 
124 26 
636+ 333 
601¢ 357 
607 442 
615 443 
467 446 
748 746 
29+ 10 
479 237 
431 172 
180 120 
3387 6163 
672 5164 
115% 553 
28 8 
417 360 
n71 309 
345 288 
436 =238 
620 654 
394 405 
4567 459 
303 ETT 
385 155 
507 293 
364 232 
841 841 
434 482 
608 393 
276¢ 198 


*Compared with normal. 


Percent 

Change* 
16.6 
48.2 
43.1 
—17.2 
17.6 
30.2 
—-39.8 
—35.9 
—65.3 
—32.3 
—18.5 
—20.8 
~18.9 


PRIMARY STOCKS* 





(Thousands of Barrels) 
East of Rockies 
May 15 
1954 
East Coast 22.722 
Midwest 19,057 
Gulf Coast 11,886 
Total 53,665 


*American Petreleum Institute. 


*Delivered. Tank wagon prices shown are for maximum one-time delivery discounts, 


Tank 
Wagon 
12.8 
12.7 
13.8 
142 
13.7 
12.8 
13.4 
14.1 
14.5 
13.5 
129 
13.3 
13,3 
15.7 
12.2 


——SEASON TO, DATE— 
Sept. through April Percent 
Normal ’52-’53 °53-’54 Change* 
Albany AP 6642 6033 6012 — 95 
Atlanta CO 2810 2751- 2588 — 79 
Baltimore CO 4133 3695 3524 —147 
Boston AP 5506 4964 4837 —12.2 
Buffalo AP 6404 5816 5708 —109 
Chicago AP 6023 55247 5090 —15.5 
Cincinnati CO 4430 4264 3912 —I11.7 
Cleveland AP 5436 5001f¢ 4870 —104 
Dallas AP 2278 2150 2110 — 7% 
Denver AP 4342 4947+ 4697 + 8.2 
Des Moines AP 6182 6186 5573 —99 
Detroit AP 6085 5646 5422 —109 
Grand Rapids CO 6148 5859 5515 —103 
Hartford AP 5896 5233 5186 —121 
Helena AP 7552 6767 6737 —108 
Houston AP 1407 1402¢ 1228  —12.7 
Indianapolis CO 4977 4783 4460 —104 
Kansas City AP 4769 4529 3784 —20.7 
Los Angeles CO 1375 1221 1055 —233 
Louisville AP 4340 3971 3910 —99 
Milwaukee CO 6474 6362 5697$ —12.0 
Minneapolis AP 7490 7461 6824 — 89 
New Orleans CO 1192 1001 1079 — 9.5 
New York CO 4879 4349 4224 —134 
Omaha AP 5948 5929 5177 —13.0 
Philadelphia CO 4430 4006 3896 —12.1 
Pittsburgh CO 4898 4486 4332 —I16 
Portland, Me. AP 7099 6360 6509 — 83 
Portland, Ore. CO 3847 3468 3641 — 54 
Providence AP 5783 4797+ 5163 —10.7 
Roanoke,Va. AP 4072 3846 3722 — 86 
St. Louis CO 4375 4129 3765 —14.0 
Salt Lake City CO 5191 4577 4524 —I129 
San FranciscoCO 8=—_- 2276-2356 «2096 = — 79 
Sault Ste. Marie AP 8517 7763 7835 — 80 
Seattle CO 3991 3642 3896 —24 
Toledo AP 6077 5627 5360 —I18 
Washington AP 4246 3726¢ 3723 —123 
+City Office. Airport Office. 


Distillate Fueloils 


SECONDARY STOCKS** 





(Thousands of Barrels) 
Mar. 31 

May 16 1954 
1953 East Coast 5,371 
21,374 Midwest 4,525 
16,233 Gulf Coast 619 
15,837 Mountain 482 
Pacific 1,208 
53,444 mre aie 
Total 12,205 


**Bureau of the Census. 
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- 95 
- 19 
-14.7 
-12.2 
-10.9 
15.5 
-11.7 
-10.4 
- 14 
- 8.2 
- 99 
-10.9 
10.3 
-12.1 
-10.8 
12.7 
-10.4 
—20.7 
—23.3 
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ARGO PRESIDENT LAUDS 
BOWSER XACTO METERS 


Sustained accuracy and low upkeep have earned 
the praise of cost-conscious marketers every- 
where. Satisfaction as expressed by Argo Oil 
Corporation's president is based on a quarter- 
century experience. 


COMPACT UNIT 
DOES SIX JOBS... 


towser Fig. 711-70-PK in-= 
ludes the Xacto Meter, 
Strainer, Air Release, pre- 
determiner Totalizer Dial 
and Ticket Printer. Rug- 
edly built for long, 
houble-free service, 


MODEL P 
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STRAIGHT READING | PRE-DETERMINING TEMPERATURE 
OIAL ADAPTER CONTROL 





































































by 
Milburn Petty 


WASHINGTON—Sponsors of legislation 
to impose higher taxes or quotas on im- 
ports of crude oil or residual fueloil 
have just about given up hope for this 
session of Congress, 

Likewise, President Eisenhower has 
admitted the impossibility of pushing 
through his legislative program for a 
three-year extension of the Reciprocal 
Trade Agreements Act, plus authority 
for further reductions in tariffs. 

Instead, the President has come out 
for “a simple, one-year extension” of 
the trade agreements law and expressed 
the hope that between now and the 
convening of Congress next January 
there will be “full and adequate” 
hearings on the imports issue. 

Thus, the showdown in the fight 
over the issue of freer trade vs. more 
protection for domestic industries 
against imports of oil and other com- 
modities has been deferred until next 
year. 


IPAA Backs Oil Imports Law 


Earlier, the Independent Petroleum 
Association of America, at its mid-year 
meeting in Denver, had come out for 
legislative action to restrict oil imports 
—but left it to the IPAA’s officers to 
decide just what route to follow. 

The IPAA took the position that it 
had worked hard for the past six 
months without obtaining any encour- 
agement—either from the importers or 
the government—that imports can or 
will be reduced voluntarily. 

Sentiment at the Denver meeting 
was in favor of legislation for a tax 
on imports rather than quotas. But 
final decision on the type of legislation 
was left to the association heads. 


Residual Imports Covered 


“The facts,” said the IPAA resolu- 
tion, “show imports to be excessive by 
every accepted standard. Imports of 
both crude oil and fueloil have an 
established and accepted place in the 
United States foreign trade. 

“Excessive shut-in domestic produc- 
tion, or depressed fueloil markets be- 
low parity with competing fuels, has 
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Government Influences on Fuels 


constituted evidence that imports have 
gone beyond justifiable levels.” 

While the IPAA urged legislative 
restrictions on all imports—including 
residual—it did not make a bid for 
support of the coal people. 

The resolution did invite co-opera- 
tion “from all elements of the petrole- 
um industry and from all those whose 
future welfare and security also de- 
mand 4 strong and capable petroleum 
industry in the United States.” 

But it would be straining a point 
to include the coal interests in this 
latter category. 


IPAA ‘Disappoints’ Ellis 
While not unmindful of the do- 


mestic oil producer’s problems on im- 
ports, Otis H, Ellis, National Oil 
Jobbers Council, was “disappointed” 
that the IPAA went so far as to in- 
clude residual imports in its proposal 
to seek legislative restrictions. 

Such restrictions would wipe out 
many independent marketers along the 
Eastern Seaboard, Ellis said. 

With domestic supplies ‘‘inade- 
quate” to meet demands, Ellis chal- 
lenged the IPAA to show “a single 
barrel” of domestic residual being 
supplanted in its normal economic 
market in the U. S. 

Imported residual is needed to “sup- 
plement” domestic supplies, Ellis de- 
clared. 

He said that advocacy of restrictions 
on foreign residual helps no one in 
the oil industry, “only the coal peo- 
ple who want to curb consumption of 
all fueloil and are urging ‘end use’ 
controls to gain that objective.” 


Jobbers Oppose Imports Bill 


One after another, the state oil job- 
ber associations—Pennsylvania, Ohio, 
South Carolina, and others—have op- 
posed bills to restrict oil imports, 

Several have pointed out that this 
move is backed by the coal people who 
are also proposing “‘end use” controls 
on oil, gas, and other fuels. 

The Pennsylvania jobbers also sug- 
gested that, if there is so much coal 
and oil available that import restric- 
tions are necessary, then the depletion 
allowances on coal and oil production 
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‘at present levels which they regard # 


should be cut, proportionately, oy 
suspended. 


Gas Import-Export Ban Snags 


Hearings on the Hunt Bill to ay 
thorize the Federal Power Commission 
to ban import or export of natural gas, 
where it might injure a competing fuel 
industry, developed opposition, 

Senator Pastore (D., Rhode Island) 
asked whether this might not ban im 
ports of gas from Canada, when and if 
U. S. supplies are exhausted. He 
pointed out that his area had just con 
verted to natural gas “at great 
expense.” 

Senator Watkins (R., Utah), sup 
porter of the bill, when asked whether 
he would “force these people to con. 
vert back to coal,” said he thought 
“that might be a good idea.” 


‘Fair’ Gas Price Rule Hit 


Hearings are now scheduled for 
June 29-30 on the Ferguson Bill which 
would overrule the FPC’s decision in 
the Panhandle Eastern Case allowing 
the “fair field price” for pipeline 
produced gas instead of “cost plu 
6%.” 

The City of Detroit has asked for 
reconsideration of this decision, con 
tending that the FPC would adopt 
field gas prices set under state minr 
mum price laws. 

The FPC’s decision was widely 
hailed as a step toward producers ob 
taining “adequate” prices for natura 
gas. 


FPC Weighs Gas ‘Escalation’ 
But any joy that producers may 
have had over the FPC’s apparent it 
clination toward more “adequate’ 
prices for natural gas was toned dows 
by its later announcement of an i 
vestigation of “escalation” and “mos 
favored nation” provisions in the s 
purchase contracts of pipelines. 
Under the “escalation” clauses the 
is provision for automatic increas 
over the life of the contract while the 
“favored nation” provision increas 
the price paid to a producer whenev! 
others receive a raise in the same ate 
Some producers fear that if the FPC eM 
bans such contract provisions that fel 
prices for natural gas will be “frozen 





“far too low.” 
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which That was the comment of Carl Cederberg, Cederberg Bros., Red Wing, Minn., when 
a he was asked about the service his customers get from oil burners equipped with 
sate WEBSTER Fuel-units and Ignition Transformers. He continued: 
nee “Oil burners really get a workout up here in Minnesota where heating is required 
for eight or nine months a year. The equipment we sell and install must be dependable, 
ked for so we are very choosey about what we buy. 
a. cor “For thirteen years now we’ve been using WEBSTER Fuel-units and Ignition 
aie Transformers on the burners we install in city and farm homes and business places, 
e mini and never once have we replaced one of these units. We have never even had to open 
up a fuel-unit. We think WEBSTER’S are the best ones made.” 
bey! Carl Cederberg, a soft-spoken man, is co- contract job on the Red Wing high school. 
4 owner and manager of Cederberg Bros., Recently they completed another large job 
— Red Wing, Minn. Thirteen years ago they ona high school close to the Twin Cities. 
bought the business which included a Lennox Mr. Cederberg stated further: “We have 
tion’ dealership that they have retained, and built learned by experience that we can depend 
. up. They are principally interested ininstal- on WEBSTER equipment. It always works, 
gees lation work, and their operations have been so we can leave it alone once it is installed. 
a. gradually expanded until they now handle That saves us the time and expense of no- 
equate jobs thirty to thirty-five miles away. charge service calls, and lets us devote our 
d down Big jobs are taken in stride by the Ceder- _ time to new installations which are certainly 
an i bergs. Presently they are finishing a big more profitable.” 
Alva If you would like to know 
m how WEBSTER equipment can build Customer Confidence for you, write for details... 
se there SIMILAR FUEL-UNITS ARE MADE FOR SALE IN CANADA BY CANADIAN ACME SCREW & GEAR, LTD., OF TORONTO 
ncreases UNDER LICENSE BY WEBSTER ELECTRIC COMPANY 
hile the WEBSTER] 
nee WEBSTER ELECTRIC 
wer RACINE, WISCONSIN “Where Quality 
me area is a Responsibility 
the FPC "NITION TRANSFORMERS AND DELAYTROLS and Fair Dealing 
hhat feld an Obligation” 
“frozen 
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DIELECTRIC holds — always 
— to highest standards of 
workmanship and quality of 
materials employed. For 20 
years, prices have been held 
at lowest levels by develop- 
ing machinery for automatic, 
precision production, and 
by introducing standard 
designs of wide application. 
Our facilities enable fastest 
action on orders, including 
manufacturers’ new designs. 
Let DIELECTRIC serve You! 
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DIELECTRIC Ignition Electrodes are avail- 
able in standard types, and in special 
sizes and shapes — all with full Under- 
writers’ approval. Cable assemblies and 
bus bars for .transformer-to-electrode 
layouts furnished for any burner hook-up. 
Consult us freely about your ignition 


problems. DIELECTRIC’S 


electrode re 


perience and facilities are at your service. 


DIELECTRIC 


PRODUCTS CO.., Inc. 


125 VIRCINIA AVE., JERSEY CITY 5,N.J. 
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Knight forecasts Demand; 
ESPA re-elects ‘Townsend 


ooo EMPIRE STATE Petroleum As- 
sociation held its 14th Annual 
Meeting and Trade Exhibit at the 
Hotel Roosevelt, New York City, on 
May 9-11, with over 350 people regis- 
tering, The mezzanine of the hotel was 
again the site of a manufacturers’ ex- 
hibition, and this year 12 companies 
displayed their products. 

On May 11 at the membership meet- 
ing, all of the incumbent officers were 
re-elected. They include Elbert J. 
Townsend, Townsend Oil Co., Le Roy, 
president; Vice presidents, George L. 
Savory, Savory Oil Co., Inc., Bing- 
hamton; Frank D. Bertch, Webaco Oil 
Co., Webster; Richmond F. Meyer, 
Mid-Hudson Oil Co., Inc., Pough- 
keepsie; Joseph G. Mintzer, Mintzer 
Petroleum Corp., North Troy; Secre- 
tary, Harry B. Hilts, New York; Ass't. 
Secretary, Charles A, Lockard, New 
York; Treasurer, E. C. Drake, Drake 
& Mills Oil Co., Olean. 


Directors Elected 


Three new directors were also 
elected: William H. Van Voast, Tryon 
Oil Co., Johnstown; J. A. Cavanagh, 
Burns Bros., New York; and Wynne 
Fox, Empire Petroleum, Inc., Water- 
town. 

The address entitled “Forward Look 
at Petroleum Demand,” by E. T. 
Knight, petroleum economist, The At- 
lantic Refining Co., Philadelphia, was 
of particular interest to fueloil men. 

Forecasting that the trend in “‘sales 
of heating oils will continue to rise over 
an extended period provided we out- 
sell our major competitor — gas,” 
Knight emphasized that “oil will pro- 
vide every benefit that proponents of 
gas heat claim for their fuel if and 
only if fueloil marketers make certain 
that these benefits are provided the cus- 
tomer.” 

The economist went on to point out 
that between 80% and 85% of retail 
distribution of fueloil is handled by the 
independent fueloil distributor, and 
consequently a major portion of the 
selling job depends on him. To aid in 
this job, he urged the fueloil distribu- 


June 
1954 


tors to replace obsolete, inefficien: 
burners with modern equipment; prop 
erly service burners to make them mor 
efficient; and provide their customer 
with prompt and careful services, 

Turning again to the coming trenj 
in fueloil demand, Knight prefaced his 
remarks by reminding the meeting that 
the accuracy of fueloil forecasts de. 
pends largely on the weather factor, 
and that it was practically impossible 
to forecast the difference that weather 
can made. 

Using as a basic assumption that 
business activity will follow the Fed 
eral Reserve Board Index which he 
estimated would show a slight increay 
in 1956 over 1953, although there is: 
brief drop between those years, Knight 
anticipates that for heating in th 
United States as a whole the use of 
range oils will have increased by 17% 
in 1956 over 1953, other middle distil 
lates by 34%, and residual oils by 29% 
for the same period. (See Table ! for 
intervening years on page 28.) For 
the purposes of the meeting, Knight 
broke these figures down into PAD Di 
trict #1, and they show that for the 
same period and purpose demand for 
range oils is expected to increase 10%, 
other middle distillates 29%, and 
residual fuels 18%. 


Oil for Industry 


Concerning demands for oil for it 
dustrial purposes, Knight foresees a! 
increase of 9% in the use of middle 
distillates in 1956 over 1953 for the 
nation, and a decrease of 1% for resid 
ual fuels for the same time. The com” 
bined index of middle distillates a 
residual fuels, however, shows 4 0 
gain of 1%. (See Table 1 for an & 
larged picture). Again, Knight broke 
down the figures for PAD District #) 
where middle distillates should be ¥ 
11% and residuals should gain a slight 
1%. The combined index for this aft 
shows a 3% rise for 1956 over 195? 

The economist added that the figu™ 


_for industrial fueloil demand assume 


. " 4 
that the railroads are approaching t 
. ° * . Fe e’ 
limit of dieselization, and that 454" 
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Now you can have a burner compact 
enough to fit the smallest jacket exten- 
sions without sacrificing quality or effi- 
ciency. Only 8%" deep by 15'ce” wide, the 
Sun-Ray Bantam makes possible impor- 
tant space savings in the design of boiler 
and furnace units with limited clearances. 
Despite its truly small dimensions the 
Bantam has the rugged construction and 
efficiency of all Sun-Ray burners. 


ae 


Exclusive Perimi-T-Aire.Metering allows uni- 
form, unimpeded air intake, eliminating all 
dead spots. Finger-tip dial facilitates precise 
adjustment of air volume. 


Pressure Seal Design assures efficient, quiet, 
uniform air delivery. Unique bulkhead seals 
low pressure from high pressure air, contrib- 
utirig to elimination of pulsation. 


One Piece Precision Casting with housing 


scroll designed for smooth, efficient air delivery. 


PLUS: the use of standard parts throughout; 
easy servicing, with swing-away transformer 
exposing all vital parts, 


The Sun-Ray Bantam has been tested and 
proven in actual operation. It is approved by 
U.L. (U.S. Comm. Stds.) C.S.A. of Canada 
and all other leading authorities. 


ATTENTION BOILER AND FURNACE MANUFACTURERS — Sun-Ray’s engineers will 
cooperate in adapting the Bantam to your particular requirements. Write for details. 























































to help you—today 


“Parts department? I’m on the way over. Need a Blank Fuel 


Pump, No. 3452. 


9 


Can you have it ready for me? Thanks.’ 


What with mobile telephones and other new developments, 
people are giving—and expecting—practically instant service. 
But that kind of service requires lots of local co-ordination, and 

| 


that’s where your wholesaler comes in. 


Your wholesaler gives you instant, local access to the heating 
equipment you need ... units, parts, and accessories. You need 
it, he has it, now. But more than that, he gives you a source for 
quick help in any of your problems, from advertising and selling 
to installation and service. You don’t have to write him or wire 


him, all you have to do is call him. 





Or just lean over his counter—or yours—and discuss your 
problems with him, man to man. He can help you best, because 


he knows what’s going on right in your town, right now. 


Your wholesaler is in business not just to help you, but to 
help you make money. He only profits when you do, and you 
can profit most when you use his help. If that weren’t the case, 


there’d be no such thing as a wholesaler. 


If you and your wholesaler aren’t good friends, it’s worth 


your while to get to know him now. 


One of a series of advertisements presented in the interests 
of better distribution of heating equipment all over America 
by THE HEIL CO., makers of HEIL Automatic Heat. This 
series is prepared in co-operation with the National Heating 
Wholesalers Association and the Central Supply Association. 





he’s ready 
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sult, growth will rest chiefly on jp, 
creased business activity, 

Knight continued by noting that al. 
though there will be an increase of 1, 
442,000 oilburners in use between 1953 
and 1956 in the United States, and of 
670,000 in PAD District #1, that “it 
seems likely that the average burner 
in use will be more efficient, and in ad. 
dition to the type of home built in re. 
cent years will make for a downward 
trend in unit consumption during the 
period. 


Increased Demand 


As to how the industry is going to 
handle this increased demand for fuel. 
oil, Knight called attention to the great 
change that has come over the seasonal 
pattern of demand. Back in the 1920's, 
he recalled, January was the low month 
in the consumption rate with Septem 
ber the peak due to automotive us, 
but in the late 30’s the rate was prac: 
tically even. By 1951-1953, however, 
he said that “demands in the winter 
months were nearly 10% greater than 
the monthly average, and in the sum: 
mer months 10% less,” with the differ 
ence between the peak and low months 
running at about 22%. 

Knight further remarked that while 
nearly one-third of a barrel of crude 
oil was refined into residual fuels and 
8.8% into distillates in the 1930's, the 
year 1953 saw 21% of the barrel now 
being made into furnace oil and light 
distillates, and that by the end of 
1954, this might increase to as much 
as 25%, 

Stressing the point that “refining 
and transportation facilities cannot be 
economically geared to carry the full 
load at peak seasonal levels of de 
mand,” Knight called for the construe 
tion of extra storage capacity for off 
season stockpiling of fueloil near the 
point of consumption. He said that al 
though there would probably be 
enough facilities to handle the 14 
million barrels of distillate fueloil est 
mated as needed for the coming heat 
ing season, he felt that as sales com 
tinued to increase, considerably mor 
storage capacity would be required. 

Switching briefly at the conclusion 
of his address to the import problem 
and coal, the Atlantic economist © 
marked that the reasons for the 0 
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DELCO MOTORS 
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In this pushbutton age, millions of Delco motors 
supply the actuating power to operate the appli- 
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my ances, tools and equipment that help to create 
in ie our American standard of living. 
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This widespread use of Delco motors is convinc- 
ing testimony to their outstanding, dependable 
performance. Popular endorsement on such a broad 
scale suggests that a Delco motor is the best running 
mate your product can have. 
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DELCO PRODUCTS 


DIVISION OF GENERAL MOTORS CORPORATION 
DAYTON 1, OHIO 
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FITS "EM 


ALL! 


Now... 


joining the famous Guardian No. 2 Series, 
standard in the Oil Burner Industry for 
years... 


NEW! wo. 1 series . 


Especially designed for iis tricky ''short- 
coupling" oil burner ergmcettens at rat- 
ings of 1/6 HP at 1750 RPM. New No. | 
Series Guardian Couplings are smaller, 
ys flexible .. . cheaper, too! Thorough- 
ly field proven, they're available in all 
three types illustrated below: 












































Molded Nylon Sleeve Coupling 
ALSO AVAILABLE, ALUMINUM” SILENT 
TENSION SLEEVE. 


Molded 
Nylon 


Jaw 
Coupling. 


3 Set Screw Type Coupling. 


Only Guardian offers all three. 


Only Guardian offers all these 
features: 


% Dynaline Fabrication—made in line to 
stay in line. 


% One Piece Construction—for easier 
assembly and removal. 


% Molded Nylon End Fittings (Sleeve 
and Jaw Types)—for longer life— 
\ quieter operation. 
: It will pay you to find out all the facts 
| about Guardian Flexible Couplings. Send 
j for Catalogs C101 and C104. 
HANDY SERVICEMEN'S KITS— 


Meet 99% of your service requirements. 
Steel case. Standard and Economy Assort- 
ments. Once you carry one, you'll never 
want to be caught without it. 


GUARDIAN QUALITY OIL VALVES 
Four styles to meet new UL under-tank 
opening requirements effective Jan. |, 1954. 
Send for Bulletins V-I101 and V-IOIA. 









PRODUCTS uardian 
COUPLING DIVISION 

Dept. F-64, 1231 E. Second Street 
Michigan City, Indiana 
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industry's losses center around the 
| dieselization of the railroads, the large 
| influx of natural gas into the Middle 
| West, a factor which probably resulted 
| in the decline not only of the home 
| heating market, but of the industrial 
market as well, and from technologi- 
cal improvement in the use of fuels. 
Knight felt that by urging restrictions 
on residual imports, the coal industry 
| desired to capture, by political means, 
| the Eastern Seaboard marketing area. 
| The opening feature of the conven- 

tion was a symposium on gas competi- 
tion, H. M. Spade, of Robison Oil 
Company, as moderator. The speakers 
were Roderick Stephens, prominent 
New York fuel industry consultant, 
and Robert Gray, editor of FUELOIL & 
Oi, Heat. 

Stephens has done some notable 
work for the coal industry, principally 
| along legal and public relations lines. 

He has been particularly active in 
helping coal people combat the inroads 
of natural gas into its areas 
Stephens has worked with public 





service commissions of various eastern 
states in helping to develop suitable 
safety codes for gas transmission and 





properties. 


He pointed out that when a ga 


pipeline company has a projected ex. 
pansion program, its representatives go 
to property owners claiming the right 
of eminent domain to run the line 
across their property. According to 
Stephens these men tell the property 
owners that the line is going through 
anyway but if they will accept pay. 
ment at 6¢ per linear foot for a 50 
foot wide strip, they can get the money 
right away, and there will be the mini. 
mum of inconvenience. 

The few citizens who have dug in 
their heels and resisted have been abk 
to collect as high as 30¢ a foot, al 
though even at that they are very much 
distressed over the fact that the pipe 
line right away is stripped of all trees 
and other plantings so that it become 
an eye score through the countryside 

Stephens also pointed out that ga 
pipelines are usually assessed at only 
a small percent of their value so that 
they gain advantages in operating 
costs that other fuels can’t have, He 
pointed out that the gas industry i 
now operating lines through the south: 
ern counties of New York State a 
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gas burning applications. He has been _ pressures far above code limits, that 
active in calling to the attention of the Public Service Commission has 
property owners their rights in the taken no action and apparently doesn! 
matter of gas pipelines crossing their intend to. 
Table | 
1953 1954 1955 i = 
FRB Index (1947/49—100) ...... 134 125 130 136 
CONSUMPTION OF PETROLEUM 
FUELS IN THE UNITED STATES 
Heating E 
PET 6 cer erirhavvek wade s 100 113 116 I 
Other Middle Distillates ...... 100 119 129 es 
ee s.r er reren 100 119 126 1) 
Industrial 09 
Middle Distillates ........... 100 103 105 
PRCOURIGE UE 5 ca wieke tp 5 <olie ie e\ereie 100 97 98 
1 EE Ee ene eee 100 98 99 10! 
CONSUMPTION OF PETROLEUM 
FUELS IN PAD DISTRICT # 1 
Heating 110 
NEE itis eens sas eas 100 104 109 119 
Other Middle Distillates ..... 100 116 125 118 
Ue a TEN Lp OS Sa ee a 100 110 114 és 
Industrial iL! 
Middle: Distillates .:.. 6.00% ss 100 101 106 101 
BRAS L EIEN assis: ste jovers ele execs 100 95 96 cam 
CONIDIRGG Cs. >.<10 ois sie eee 6.01 100 96 98 . Q 
OILBURNERS IN USE (ADD 000) P 3 46) 
RUNES EALES. rs 26.s.0 010 pi wrele oop) 7,018* 7,580 8.060 5090 
PAD District #1 .........05- 4,420* 4,680 4,900 ; | 
*Indicates actual figure. 
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STOKERS 


22 MODELS 


WATER HEATERS 


9 a 12 MODELS 


Why fool around with “short” lines— 
why lose sales because you can’t give cus- 
tomers what they demand? 


For the answer, look first at this Winkler 
parade of automatic home comfort equip- 
ment. Then just try to picture a situa- 
tion which can’t be satisfied with one of 
Winkler’s 194 models and sizes. Every 
heating requirement as to capacity, fuel 
preference and type of system is covered 

. plus Air Conditioners and Water 
Heaters to round out the Winkler line of 
home comfort products. 

The Winkler Direct Factory Franchise 
gives you not only the most complete top 
quality line but backs it up with a pow- 
erhouse of selling helps. Among them: 


@ New stocking plan makes it easy to finance 
a full stock. 


© Strategically placed warehouses speed up 
delivery. 


© Complete year’round line offers extra profits. 


@ New merchandising tools provide everything 
to uncover prospects, demonstrate and sell. 


e Increased national advertising— monthly 
sales promotion program—dealer cooper- 
ative advertising plan. 
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SALESMEN MADE MONEY-MAKERS 
AT WINKLER TRAINING INSTITUTE! 


Winkler’s comprehensive training program 
is free to Winkler dealers and their per- 
sonnel. In this completely equipped school, 
training is given in successful selling proce- 
dures—product demonstrations—business 
promotion methods. After individualized in- 
struction by factory experts, trainees make 
actual sales presentations—learn how to 
close sales every month of the year. 


Also offered is Engineering Course in siz- 
ing, wiring, servicing Winkler Products. 


*194 models and sizes of home comfort equipment. 
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1_ WINKLE 


PRODUCTS OF 


‘of ‘aes STEWART-WARNER CORPORATION 


” U. S. MACHINE DIVISION ¢ Dept. H-64 « LEBANON, IND. 





1194 WAYS 10 maxz a PROFIT 


“1 ,,.NOT TOO LATE TO MAKE ’54 YOUR BIGGEST YEAR WITH A 
inf WINKLER D/RECT FACTORY FRANCHISE 


FURNACES 


64 MODELS 


BOILERS 


15 MODELS 


WALL 


RECESSED L 
HEATERS 


3 MODELS 


AIR CONDITIONERS 


7 MODELS 





Find out NOW how to 
obtain a Winkler 
Direct Factory 
Franchise— write! 












* AUTOMATIC 


WINKLER 
HEATING EQUIPMENT 
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Essential...Efficient...Effective 


ROPER rotary PUMPS 
FOR INDUSTRIAL OIL BURNERS 









%, 1Y2, 3 and 5 G. P.M. SIZES 


Count on Roper Series “K’’ Pumps to 
give you the features that are essential 
for small and medium-size industrial oil 
burners. Compactness and ease of in- 
stallation ... dependable operation over 
long periods of running time... fuel 
supply at correct pressure and 
» viscosity are but a few advantages 
~ offered by Roper Series ‘“K” 
Pumps. You owe it to those you serve 
to install Ropers as either original 
equipment or replacement. 





















Tested and Approved for Oil Burner Service 





























suave —- Roper Series “K” Rotary Pumps meet the standards set up by 

J ‘“é.\  Underwriter’s Laboratories, Inc. and then some! These re- 

« U "4 liable pumps for oil burner service are available in either packed 

«/ box or mechanical seal designs — with or without relief valve. 

& ne The 3/4, 1-1/2, and 3 G.P.M. sizes are flange mounted... 
Tee 5 G.P.M. size is foot mounted. 


For Heavy Duty Installations 


In the larger oil burners — those 
burning Bunker “‘C” oil or heavy 
fuels — Roper Series ‘‘F” and Series 
“H” are recommended. Both 
are positive displacement 
pumps, self-lubricated by 
liquid pumped. Series “‘F” features 
four-port design for 8 optional pip- 
ing arrangements — sizes 1 to 300 
G.P.M., pressures to 300 P.S.1. 
Series ‘“‘H’’ Pumps come in 5 to 75 
G.P.M. sizes — pressures to 1000 
P.S.I. Also available are special de- 
sign pumps for unusual applications. 






GEO. D. ROPER CORPORATION 
766 Blackhawk Park Avenue, Rockford, Illinois 
Please send catalog with complete details. 
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He did, however, give New York 
State credit for being the first to adopt 
standards for safety of distribution fy. 
cilities. This came largely as a result 
of the Rochester disaster. 

Gray took the position that it js 
only common sense for any industry to 
fortify its own legal position. He be. 
lieves that any industry group would 
do well to have experienced legal coun- 
sel or public relations counsel in situa 
tions of the kind described by Stephens 

He also emphasized the importance 
of the best possible cooperative adver. 
tising and promotional ventures for ojl- 
heating. He characterized this ag sim. 
ple business insurance in which an in- 
dustry pays a moderate fee to help for. 
tify its position in the community for 
the future. 


Sell Oilheating 


He then went on to emphasize that 
while both these legal and insurance 
measures were simple prudence and 
should not be neglected anywhere in 
the industry, nonetheless, the real way, 
the final answer in how to defeat gas 
competition, is to sell oilheating. Oil 
burners, he believes, can be sold in 
much greater quantities that they now 
are if the industry wants to get out 
and do real leg work. 

He then pointed out that every cil 
heating installation sold precludes the 
possibility of that particular household 
heating with gas, Only rarely does an 
oilheated home go to gas and that i 
nearly always an instance where the 
oilheating has been unsatisfactory 
through improper maintenance. 

In the concluding talk of the series 
Spade told how his Westchester Cou 
ty group recently raised $17,000 as 
start on a promotion program and how 
this has rapidly become effective as” 
dicated by the several hundred reques# 
for the oilheating booklets offer 
through the group advertising. 

Spade mentioned that three yea" 
ago 40 of the Westchester fueloil div 
tributors agreed to make a real effor 
to sell oilburners to homes then usité 
gas burners. Through the three ye# 
there have been several hundred © 


+1 + tho 
these conversions from gas to oil in t 


? ade 
county, and a special effort was ™ 


to get testimonials from the families 
that switched. 
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@ STOPS ODORS DUE 
TO LEAKS & SPILLS 
e®ONLY KNOWN 
PRODUCT WHICH 
NEUTRALIZES OIL BY 
CHEMICALLY INHIB- 
ITING VAPORIZA- 
TION THUS ELIMI- 

NATING ODOR 

@ JUST SPRINKLE IT 
ON! A LITTLE GOES 
A LONG WAY 


On Warm Air Installations 

@ A light sprinkling of Neutroda on the 
air filters kills all fuel oil odors that 
have penetrated to rooms thru ducts, 
in 2 to 5 minutes. 

@ A light sprinkling of Neutroda on air 
filters at beginning of heating season 
when unit is started up destroys mildew 
odors— 
prevents call-backs 


STOP 
FUEL OIL TANK 


LEAKS 


IN 2 MINUTES 
with 


TANKIT 


@ Positive Results 
Not affected by tank 
pressures or vibrations 


@ Economical 
Tankit can be re-used 
indefinitely. No pump 
out necessary. 

REPLACE TANK AT YOUR CONVENIENCE 

2 SIZES: Standard for small leaks. Giant 

for porous areas up to 18 sq. in. 


BOTH PRODUCTS AVAILABLE at your Suppl 
House Only. write for full informatio 
and name of nearest distributor. 


— 









a YE On OpOr 
A Neureaizet 











THE TANKIT. co 


NEWARK 8, N. J 


174 GOLDSMITH AVE. 
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The result has been that the present 
advertising campaign is able to feature 
a lot of these testimonials showing the 
photograph of the house and the com- 
parative fuel bills before and after 
conversion to oil. 

Spade explained that the major ad- 
vertising promotion was through cards 
in commutation trains running into 
New York and in two principal New 
York City newspapers, In the news- 
paper venture the cost is being shared 
by the Fueloil Distributors of Nassau 
County on Long Island. 

The final major address of the ses- 
'sion was given by James E. Dyer, 
| president of the Sinclair Refining Co., 
| on the topic “Human Relationships in 
|the Petroleum Industry.” 

Underlining the point that the solu- 
tion to the biggest problem lies first 
in settling the smaller questions, Dyer’s 


we | main theme emphasized that although 


czas NEUTRODA| 


| 


Ts AN ADDRESS entitled ““Today— 

|Z Better Customer Relationships” 
before the Sixteenth Annual Conven- 
tion of the Fuel Oil Distributors Asso- 
| ciation of New Jersey held at the Hotel 
| Berkeley-Carteret, Asbury Park, N. J. 
|on April 30, E. H. Collins, vice presi- 
dent and director of Esso Standard Oil 
Co., pointed out that today’s fueloil 
market is a buyers’ market, and that 
fueloil men should face the issue 
squarely. 

Collins added that ““A buyers’ mar- 
ket is not a new thing in the oil busi- 
ness, and is not necessarily a bad 
thing.” He noted that it had been the 
spur of a buyers’ market which had 
brought about the development of the 
oilheating business. 

Although emphasizing that a buyers’ 
market is always tough, Collins felt 
that such a condition would require 
the fueloil distributor to find flaws in 
his operations, and consequently im- 
prove his overall efficiency. 

Concerning customer relations, Col- 
lins said that “The frequency, regu- 
|larity, and dependability of your de- 
livery service not only influences the 

| relationships between you and your 
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a urn need for customer 
Relations at Jersey Meeting 









the petroleum industry has ‘ong been 
a leader in bettering human relation 
ships both within its own organizations 
and without, there is stil! much to hp 
done. 

He suggested that one of the beg 
ways for fueloil distributors to aid ip 
this endeavor was through joining one 
of the many state jobber associations 
Dyer also called for the top Manage: 
ment of supplying companies to cop. 
sider the problem of intra-industry re 
lations with an eye towards making the 
policies and practices of their compa 
nies more fully reflect the corporate 
management’s attitude, rather than the 
more departmentalized viewpoint of 
the supplier’s marketing management 

In conclusion, Dyer stressed the 
need for a conscious effort on the part 
of the companies to insure that their 
policies are really understood and 
faithfully effectuated. 








customers favorably or unfavorably 
but is possibly your best tool to keep 
a customer from exercising his free: 
dom of choice to buy from one of 
your competitors. If you keep his tank 
full, he is yours, and this is true right 
around the calendar.” 

As to the threat of gas competition, 
Collins felt that potetnial homeowners 
should be told that they rely on only 
one supplier when they buy gi, 
whereas in using fueloil they have? 
choice of a wide range of distributor 

Speaking about storage and suppl) 
facilities, Collins pointed to the larg 
amount of new units that the industry 
has built, and said that “there is litte 
reason to fear that supplies will at 
be ample for this (the New Jers) 
fast-growing market.” 

In concluding, the oil man matt 
tained that the buyers’ market mé 
require such an increase in compet 
tive vigor that it may strengthen the 
industry to such a degree as to fortil 
it from the inroads of competitiv 
fuels, “It is up to all of us to get 
and sell,” he said, “The business * 
there if we go after it.” 

H. E. Brandii, president, Cities Serr 
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ave 2 EE MUFACTURERS and dealers alike know from experience 

that it pays to standardize on A-P oil controls. It’s 
the industry’s most profitable “insured performance” buy. 





utors 
upply 
large Used on gravity-type vaporizing oil burning appliances, 
Justry this A-P valve assures 100% safe, economical fuel con- 
; littl trol. It can be manually operated or quickly converted to 
II not save fuel dollars automatically — without any change in 
orsey) the valve itself! There’s a choice of three inexpensive auto- 
matic attachments. 

maif 
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on the é, 
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“TAD CONTROLS CORPORATION 


Sort 2458 N. 32nd Street, Milwaukee 45, Wisconsin ; 
5 et" Jn Canada: A-P Controls Corp., Ltd., Cooksville, Ontario 


for Air © Liquids ¢ Gases ¢ Refrigerants 


Manual contro! knob adjusts oil flow 
— exactly calibrated to burner. 


Safety float stops oil flow should dirt 
hold inlet-valve needle open. 


Fine-mesh strainer removes dirt and 
impurities. Strainer may be removed 
without disconnecting oil lines. 


4 Exclusive actuating pin permits simple 


Customer installs in only 3 minutes 
1. 
2. 


3. 


4. 
In Canada: 


conversion to automatic heat control. 


Design assures positive valve-needle 
alignment . . . makes float highly re- 
sponsive .. . lengthens inlet-valve life. 


Temperature compensating float auto- 
matically maintains pre-set oil flow, 
regardless of oil temperature. 


ii 


This profitable 
Comfort Control sells itself! 


MODEL 240 MT-YS 
THERMOMATIC 
COMFORT CONTROL 


Assures healthful comfort of even heat 


Operates automatically at any 
temperature 


Trouble-free — no service, 
100% A-P guaranteed 


Low price — only $12.95 
$14.50 © including Canadian tax 





LOWER 
INSTALLATION COSTS 


BETTER PERFORMANCE 
with 
Kolbkast Chambers 





The Kolbkast Standard. This 
low cost chamber has capaci- 
ties from .75 to 2.25 gph and 
can be installed quickly as 
there are only 5 pieces to 
assemble. 





The Kolbkast Universal. It is 
16” high, has capacities from 
.75 to 8 gph and can be fitted 
easily to most boilers and 
furnaces. 
& 


All Kolbkast Chambers have a K- 
factor equal to insulating brick 
and provide excellent perform- 
ance with high or low pressure 
burners. The Standard and Univer- 
sal are available in two types 
—for temperatures to 2100° F 
and for temperatures exceeding 
2100° F. Kolbkast Chambers are 
scientifically packed to prevent 
breakage. 
Get details today 


KOLB REFRACTORIES CO. 


MEADOW AND JACKSON STS., 
PHILADELPHIA 48, PA. 


KOLBKAST 


INSULATED | 


CHAMBERS 
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ice Co., spoke on “Oil Industry In- 
formation Committee and Education.” 

Brandli called for aid from the deal- 
ers and distributors in educating the 
public to counteract much of the mis- 
information which has circulated about 
the petroleum industry, and he pointed 
out that a recent survey had revealed 
that 90% of the individuals inter- 
viewed had never talked with oil men 
about the oil business. 

Laying stress on the point that it 
was the dealers and distributors who 
meet the public at the “grass roots” 
level, Brandli urged the fueloil men 
to take every opportunity to enlighten 
their customers on the tremendous im- 
portance and favorable influence pe- 
troleum has had on the development 
of the nation. 

Another feature of the Convention 
was a series of two panels which had 
as their keynote “clean up the house 
and increase selling and service efh- 
ciency.” 


Natural Gas Inroads 


The first panel, “Inroads of Natural 
Gas Heat,” included a talk given by 
R. G. Mathews, A. M. Mathews Co, 
Orange, N. J., on “The Service De- 
partment ... A Bulwark against the 
Inroads of gas Heat in the conversion 
Market.” 

Urging the fueloil men to improve 
their service departments Mathews 
suggested the following methods by 
which this might be attained: (1) 
Send servicemen to oilheating schools, 
(2) Give classes to fill in the gaps not 
covered at the regular schools, (3) 
Require servicemen to leave the job in 
a clean condition, and (4) Stop con- 
sidering the service department as the 
“goat” of the organization. 

Another significant speech was pre- 
sented by Robert Crane, Reel Strong 
Fuel Co., Cranford, N. J., on the sub- 
ject “How We can best begin promot- 
ing oil Heat to the prospective home 
. and oil Customer.” 

Crane emphasized that in addition 
to improving the service department 
and keeping general equipment clean, 
fueloil distributors should use more of 
the institutional approach in their ad- 
vertising, rather than stressing their 
own organizations. He felt that if the 
fueloil man had done a good job in his 


Buyer. . 
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own community, being active in civic 
affairs for example, the general “yy 
oil heat” advertising could be extreme. 
ly productive. 

As an illustration, Crane cited the 
use of tank and service truck card, 


S 


promoting oil heat, and pointed oy 
that through the use of these cards ; 
wide number of people who had not 
previously heard of the advantages of 
fueloil might be reached. 


Gas Industry Codes 


Occurring repeatedly throughout 
the panel discussion was the question 
of codes for the gas industry, Henry 
Wurfel, Tru Heet Co., Trenton, ad. 
vocated the same type of installation 
code for gas as now applies to oil heat- 
ing. He added that it was up to the 
fueloil distributors working through 
local officials to bring this equaliza 
tion about, Wurfel felt that it was 
entirely unfair to expect one industry 
to operate under the restrictions of : 
code, whereas its major competitor wa: 
free from any such restraints. 

A former fire chief for Red Bank, 
N. J., Harry Aumack, Wm. Fluhr 
Co., voiced the opinion that there was 
definitely a need for a shut-off valve at 
the curb for gas installations to prevent 
a possible fire from getting beyond 
control. He noted that due to the 
codes under which oilheating is iv 
stalled, any possible burning is readily 
brought under control. 

Other speakers on this panel i 
cluded: Woody Hedden, Hedden 0 
Co., Dover, N. J.; Duncan MacPher 
son, Lorraine Oil Co., Metuchen 
John M. Sibarium, Boston Machine 
Works, was the moderator. 

The second panel considered “Thi 
Service Department — A Bulwari 
against gas Competition.” 

Dick Hammond, Camden Engineer 
ing Service Co., Magnolia, N. J., calle 
attention to five means by which cus 
tomer relations might be improved 
the methods center around the concep! 
of “doing more than is expected,” a 
are, Always make a final COz test after 
the job is finished; Be sure that the 
customer is completely satisfied; Mair: 
tain a “complaint pad” to insure 1 
low-ups on all complaints; Check the 
drivers when a complaint has been ® 
ceived, especially with regard to spill 
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” build-up of carbon on a glass 
leat’ rod inserted in the smoke 
the pipe of an oil furnace with 
ordinary vaporizing burner 
ugh for 20 minutes, at .06 draft. 
liza- This is the acceptable stand- 
ard which all such burners 
Was must achieve to meet 
istry commercial standards. 
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Here is the same test per- 
CUTAWAY DRAWING OF ORAN formed in an Oran Model 
sank, DUAL-AIR VAPORIZING 0-70DA oil-fired floor furnace 
ahr BURNER with dual-air vaporizing 
serves 2 ge burner. Note that smoke rod 
Was is super clean, with perfect 
Ve at light transmission. This test 


was made at 02 draft, a 67% 
reduction in draft require- 
ment! 
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ALL ORAN Shallo-Well, oil-fired floor furnaces 
have the REVOLUTIONARY, CLEAN-BURNING, 


DUAL-AIR BURNER 


Here’s the authoritative LABORATORY TESTED proof 
that Oran Shallo-Well, oil-fired floor furnaces with the sen- 
sational, new Dual-Air vaporizing burner, burn clean and 
soot-free, EVEN AT 67% DRAFT REDUCTION. After 
years of extensive research, Oran now brings you an oil- 
fired unit that matches the cleanliness of natural gas! Let 
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2210 S. Third Street, Columbus 7, Ohio 
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age, making sure that the cause has 
been erased; Send the servicemen to 
schools, Hammond added that the dis- 
tributor would be wise to have the 
customers’s viewpoint in mind as well 
as his own. 

Continuing along this line, Harry 
Bodine, Tattersal Co., Trenton, N. J., 
concluded the second panel with the 
subject “Improved Customer- Dealer 
Relations.” 

Bodine held that the chief reason for 
oil heat’s loss of customers centered 
on either oil spillage or failure to keep 


customers’ fueloil tanks at an operat- 
ing level. 

Suggesting that the dealer make it 
more than easy to do business with 
him, Bodine gave the following aids 
towards this end: (1) Set up a lenient 
budget plan, skipping the months when 
the customer has heavy expenses. (2) 
Don’t consider the service department 
as an evil, regard the department as 
a very necessary adjunct to your busi- 
ness, chalking up its expenses towards 
“Good Will,” (3) Know your business 


thoroughly so that you can personally 





YOU'LL SELL MORE 
with the NEW 


.. PROFIT MORE... 


A QUALITY OIL BURNER 
COMPETITIVELY PRICED 
FEATURING THE FAMOUS 


ACME 


TURBOSTAT HEAD 
AS STANDARD EQUIPMENT 
The turbostat head is a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher 
priced heads. 


OUTSTANDING ACME FEATURES 
MEAN BETTER PERFORMANCE 


A COMPLETE LINE OF OIL BURNERS FOR YOUR STANDARD AND SPECIAL REQUIREMENTS. 


318 Ten Eyck St. * Brooklyn 6, N. Y. 





Gentlemen, please send me complete information 
on the ACME Model CP [] on the complete ACME Line (] 
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check the servicemen, and (4) Never 
argue with the customer. 

Bodine felt that no one ever really 
wins an argument, and in the long 
run, re remarked, it will do more harm 
than good, Cancelled charges should 
be charged to “Good Will” advertis- 
ing, Bodine said, as he emphasized that 
fueloil distributors should look at the 
customer as the man who provides 
their business, not as an antagonist. 

Additional speakers on the second 
panel included: Malcolm Brown, Me- 
chanical Oil Co., Trenton, N. J., Dun. 
can MacPherson, Lorraine Oil Co., 
Metuchen, N. J., C. Harold Houck, 
Houck Eng. Co., Barrington, N. J., 
C. R. Faulkner, Faulkner Oil Burner 
Service, Collingswood, N. J., and John 
Savage, Bulk Plant and Tank Truck 
Authority, John M. Sibarium, manu- 
facturers’ representative, was again the 
moderator, 


Sharpe, Rodgers speak 


Speakers at the Thursday luncheon 
meeting were Irwin Sharpe, General 
Electric Co., who spoke on the prob- 
lem “Is Airconditioning your Busi- 
ness?” and Arthur C. Rodgers, direc’ 
tor of sales service, John Hancock 
Life Insurance Co., Boston, Mass. 
whose topic was “Your Association’s 
group insurance Program—Its Ad: 
vantages to You.” 

State Senator Malcolm S. Forbes 
delivered the final address Friday 
noon on “Port Authority and Rapid 
Transit System.” 

Three new directors were elected at 
the Convention. They were Robert 
Crane, Reel Strong Fuel Co., Cran 
ford; Walter Detty, Colonial Oil Co. 
Wallington, N. J.; and Duncan Mac 
Pherson, Lorraine Oil Co., Metuchen, 
N. J. 

Again as in the past, there was an 
outdoor exhibit of tank trucks, and 
this year 18 different fueloil distribu 
tors brought down representative ve 
hicles for the Convention’s inspection. 
In addition there was also an exhibi 
tion of products on the mezzanine floor 
of the hotel by many of the manu 
facturers associated with the oilheating 
business. 

Of the 1,100 people in attendance 
at the convention, there were 900 men 
and 200 women. 
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YES SIR!... we 


showed ’em how to 
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: aken a million sales 
that are now sleeping in 
a million cellars . 





ible valves are 





In some States, fus 
mandatory - - - in ALL States they 


an opportunity for more sales, 
_ to jobbers and 
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: WE SHOWED ‘EM 
’ a quality products like 
YRO-CHEK Fusible 





on men, alike. 

























































Va 
. , an and Thermal Because of engin 
: witches : pYRO-CHEK Fusible Valves give you 
y can build sales the highest possible margin of profit. 
J *++ Leap profits pyRO-CHEK Products give you the 
cs plus profit that you want. 
MORE SALES 
t WE SHOWED ‘E Jobbers! When you stock PYRO 
y how M CHEK Products you re adding greater 
to sell safety potential sales! Every oil burner 
? make it -+- and serviceman will want them... every 
, pay off! home-owner will endorse the safety 
factor. Show ‘em and tell ‘em — 
, and you'll sell ‘em! 
H Tae 
, wae von (ee CATALOG - 
Do Y U? > VAG LU 
d OU want to open See us at BOOTH 1053 The ZO 
u ¥ en 0 Oth, 
, new sales... P JMS Nat'l Indoor Comfort Show pYRO-CHEK (Es —— Ltt Si, 
b QSTe Philadelphia, May 16-20th Kit CHEK AFEY ener, wy 
© YOU —= 
want greater 7 
and volume... peokes wimeer All pyRO-CHEK Products are prepackaged 
for easy storage, attractive disploy- 


CHEK products 


A DIVISION OF CAMBRIDGE TOOL g MFG. CO. 
Mass. 


63 Gorham Street, Somerville 44, 





g US AT THE SHOW 








Sold Nationally 
By Jobbers Only 





LEARN HOW 
WE 
CAN HELP YOU OPEN THE DOORS TO MORE 
SALES! 


loil 
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FURNACE CLEANER 
..-Get the 


SOOTMASTER 


Fillte. Unit 





SOOTMASTER Filter Unit, de- 
signed for easy installation in 
container of G. E. and Premier 
Furnace Cleaners, eliminates 
the outside bag. Gives double 
protection against leaks and 
blow-outs. THROW-AWAY 
BAG provides a safe and easy 
method of dirt disposal. 


Complete with 10 throw- 

$19 75 away bags and quick- 
~~ release tie-cord. 
® Order from your jobber 

® Jobbers’ inquiries invited 


SUPPLY Master-C Paler 


HAVERSTRAW, NEW YORK 
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Corrections for the 
April Buyers’ Guide 
THE FOLLOWING corrections and addi- 
tional listings should be made in the 
Buyers’ Guide and Industry Directory 
published as a section of the April 1954 
issue, Under Part I, “Listed by types 
of equipment,” changes in the listings 
for the companies listed below should 
be made under the indicated product 
listings. (Principal product heading is 
shown in italics; sub-headings follow 
in regular type.) 
Dewey Gas Furnace Co., Detroit 2, 


Mich. Controls: air flow switch; 
Switches: pressure or vacuum-actu- 
ated. 


Insulating Castable Corp., River 
Rouge 18, Mich. Refractories: pre-cast 
combustion chambers; firebox baffles; 
castable refractories; chamber back-fill. 
(Delete the incorrect listing shown un- 
der these categories as Insulating Re- 
fractories Corp., River Rouge 18, 
Mich.) 

Insulating Refractories Co., Inc., 
San Rafael, Calif. Refractories: ce- 
ment; pre-cast combustion chambers; 
firebox baffles. (Delete under “Firebox 
baffles” 
company shown as Insulating Refrac- 
tories Co., Mexico, Mo.) 

Insulation & Refractories Co., Wil- 


liamson, N. Y. Refractories: pre-cast 


the incorrect listing for this 


combustion chambers. 

OPW Corp., Cincinnati 25, Ohio. 
Couplings: pipe; Strainers: bulk plant; 
Fittings: fill and vent, hose, pipe, tank; 
Nozzles: 
flow indicating; Oil Delivery: hose line 


oil delivery; Instruments: 


couplings; hose nozzles; loaders, tank 
trucks; loading rack equipment; quick 
couplings; tight connections; Pipe Fit- 
tings: brass, cast-iron, 
Valves: angle; gate; oil, 
check; oil, foot; relief; vacuum break- 
ing; vent (oil). 

C. L. Rayfield Co., Chicago, Ill. 
Oilburners, Domestic: Low pressure, 
gun; Oilburners, Commercial: 


aluminum, 
air relief; 


Low 
pressure, gun; horizontal rotary cup. 
Under Part II, “Companies listed 
alphabetically,” add the following 
name and address: OPW Corp., 2735 
Colerain Ave., Cincinnati 25, Ohio. 
Under Part II, change the street ad- 
dress for Sundstrand Engineering Co., 
Rockford, Ill. to 1325—7th St. 





Iron Fireman begins 
Series of area Meetings 


DURING OHI'S CONVENTION week in 
Philadelphia, Pa., on May 18 and 19, 
The Iron Fireman Mfg. Co., Cleve- 
land, Ohio, held one of its series of 14 
district meetings at the Broadwood 
Hotel with around 200 dealers in at- 
tendance. Speaking before the meeting 
were C, T. Burg, vice president of 
sales; E. C. Webb, vice president of 
SelecTemp sales, S. H. Beach, indus- 
trial sales manager, and W. D. Gibson, 
who is a sales engineer in the elec- 
tronics division. 

On display for inspection by the 
dealers were two of the new Iron Fire- 
man SelecTemp units in actual opera- 
tion, and in addition, special attention 
was also given to room coolers and cen- 
tral cooling units, both recently added 
to the Iron Fireman line. 

The dealers were also given a brief 
outline of the 1954 advertising pro- 
gram, along with a program of local 
advertising promotion, The first of the 
meetings was held in Cleveland on 
April 29-30, and following the Phila- 
delphia session, 
scheduled for Boston, Mass.; Syracuse, 
N. Y.; St. Louis, Mo.; Chicago, IIL; 
Minneapolis, Minn.; Des Moines, 
Iowa; Denver, Colo.; Salt Lake City, 
Utah; and Seattle, Wash. 


other meetings are 


Wm. Steinen Co. issues ‘Nozzle 
Guide ;’ sponsors Service School 


A “NOZZLE GUIDE” has been published 
by the Accessories Division, Wm. 
Steinen Manufacturing Co., Newark, 
N. J. Lawrence Knapp, sales manager 
of the Division, said the guide would 
enable the oilburner installer or serv 
iceman to put the right nozzle on any 
brand of burner for maximum econ- 
omy and efficiency. 

A listing of approximately 900 
burners, boiler units and furnace units 
produced by 115 manufacturers is 
included. The proper size, angle and 
type of nozzle recommended by the 
manufacturer are described. 

Steinen has been holding service 
schools on nozzles, combustion, draft 
and other oilburner problems. R. W. 
Hundley, assistant sales manager has 
been conducting the schools which are 
available to any jobber. 
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Designed for Easy Conversion 


from One Fuel to the Other 


Designed for operation with either oil or gas, 
these Niagara “Convertibles” provide eco- 
nomical, modern, automatic warm-air heat 
for homes ANYWHERE — “Activated heat” 
(warm air in motion — LIVE heat!) ... and are 
easily changed from oil to gas or gas to oil in 
the event a change in fuel becomes desirable. 





®@ The complete Ni- 
agara lines include 
gas, oil and coal 
furnaces for all 
types of installa- 
tions, and Niagara 
Cooling Units de- 
signed to use the 
blower, filter and 
ducts of forced air 
heating systems. 
Write for detailed 
information. 


NIAGARA FURNACE 





Every Series 60 Convert- 
ible furnace is equipped 
with the exclusive Niag- 
ara-made_ rectangular 
heat exchanger of steel, 
making possible excep- 
tionally compact units. 
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Model 60-75 VAC 
OIL 


FURNACES 
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CONVERTIBLE 














Model 60-75DFAC 
GAS 


FOR HOMES EITHER WITH OR WITHOUT BASEMENTS 








Model 60-70G 
OIL 


and 


DIVISION 


Gas @ Oil © Coal Furnaces © Summer Cooling Units 


Series 60 Convertible furnaces 
are available to meet any type 
of installation . . . “high-boy” 
down-flow and conventional 
up-flow, both generally located 
in utility rooms, and gravity 
conventional forced-air 


types for basement installation. 




















Model 60AC 
OIL or GAS 


THE FOREST CITY FOUNDRIES COMPANY 
2500 WEST 27th STREET 


7 CLEVELAND 13, OHIO 





NiAGARA is the word for MAXIMUM HEAT at MINIMUM COST 


eloil - 








NEW 


compact, preassembled 
ow-cost heating units 


AVAILABLE IN 
GAS AND OIL 


Overall 
dimensions 
(25" x 43” x 4144" 
and 46” high 


Overall 
dimensions ) 








> 4. x 26” x 60” ; 
ond 66” high * 


with famous CENTURY quality 


Forget about the problems you’ve had with economy-model auto- 
matic heating units. The frequent service calls, the customer 
complaints are headaches you can get rid of once and for all. For 
now, you can get compact, preassembled low-cost Century 
automatic heating with no sacrifice in quality. 


Deep “Crescent” radiator design with spiral gas travel 
Hot gases from the combustion chamber are forced to travel longer 


distances before entering the flue. There are three heating surfaces. NN 
Crescent 
design 


More heat heats the home. Less goes up the chimney. 


Quiet trouble-free operation 


The new Century preassembled oil units are available with famous 
Century cushion cradled burner that absorbs vibration and noise. 
The gas models have trouble free single-port burners, with 
flame retention rings and flame spreaders for maximum heat 
utilization. For safety — 100% shut off including pilot. In 
every engineering detail. Century low-cost preassembled 


units are of highest quality. . se 
retention rings 





Clean, modern, compact design 

These cases are beautifully finished in baked enamel — with smooth 
rounded corners. Overall dimensions are such that you can easily 

get these units into any basement or tight spot in small homes. Flue 

opening and burner are on the same side... another space saving feature. 


=! 


Smooth, 
rounded corners. 


Many other features found only in high-priced units 


Century preassembled basement units include full base with leveling 
adjustment. No part of the jacket is in contact with the floor. 

n all models, all line voltage wiring is included. There is adequate 
lower capacity in the units to handle appropriate size cooling 
units for summer air-conditioning. 


i 





Sturdy 
leveling bolts 


All this in a low-cost preassembled unit. 





Models Available: preassembled. 


BG 1I0L__gas foboy, 110,000 BTU input BO 100 L__ oil loboy, 100,000 BTU output 
BG 110 U__gas hiboy, 110,000 BTU input BO 100 U__oil loboy, 100,000 BTU output 
BG 100 L__gas loboy, 100,000 BTU input BO 85L-_oil loboy, 85,000 BTU output 
BG 100 U__gas hiboy, 100,000 BTU input BO 85 U_-oil hiboy, 85,000 BTU output 











For complete information on these high-quality, low-cost Century 
preassembled units write or phone Century Engineering, Cedar Rapids, 
Iowa. Or contact your Century wholesaler. 


CENTUR ENGINEERING CORPORATION 
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NOJC Survey includes 


average fueloil Profit 


A COST-PROFIT SURVEY compiled by the 
National Oil Jobbers Council shows 
that the average fueloil distributor 
realizes a profit of .0028¢ a gallon, 
before Federal and State income taxes, 
These figures are based upon an aver- 
age of 0.263¢ a gallon gross profit and 
total expense of 0.235¢ a gallon. 

The data are presented here since 
they are valuable if other fueloil dis- 
tributors use them to make compari- 
sons with their own operations. They 
offer an accurate yardstick for any 
company to measure its own expense 
and profit picture. The figures, of 
course, are averages computed from 
reports submitted by both large and 
small outlets and it is well to remem- 
ber that the better-than-average dis- 
tributor probably will make a better 
showing. 

The complete breakdown on fueloil 
as reported by NoJc follows: 


¢ per 
Gal. %o 
Sales less discount .... .1217¢ 100.0 


Less cost of sales ..... 0954 78.3 


GROSS PROFIT ON SALES’~ .0263 257 


EXPENSE: 
Delivery expense ... .0094 i, 
Bulk plant expense .. .0036 2.9 
Sales expense ...... .0036 rye 
Admin. expense .... .0069 5.6 
Total expense ...... 0235 = ESI 


PROFIT FROM OPERATION .0028¢ 2.6% 


\/ 
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Brosche’s weather Forecasts 
between October and March 


IN THE JULY 1953 issue of FUELOIL 
& Om Heat appeared an article “Six 
month weather Forecasts,” by Lyle E. 
Brosche, describing a system he had 
developed to predict in advance anv 
ticipated degree-day loads. A tabula- 
tion recently made available shows @ 
high percentage of accuracy for fore’ 
casts made by Mr. Brosche for Chicago 
and New York City for the period 
October 1, 1953 to March 31, 1954. 
In Chicago he forecast degree-day 
total of 4,778 as against an actual total 
of 4,674, 97.8% accurate. In New 
York.City, Brosche’s forecast of 3,897 
compared to an actual load of 3,82) 
degree-days, 98.1% accurate. 
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2 NEW diameters 
in Torrington’s 
Blower Wheels 


ESPECIALLY DESIGNED FOR OIL BURNER APPLICATIONS 





SERIES 


DIAMETER 


WIDTHS 





504 


5% 


1% 


26 


2'% 


2% 


3% 


3% 





524 


5% 


1% 


26 


2% 


2% 


3% 


3% 


37% 






































MAY BE EQUIPPED WITH HUBS TO FIT ANY TYPE COUPLING 


The following Diameters are available 
in Torrington AlRotor Blower Wheels 
for Oil Burner, Ventilating 

and Air Conditioning applications 


SERIES DIAMETER 


408 4% 

424 4% 

* 504 * 5% 

508 5% 

* 524 * 5% 

610 6% 

710 7h 

729 7%: 

Z sisi 816 8% 


1100 11 
TORRINGTON | 


*2 New Diameters 
MANUFACTURING COMPANY 
TORRINGTON, CONNECTICUT 
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” “Service-Master saves \ 


me up to one hour of 
service time every day’ 
















@ 


Scutee 


THE IDEAL OIL HEATING 
INSTALLATION AND 
MAINTENANCE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 
utes a day Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1/2, 34, 1, and 114% ton chassis 
— regardless of age or make. The coupon 
below will bring complete details, with 
no obligation to you. 


MAKE YOUR PICK-UP TRUCK 
A SERVICE TRUCK, TOO! 


for Y2 and % ton pick-up trucks 


“——_ 
Ol 


These easy-to-install 


i—-4 


tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 








‘McCABE-POWERS AUTO BODY CO. 
: 5900 No. Broadway e St. Louis 15, Mo. 








Please send me complete details on: 














{ 
5 SERVICE-MASTER [_] SERVICE-TWINS [_] 
: N 
' ame 
tc 
' ompany 
§ Address 
2 
1 City & State 
ET 
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Broken down into periods of three 
months the tabulation shows: Chicago 
from October 1 to December 31, 1953 
had an actual total of 1,842 degree- 
days against a forecast of 2,015 and 


| from January 1, through March 31, 


1954, the actual degree-day total was 
2,832 against 2,763 forecast; New 
York from October 1 to December 31, 
1953 experienced a total of 1,372 de- 
gree-days with 1,647 forecast for that 


| period and from January 1 to March 





31, 1954 there were 2,453 degree-days 
as compared to the 2,250 forecast. 


\/ 
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N. Y. Commission warns 


Users on gas heating Costs | 


ON MAY 9 the New York State Public 
Service Commission reported it found 
“no basis” for reducing gas rates 


| charged by the Long Island Lighting 
_ Co, and warned homeowners to think 
| twice before buying natural gas for 


house heating purposes. As reported 
in the New York Herald-Tribune on 
May 10, the commission declared there 
is “no guaranty” of price stability since 
natural gas is imported from afar and 
the commission exercises no control 
over the price paid to producers. 

The commission explained it felt it 
should warn homeowners that they 
must make their own choice by weigh- 
ing the “advantages and disadvantages 
of this fuel.” 

The utility, which serves Nassau, 
Suffolk and parts of Queens counties, 
reported in February it had grossed 
$66,507,000 in 1953, a 13.5% increase 
over 1952 and in April the company 
reported it expects earnings this year 
to increase 20% over last year, indi- 
cating a net of about $1.35 a share. 
The commission, however, answering 
complaints of residents about high 
rates, concluded that existing rates give 
the Long Island Lighting Co. a return 
of less than 4% on its gas service. In 
fact, it continued, as far as gas service 
is concerned and in spite of two in- 
creases granted in 1948 and 1949, the 
company is only slightly better off than 
five years ago. 

In general, the report said, gas rate 
increases for kitchen service have been 
negligible, but the rises have been felt 
“acutely” by the public in house heat- 
ing charges. 









RENICK & MAHONEY, inc 




















VERTICAL 
PUMPS 


EFFICIENT on suction lifts 


EXCELLENT for underground or overhead 
storage 


ENTHUSIASTICALLY accepted for fueling 


and transfer service 


EASY and inexpensive to install 


These Marlow vertical pumps, part of 
a great and dependable line of self- 
priming centrifugal pumps, solve 


many problems in handling volatile 
fluids. Available in capacities of 5 
to 120 gallons per minute. 












RELY ON R&M 


You can rely of 
R & M men f° 
help you et 

nd truckin 
plant om ninimum 
the best 
keting need. 





2, caney 


equipment for every mor 





SERVICE 


Send for the R&M complete catalog 


RENICK & MAHONEY, wc 


380 Second Avenue (at 22nd Street) 
New York 10, N. Y. 
Telephone Algonquin 4-4202 
Complete Equipment for the Oil Trade 












AUTOCAR DRIVER CAB 
Safest Cab on the Road 


























Skyscraper construction. 
Under the sheet metal ex- 
terior is a sturdy frame 
made of formed steel 
channels welded together. 


yf, 
ie 


The Autocar Driver Cab, the Driver Sleeper Cab and Mail in the coupon for detailed informa- 
the Aluminum Driver Cab are all built on the sky- tion about the many quality features of 
scraper principle—an outer skin of heavier-than-usual the Autocar Driver Cab, Driver Sleeper 


sheet metal over a rigid, reinforced structural frame. Cab, lightweight Aluminum Driver Cab. 


This construction gives the driver confidence—in him- 
self and the vehicle. 

There are other great features, too. The Autocar 
Driver Cab was the first to bring passenger-car com- 


Se ee ee ee eT aT ar 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


fort to truck drivers. Curved windshield for wide-angle Please send me a folder on the Autocar Driver 
Je vision; instrument panel with all dials and gauges Cabs. 
within easy reach and view; driver’s seat adjustable anaes 





five ways to most comfortable posture. 


AUTOCAR TRUCKS 


Autocar Division of The White Motor Company 
Ardmore, Pa. 


Firm name 





Address 








Type of operati 


No. of trucks in fleet 
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Autocar Trucks are sold and serviced 
throughout the world 
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Oilheating shows Gain 
in Milwaukee in 1953 


AT THE END OF 1953, according to 
published reports of The Milwaukee 
Journal in its 1954 Consumer Analysis 
Findings, there were 94,789 homes in 
the Milwaukee city zone heated with 
oil, an increase from 85,139 reported 
at the end of 1952. At the same time 
the report showed 64,302 gas heated 
homes, compared with 59,570 in 1952; 
119,180 homes heated with coal or 
coke, a decline from 128,660 reported 


Jan, | Jan. | 

1954 1953 
No. % No. % 
Oil 94,789 34.2 85,139 31.3 
Gas 64,302 ye ag J 59,570 pA, 
Coal 119,180 43.0 128,660 47.3 


the previous year. 

During 1953 oilheated homes rose 
from 31.3% of the total to 34.2%, up 
2.9%; gas gained 1.3% from 21.9% 
to 23.2% and coal dropped 4.3% from 
47.3% to 43.0%. In the past three 
years the figures are even more inter- 





An Important Extra 
that means Extra Sales 








...And Only Sinclair has it! 


SuperFlame containing RD-119®, Sinclair’s amazing 
rust inhibitor, helps prevent rust-clogged filters and 
burner nozzles when used regularly, reduces service 
calls... builds good will with your customers. 
Sinclair SuperFlame, the Anti-Rust Fuel Oil with 
RD-119 is really different — so different it’s patented. 


(U.S. Pat. No. 2,594,266) 


SINCLAIR 
Fuel Oil with RD-119 
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Jan. | Jan. | 

1952 195) 
No. % No. % 
75,589 28.3 T2049 2G 
56,358 Zin 34,334 132 
136,221 51.0 155,803 59.9 


esting, During this period oil advanced 
from 28.3% of total during 1951 to 
its present 34.2%; gas gained from 
21.1% to 23.2% and coal dropped 
from 51.0% to 43.0%. The tabulation 
lists this information. 


> 
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Predicts wide Use of 


solar Heat by 1963 


SPEAKING in San Francisco before the 
Golden Gate chapter, American So- 
ciety of Heating and Ventilating En- 
gineers, John E. Haines, vice-president, 
Minneapolis- Honeywell Regulator Co, 
and first vice-president of the Society, 
predicted that the use of solar energy 
for home and commercial heating will 
become a reality within the next dec- 
ade. 

By 1963, he said, “heat from the 
sun will take its place as one of our 
common fuels.” Basic data to aid in 
the design of solar energy heating sys- 
tems is being developed in Society- 
sponsored research at the University of 
Minnesota, he continued, and the com- 
ing use of solar energy will be accom: 
panied by tremendous strides in air’ 
conditioning and “by tremendous tech- 
nological advances in every direction.” 


i 
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Sun dedicates new 

Refinery at Sarnia 
FORMAL CEREMONIES on May 15 dedi- 
cated the new Sun Oil Co., Ltd., re- 
finery at Sarnia, Ontario, The 15,000 
barrels-a-day refinery is located on @ 
196-acre site on the east bank of the 
St. Clair River and can be described 
literally as brand-new from the ground 
up. 

Principal speaker at the dedication 
was Right Honourable C. D, Howe, 
Minister of Trade and Commerce and 
Minister of Defence Production, Do 
minion of Canada. Attorney-General 
Dana H. Porter of Ontario spoke on 
behalf of the Province and Joseph N. 
Pew, Jr., president of the company, 
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Honeywell makes control systems for any type 
wy she heating plant, any fuel. Here’s a typical All-Honeywell 
Control System for oil-fired hot water 


a OPLORE SAA SERN IEE 6 A 




















16010 Aquastat. This new dual function aquastat responds 
instantly to temperature changes. It easily handles jobs that 
formerly required two or more separate aquastats...actually, 
it has two sensing elements housed in a single immersion 
well—you need only one boiler tapping. It has a completely 
enclosed bellows, and dials that are easy to read and set. 
Adjustments can be readily made without taking the cover off. 


























Protectorelay, RA817-816—stack-mounted relays for 


either intermittent or continuous ignition oil burners. 





Honeywell Clock Thermostat, TM850 — automatically 
lowers temperatures at night for comfortable sleeping, 
and then raises them in the morning—gives ‘round the 
clock comfort while saving fuel. 








(6010 (cover removed). Note the #wo controls in this one 


a aquastat, with two temperature setting adjustments and two Gg oe ons Sane ae ke ep iar wees 
hyd lj . | N 1 h di bl ator. It has a built-in transformer, and is furnished for 115 
‘ ydraulic action sensing elements. Note also the adjustable or 230 volts, 50 or 60 cycle current. 

x differential dial above the low limit and circulatory switch. 

‘ With this setting, the low limit and circulatory action can D | New Honeywell L6010 Aquastat— (see illustration). 


be easily adjusted for maximum comfort and efficiency. The aan 
Honeywell Micro Switches are approved for use with 500 Delayed- Opening Oil Valve, V4001A— provides smooth, 


1e mv, 24 v and line voltage circuits—making the L6010 clean starts and stops, reduces carbon deposits on heating 
. al surfaces — increases heating plant efficiency. 
universal for all applications. 





. Specify an All-Honeywell MINNEAPOLIS 
e Control System when ordering from Honeywell 
your wholesaler or manufacturer 


al For complete inf ti the ab tem, individual Fin , Covtiols 
: mplete information on the above system, wt Ww 


controls, or other Honeywell Control Systems, contact your 
N local Honeywell office. Or write Honeywell, Dept. FH-6-111, 
y) Minneapolis 8, Minnesota. 112 OFFICES ACROSS THE NATION 
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HOW TO LAND 
CUSTOMERS 


a Use the ‘yellow pages’ of the 
\ 


telephone directory—a sure 


\\ . way to reach new customers 
\ 


\ 
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. 
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in your community. 
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all the Classified Directory Representative 
at your local telephone business office. 
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talked at a luncheon served in the 
refinery. 

Products of the Sarnia refinery, 
which went on stream last November, 
include gasoline, kerosene, light and 
heavy fueloils, light hydrocarbon lig. 
uids and gases. The refinery boasts the 
most modern equipment available, ac. 
tually is semi-automatic in operation, 
run from a single control room the size 
of a two-car garage. 

Refined products go by way of Sun. 
Canadian Pipe Line’s new 8” line to 
bulk terminals in London, Hamilton 
and Toronto. From Toronto they can 
be trans-shipped by barge to Montreal, 
Quebec and way points. Charging 
stock is sweet Texas crude oil received 
by pipeline via Toledo. 


\/ 
“9° 


York Corp. announces 
year-round Conditioner 


YORK CoRP., York, Pa., has announced 
its entry into the residential heating 
field with the introduction of a year: 
round airconditioner with cooling ca- 
pacities of 2 and 3 tons, The auto 
matically-fired units include oil models 
that deliver 80,000 and 84,000 Btu/hr 
at the bonnet. 

With the 2-ton unit priced to sell 
below $1,000 f.o.b. York, President 
Stewart E. Lauer explains that these 
prices do not include installation costs 
which vary in different sections of the 
country. However, he describes the 2- 
ton unit as capable of heating and cool: 
ing the average 5 or 6 room hous, 
while being as compact a combination 
unit as is offered. It occupies only 6.65 
sq. ft. of floor space, is 63” high, 36%" 
wide and 26” deep. Three-ton units 
will be available for about $1,250. 

The oilburner used in oilfired models 
is a special, cushion-mounted, gun type 
manufactured to York’s specification 
by the C. A. Olsen Co. Cooling equip’ 
ment consists of York’s hermetically 
sealed circuit. And, for service access’ 
bility the cooling component slides in 
and out of the unit on a drawer-like 
carriage, as does the entire set of elec 
trical connections and controls, Av 
tually, the 2-ton unit is composed of 
two |-ton refrigeration circuits so that 
when full capacity is not needed only 
one circuit operates. 


The York unit is designed for mod 
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iS over... 


‘ the best boiler is still } 
ng the PEERLESS cast iron boiler | 
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for the dealer who wants to close the deal 
as everytime ... PEERLESS makes 63 different 
he boilers for 

residential - commercial + industrial use 


for OIL and GAS 
THE PEERLESS HEATER COMPANY 


DIV. THE EASTERN FOUNDRY CO., BOYERTOWN, PA 










Model TO-A, compact, oil-fired, cast iron boiler. 
j Now available with year-round domestic water coil 
Write for complete information 
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ern forced warm air systems either in 
new construction or for connection to 
existing duct work. 
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Eastern Gas buys out 
Patterson, Philadelphia 


PURCHASE through an affiliate of all 
assets of Joseph M. Patterson & Co., 
Inc., Philadelphia oil distributor, has 
been announced by Eastern Gas and 
Fuel Associates, Boston. The transac- 
tion also includes Patterson Oil Ter- 


NOW IS THE 











G.E., 





SPARE PARTS 


Couplings, Impellors, Seals, 
Motor Mounts, Unions 
Grease 
See Sid Harvey Catalog 
for details. 












minals, Inc.; Terminal Transport Co.; 
Schuylkill River Oil Terminals, Inc. 
and Terminal Oil Co. 

Properties comprise an ocean ter- 
minal in the Delaware Valley with 
storage capacity of 130 million gallons, 
a fleet of tugs and barges, barge ter- 
minal on the Schuylkill River for 
Philadelphia deliveries and a fleet of 
tank trucks. Patterson Oil Co. and 
Patterson Terminals, Inc. will carry 
on the business, with Joseph M. Pat- 
terson continuing in management as 
president of these new companies. 








When the heat is off, is the best time to put leaky 
or worn circulators back in commission. Sid 
Harvey’s rebuilds them to the equivalent of new 
or better. You can depend on a Sid Harvey rebuilt. | 
ALL MAKES—ALL MODELS 
including grease filled models 
B & G, Crane, Econo, Everite, 
Globe, 
Thrush, Trane, Triplex. 


BODIES 


Complete Circulator less motor 
New Shafts, New Bearings, New 
Seal, Bright-dipped Impellors. 


BEARING ASSEMBLIES 


Complete circulator less motor, 
Coupling and Pump Casting. 


MOTORS 


Complete 
Motor is stripped down 
and cleaned. New leads. 
Rotor and Governor As- 
sembly balanced, Shafts 
rebuilt, starting Switch, 








M-H, Taco, 












overhaul. 
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REBUILD DEFECTIVE — 
CIRCULATORS 


ID HARVEY’S DOES IT RIGHT 


| 


Governor and Bearings SID . | 
replaced or serviced. Burnt STORES | 
motors rewound. | 

to serve you | 


WD WRENN vac! 


VALAEN STREAM NEW 





Theron Batchelder, Wellesley Hills 
Mass., formerly assistant to E. H Bird, 
executive vice-president of Eastern 
Gas, has been elected vice-president of 
the new operating companies an4 
Homer D. Jones, formerly of the New 
England Coal & Coke Co., has trans. 
ferred to the sales department of Pat. 
terson Oil Co. 

Eastern Gas and Fuel Associates js 
one of the largest producers and mar. 
keters of bituminous coal, operating 
13 mines in West Virginia and Penn. 
sylvania, has three by-product coke 
plants. It also owns the Boston Con- 
solidated Gas Co, Other holdings in- 
clude a substantial investment in AL 
gonquin Gas Transmission Co. 

Eastern’s president, Halfdan Lee, de- 
scribed the purchase of the Patterson 
interests as part of a program “to fur- 
ther diversify its business and round 
out Eastern’s facilities for supplying 
the demand for fuels along the Atlantic 
Seaboard.” 


Gules Aygacin tments 


Thaddeus J. Kasper becomes sales 
representative, Perfection Stove Co, 
Cleveland. His headquarters will be in 
Bayonne, N. J., and his territory will 
be the northern part of New Jersey 


Ogle Engineering Sales, Louisville, 
Ky., appointed sales and service repre: 
sentative in central and western Ken 
tucky for Orr & Sembower, Inc., Read- 
ing, Pa. 


Phillips Refrigeration Supplies Co., 
1385 Imperial Ave., San Diego, Calif., 
and Refrigerative Supply, Inc., 7 
North Sixth Ave., Yakima, Wash. 
named wholesalers for A-P Controls 
Corp., Milwaukee, Wisc, 


William H, Dudley, Jr., 340 Audu- 
bon Blvd., New Orleans, appointed 
sales representative, Union Asbestos & 
Rubber Co., Chicago, for “Unarco” 


heating and airconditioning units. 


Earl Palmer has been named na 
tional sales promotion manager, Air 
temp Division, Chrysler Corp., Day’ 
ton, Ohio. For the past two yeals 
Palmer had been regional manager in 


Washington, D. C. 
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it’s easy to get your 
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Reputation - Economy - Dependability — 
les " 
5 You sell them all with PETRO heating 
in : 
vill The name PETRO is no stranger to most 
sd people. They have heard it . . . and they have 
heard good things about it, for more than 
lle Residential furnaces and half a century. As a result they have confidence 
Pe boilers in Petro products. They are anxious to know 
uv . . . 
ee Extremely compact and attractive. more about Petro heating and what it will 
s Give outstanding performance and do for them. They are pre-sold. 
fuel aa i in popular Add to this customer confidence the com- 
S$1Z! ° P 
sit tad ; id , cd = * pleteness of the Petro line, which enables you 
‘ , to fill any oil heating need, large or small, 
ca and you can readily see why Petro Oil Heating 
if., Conversion Units er ' iI 
‘ is the finest line you can sell. 
/ Efficient, trouble-free - os , 
b PE POON DI ee For complete information regarding line 
S : vert most any boiler o oe ween and dealer franchise write, wire or phone 
rols urnace to automatic oi utstanding performance 
heat. Capacities .6 to and economy assured by PETRO, 3063 West 106th Street, Cleveland 
4.5 gallons per hour. scientific twin-nozzled fir- = 1], Ohio. In Canada: 2231 Bloor Street West, 
ing. Capacities 5 to 20 2 
d ? gals. per hour. Standard Toronto, Ontario. 
W Horizontal Furnace or electronic controls. 
ted Hang it or hide it—this 
6 & a ine bee Industrial Oil Burners Residential Oil and Gas Burners, Oil and Gas Furnaces and Boilers, 
co” able in 5 models from sre —e vii a Industrial and Commercial Oil, Gas and Oil-Gas 
80,000 to 180,000 Btu's 7 COs eavy fuel ou with . . B 
(output th bonnet). : complete reliability. Combination ers 
Capacities up to 200 
gallons per hour. Com- ] 
na’ bination oil-gas models 
Air’ also available. 
ay’ Complete Packaged Unit 
ears A complete combustion system in which en. eae, U.S. PAT. Ore 
: all elements are completely balanced + agg: 5 ; 
r in and integrated. Saves installation time OVER 50 YEARS OF LEADERSHIP IN 









and cnet AUTOMATIC HEATING AND POWER EQUIPMENT 
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Primary Suppliers are 


spoiling their 


by 
John Bero* 


> aaa FUELOIL distributor who 
wants to stay in business is a vic- 


tim of natural gas invasion and in 
many areas is almost helpless to resist 
it because of the price factor. This 
distributor believes in competition; he 


own Game 


wants it; and he abhors those who 
would interfere with free enterprise 
However, he believes that competition 
should be fair. 

This distributor has followed his 
supplier’s advice and has built a fuel- 
oil business. The supplier aids him to 
develop a fueloil market and at the 
same time gradually restricts his mar- 








Here’s Proof! 


We can cite numerous 


cases where 
savings up to 


40% 


and even more were the result 
of replacement of the old oil 
burner (regardless of make) with 


the Bethlehem DYNATHERM. 


& One customer who consumed as high 
as 3400 gallons of fueloil for heating dur- 
ing one season, recorded consumption of 
2200 gallons after the Bethlehem DYNA- 
THERM Package Unit had replaced his 


oil burner during a heating season of 





@ comparable degree-day load. 


Another purchased ,3200 gallons, but 
found he required only 1700 gallons, 
after one of our dealers had sold him a 


Bethlehem DYNATHERM Package Unit. 


A third cut his fuel consumption almost in half from 4600 gallons to 
2475 gallons when degree-days totaled about 12% less. 


The Bethlehem DYNATHERM offers other features that make your sale easier—The Whirling 


Flame .. 


. Unit Engineering . . . Thermos Bottle Insulation . . 


. Beautiful Cabinet. It comes 


completely equipped with everything ready for installation except the piping. 


A few exclusive Bethlehem Dynatherm territory 
Franchises are still available. 
Wire or write immediately for full information. 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHLEHEM, 
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ket by furnishing natural gas at com. 
petitively destructive prices at the cop. 
sumer level. 

There is no law or regulation which 
precludes producers selling crude oj 
or gas to users whose businesses are 
competitive. And, if distributors are to 
live and serve their purpose in the face 
of certain competition it may be neces 
sary for someone to think in terms of 
the threat of fueloil distributor extine 
tion. 

Industry leaders must now know 
that the sale of gas at low well-head 
prices has created a competitor for 
their own business, If the effect of past 
and present gas well-head price sched- 
ules is unsound economically, the facts 
must be faced and corrections soon 
made or the effects of this error will be 
sharply reflected in earnings, quotas, 
performance statements and _ balance 
sheets. 


Can Consumers Absorb Surplus? 


Can all crude oil be made into prod- 
ucts other than heating oils? Tech 
nologically, maybe, but will there be 
enough consumers to absorb these 
mounting surpluses? The industry has 
its troubles now. The leaders of the in- 
dustry should inquire: what will these 
troubles be in the future? 

A trend is discernible: Gas exploi’ 
tation at low prices at the consumer 
level has hurt many fueloil markets al- 
ready. 

It seems to a small operator like my. 
self that we are caught in a competi 
tive rock crusher, the driving shaft of 
which is the supplier of the fueloil we 
need to sell in order to live, And nat 
ural gas is retarding our efforts. 

The ultimate consumer of natural 
gas—through the bills he pays—will 
have to fill the earnings gap that wil 
open up in refinery-industry operations 
when a growing market for heating ol 
no longer exists. This is evident from 
the limited price differential existing 
between the two products at the refin 
ery level. Witness the hundreds of con 
tinuing applications for higher $# 
rates by transmission line operatof 
once a market for gas has been &’ 
ploited. 


#John Bero, Duluth, Minn., was formes 
chairman of the National Oil Jobbers Coun 
cil and served as president of the — 
west Petroleum Association during 1949” 
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% old radiator heating plants 
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ine be sure to add 
now 
ead 
for 
past 
hed- . 
act forced circulation 
00n 
Il be 
ras, Steam, vapor or old hot water heating plants all can be easily 
ince converted to efficient, modern forced circulating hot water heating with 
low-cost Thrush equipment. 
: Thrush Flow 
us? Control Valve Why add automatic firing unless you go the rest of the way? 
rod: with Air Tube Make sure your customer will enjoy really uniform, economical heating 
ech: eliminates air with Thrush System. It makes any job heat better with lower fuel cost. 
> be There is no noticeable variation in room temperature in any weather. 
hese Plenty of hot water for kitchen, laundry and bath is provided by the 
has same heating boiler, winter and summer. 
> in- 
hese HOT WATER HEAT IS BEST 
' : : See your wholesaler. today for more information about modern- 
e ih izing old heating plants with Thrush System or write Dept. C-6. 
s al: 
my’ 
ret’ 
t of “EL 
| we By ihe ie 
nat’ 
ural 
will 
wil § 
jons ™~ 
y oil | tie 














rom Complete Thrush Flow Control System 


con Thrush Water Circulator 

gas provides positive circulation 
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PERU, INDIANA 
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The fueloil distributor wonders: Is 
it not high time that a reasonable price 








































for both crude oil and natural gas be 
arrived at for the preservation of a 
proper economic balance in our over- 
all oil industry? Is not the rising tide 
of crude oil from fields abroad as well 
as those in our own land a harbinger 
of things to come? 

Will the ultimate consumer of gas 
be the perpetual beneficiary of these 
present low cost factors? Is fueloil an 
expendable phase of refining and mar- 
keting? 


summer clean-up period. 


for spray quality 


costs 


sumer 


To prevent nuisance “no heat’ 
calls next fall, install a new 


DELAVAN NOZZLE on each 


burner you service during the 


Every DELAVAN NOZZLE 
is spray tested for accuracy of 
spray angle, spray capacity and 


If the ultimate consumer of gas is 


only to be momentarily benefited be- 
cause of temporary raw material low 


costs which we know must be 


finally raised and passed on to the con- 


then there still remains time 


and opportunity for those who own 
or direct the sale of our petroleum nat- 
ural resources to make corrections and 
bring back a state of balance which 
will allow all of us to live. And, this 
should include the operators of gas 
transmission lines. 


We distributors feel that on a sub- 


b 










small capacity nozzles, 


Install DELAVAN NOZZLES with HALLY 
FILTERS attached to prevent clogging in 



















Write for Catalog 148A 


EFAVAN' 


GRAND AVENUE AND FOURTH STREET 
WEST DES MOINES, IOWA 
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ject as far reaching as the impact of 
natural gas on the independent job. 
ber, we have no place to go for any 
advice and instruction except to the 
organization that represents 12,000 of 
us in Washington. The distributor js 
looking to the National Oil Jobber; 
Council increasingly because he has de. 
veloped a faith in its function, its man. 
agement, its power for industry good 
and last and most important 
eral counsel. 

The National Oil Jobbers Coung/ 
must represent the qualified distriby. 
tor before the Federal Power Commis 
sion. The facts, all of the facts, of the 
natural gas invasion must be mak 


its gen- 


known. 

The qualified jobber or distributor 
does not ask to keep gas out of any 
market. He is by nature progressive, 
and he is a part of a progressive indus 
try. 


o, 
“9 


Everet J. Griffin has been made ay 
sistant to the vice president in charge 
of marketing, Shell Oil Co., to assist 
in the administration of the firm’ 
marketing activities. Griffin was for 
merly manager of the Cleveland mar 
keting division and is being succeeded 
by John H. Hall who has been market 
ing operations manager in the New 
York headquarters. 


Raymond A. Stoesser has been ap 
pointed vice-president, general mam 
ager of manufacturing of the Plumb 
ing and Radiator Heating Division, 
American Radiator & Standard Sani 
tary Corp., Pittsburgh, Pa. Stoesser 
has been with the company since 1924 
and was supervisor of the Europeat 
factories from 1944 until 1953. 


Edward R. Walsh, Jr., has bees 
made vice-president in charge of sales 
Yorktowne Machine Co., Inc., York 
Pa. He will set up a marketing and div 
tributing organization for the col 
pany’s new product, an evaporative 
condenser for use with water cooled 
frigeration. He had been associated 
previously with V. C. Patterson g 
Associates, Inc., consulting engineets 
York-Shipley, Inc., and Gilbert v 
Barker Manufacturing Co., as sales 
manager of the Oil Burner Division 
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When, you sell CHRYSLER AIRTEMP 


you’ 've got something extra to sell with... —@ 


CHRYSLER AIRTEMP Advanced Engineering 
offers your homeowner prospects 


FEATURES THAT DO MORE! 


Chrysler Airtemp Furnaces put heat- Chrysler Airtemp features has a 
ing dealers ahead of competition with definite benefit for the buyer. 
engineering features which mean 

more to homeowners because they Advantages built into Chrysler 
do more for them. Chrysler Airtemp Airtemp Furnaces, which you can 

















































































































































































advanced-design burners are more demonstrate to your prospects, give 
ficient, more dependable, more you something extra to sell with. But 
quet in operation. New corrugated- this is just one of many important 

















design heat exchangers utilize the extras that work for you when you 
hat more effectively, eliminate sell Chrysler Airtemp. Note the addi- 
“homing,” are so durable they’re tional extras described below—then 
backed by an 8-Year Warranty. En- mail convenient coupon for complete 
closed controls eliminate dust-catch- facts and figures on today’s oppor- 
ing projections. And thus, right down tunity to make more money with 
the line, every one of the many Chrysler Airtemp. 











Hi-Boy Furnace—in gas 
and oil-fired models 











































































































of many additional extras 


| | you sell with Beg eet 
ily, 2798 2 CHRYSLER AIRTEMP Dealer Lote 


{I ie 
| Consumer Confidence--People know the Chrysler important additional —— ’ their choice of 
Airtemp name—associate it with engineering leadership Chrysler Airtemp. | 
~-have com 1 i | 
ioc op plete confidence in the products which ie | 
y naces feature new, smarter modern a | 
4 Double Pret Opperuadty--Chrysie: Aitamp Coole, §—placty of aye appesh fox omeownem, = =| 
y which is so easy to install with Chrysler Airtemp Fur- : ye) 
naces, gives you the chance to sell Year ‘Round Air More Mationsl Advertising to consumers and builders | 


















































































































































|| Sonditioning when you install the furnace or later— in leading publications is steadily pre-seling prospects 
{ Y for a double profit. = on Chrysler Airtemp Heating and Cooling, including 
4 Me Fests, Sete ‘athe Seman cmnasaess of many of the best prospects in your own Kading ares 
7 design, compete factory asambly and front action ar Lea Belin Holp—Chryse temp gives you 
: dda yO stalation. You save valuable man-hours. designed to work for you in your own market over your 


Neha tea ng | Warranty on new, super-efficient, corrugated- own name. New 20-minute, full-color movie makes @ 
ap i oo __ Aerrific impression on every viewer! - y 














and oll-fired models ) 
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FO&OH-6-54 
pac) ae i Airtemp Division, Chrysler Corporation oETU | 
P.O. Box 1037, Dayton 1, Ohio PGuararieed , 
A Ca) Ee y | Please send us complete details concerning the Le sons PF | 
j i Chrysler Airtemp Franchise. | 
eo), 10 e f j Nome. | 
ee J Address. i 
D Do 0 | City. Zone Stote i 
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Industry Grouyas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department, Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 
15th. 


Operation WHAM off to good 
Start say Industry Executives 
THE PUBLIC information campaign, 


Operation WHAM, sponsored by the 





1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Disc seats 


plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 


4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Disc and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat and wear resistance. 

6. Five different series available for 
producing various spray characteristics 


—all developed through hundreds of 


fire tests in both Laboratory and Field 
work, 


WRITE FOR CATALOG "0" 


GUARANTEED 
UNIFORMITY ! 


6 lonanch Features 


National Warm Air Heating and 
Air Conditioning Association ended 
its first month with endorsements 
from industry executives, 

The campaign on a local level 
consists of arranging a schedule of 
pages in newspapers with both editorial 
and copy 
modernization of homes with heating 


advertising emphasizing 
and airconditioning equipment. Edi- 
torial copy is prepared by the Asso- 
ciation and the ads are run by com- 
munity warm air heating dealers. 






“24” & “48” Nozzle Boxes 


Don't jumble your nozzles 
loosely in your tool box like 


“nuts and bolts" if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the firebox or aircone. 





| ee 
DEALERS: Buy from your Monarch Jobber | We believe that 


MFG. WORKS, INC. 


2503 E. ONTARIO ST. 


PHILADELPHIA 34, PA. 


Canadian Agents: (Except B.C.) Canadian General Filters Ltd., Toronto 16, Canada 


Central and Southern Europe: A. Coutau, Rue De La Scie No 


16, Geneva, Switzerland 










| Surface Combus- 
'tion Corp., Co- 





Some comments on the campaign 
are as follows: 

Russell M, Cook, vice president 
Thatcher Furnace Co., Garwood, NJ. 
said: “Operation 
WHAM is a vig- 
orous step in mar- 
ket development 
which should be 
of tremen 
dous value to all 
of the 
heating industry. 


We take pride in 


segments 





| the research, development and product 


research done by our industry, but 
most of it will go for nothing unles 
we conduct an unceasing campaign at 
the consumer level. Our advantage is 


the fact that we are selling comfort, 


| With the high rate of family growth 


and individual home ownership we 
have a waiting market. Operation 
WHAM provides us with a practical 
method to capitalize on this vast poten- 
tial market for the heating and cooling 
industry.” 

H. P. Mueller, Jr., vice president, 
L. J. Mueller Furnace Co,, Milwaukee, 
Wisc., comment- 
ed: “Billions of 
dollars were spent 
last year for home 
moderniza- 
tion and as much, 
or more, will be 
spent this year. 
Local-level adver- 





tising is a neces- 
sity if the Warm Air Industry is to 
realize a fair share of the potential 
available to it in this lucrative mod: 
ernization market.” 

H. C. Gurney, sales manager, Heat 
ing and Air Conditioning Division, 


lumbus, O., said: 


Operation 
WHAM where 
it is utilized by 
newspapers and 
participated in by 
our members, will 
make individual advertising more effec. 
tive and result in increased sales. In 
view of current business conditions 





we believe it is very timely. 





They HEAT in Winter...COOL in Summer 
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Year ‘Round Air Conditioning Units 
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SUMMER AIR CONDITIONING UNITS 


For Converting Winter Air Conditioning Installations into 

Complete Year ‘Round Air Conditioning Systems OR can 

be installed as a Self Contained Summer Air Conditioner 
for Specific Space Cooling. 





Available in 
3 Sizes 


tial 

od: 2 TON 3 TON 
Air or Water Water Cooled 

eat: Cooled Only 

on, 5 TON Water Cooled Only 











The Hermetically Sealed 

Cooling Systems are Pro- 

tected for 5 YEARS Against 
Operating Failure. 


Iustration of a Luxaire Sum- 


; unit, ready for heat- mer Air Conditioning Unit 


connected to a Winter Aijr 
Conditioning Unit 
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HEATING & AIR CONDITIONING UNITS 
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Irv Seith, sales 


manager, Niagara 
Forest City Foun- 


Committee prepares Promotion 


Furnace Division, Study for API fall Meeting 
dries, Cleveland, 
O., said: “Opera- 
tion WHAM isa 
promotion meth- 


od in which deal- 


ers in each town 


A STUDY on fueloil promotion is being 
prepared by members of the Fueloil 
Committee, Division of Marketing, for 
presentation at the November annual 
meeting American Petroleum Institute 
can team up with in Chicago. 

Originally scheduled for the May 
Denver meeting, the report has been 
deferred until November where it will 


their local news- 
papers to get the 
home folks think- 
ing, talking and buying modern, up- 
to-date warm air heating and aircondi- 





be delivered to a larger audience and 
gain wider distribution. 
tioning systems and equipment.” Members of the Fueloil Committee 


THE PORTMAR ENGINEERED STEEL 


BOILER LINE 4 gormg plZces/ 


Now You Can Get Wet Heat in Any 
Capacity ... from One Source! 









Because of the many years of dependable performance, 
proved in thousands of installations, Portmar can now 
offer you a complete line of Oil or Gas Fired Heating 
Boilers for Steam or Hot Water Systems plus a complete 
line of Tankless Twin Coil Volume Water Heaters for 
instantaneous, sanitary hot water 


Yes, Portmar’s A.S.M.E. APPROVED line is going places because the trade 
knows that they can get a correctly specified boiler or water heater to meet 
all their heating needs. 





ive 
HERE’S AN ENGINEERED 


QUALITY STEEL BOILER, 
ATTRACTIVELY PRICED! 


The WINDSOR | 
“Horizontal Tube Series” | 


For heating small buildings, medium and large | 
residences, with eye-appealing extended jacket. 
Submerged, tankless copper coil supplies year 
round abundant, clean hot water. 


12 Sizes — 77,000 to 720,000 BTU per hour 
320 to 3,000 sq. ft. steam radiation 
510 to 4,800 sq. ft. water radiation 


A.S.M.E. 
APPROVED 


LER COMPANY, Inc. 
Bklyn. 15, N.Y. 


PORTMAR BO! 
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are as follows: chairman, J. L. Min 
ner, Shell Oil Co.; vice chairman 
L. B. Fox, Socony-Vacuum Oi] Co. 
Inc.; secretary, Robert Gray, FUELOn 
& Om Heat; J. J. Adams, The Stand. 
ard Oil Co, (Ohio); D, L. Barrett, 
Esso Standard Oil; A. J. Becker, Beck. 
er Marsden Co.; C. M. Blickensderfer, 
Sinclair Refining Co.; W. F_ Briggs, 
Valley Oil Co.; F. G. Colegrove, Al 
lied Oil Co.; J. E. Collins, Frontier 
Oil Refining Corp.; T. A. Crawford, 
Timken Silent Automatic Div.; H, E, 
Davenport, Pocahontas Fuel Co., Inc.; 
and K. E. De Rosay, Sun Oil Co. 

Others are W. B. Englebrecht, Phil 
lips Petroleum Co.; James Glenn Qual. 
ity Oil Co.; C. R. Holloway, Liberty 
Fuel & Oil Co.; Walter L. Holmgren, 
W. H. Barber Co.; C, R. Jonswold, 
Arrow Petroleum Co.; C. E. Kramb, 
Gulf Oil Corp.; H. W. Miles, Stand. 
ard Oil Co. (Ind.); C. W. Reed, Tide 
Water Associated Oil Co., Inc.; G, W. 
Sanders, The Pure Oil Co.; W. F. 
Schierholz, Fuel Oil Co. of St, Louis; 
H. L. Schwartz, Paragon Oil Co., Inc,; 
John R. Sherwood, Sherwood Bros, 
Inc.; W. S, Shockley, The Atlantic 
Refining Co.; Douglas Smith, Stand- 
ard Oil of California; H. M. Spade, 
Robison Oil Co.; A. W. Stearns, The 
Texas Co.; E. M. Toby, Jr., American 
Mineral Spirits Co.; H. B. Van Cleve, 
Maritime Petroleum Corp.; Maurice 
Vining, Diesel Oil Sales Co.; D, C. 
Wixson, Mid-Continent Petroleum 
Corp. 


Mass. OHI hears Heaney at 


Meeting; elects new Officers 


FRED HEANEY, Skaggs-Walsh Co, 
Long Island City, N. Y., and presi 
dent of the New York Oil Heating 
Association, spoke at the May 11 meet 
ing of the Massachusetts Oil Heating 
Association, Inc., in Boston. He chose 
as his topic, “Building a Successful 
Organization through People.” 
This was the group’s annual meet 
ing and W. J. Breed was elected pres 
ident; Larry Williams, vice-president; 
Fred Brehm, treasurer; and Catherine 
Woodbury, secretary, Directors elect 
ed are as follows: William Bursaw, 
Francis Coan, Bob Fawcette, Francis 
Foley, Dick Knox, Gordon Lenzi, Vic 
Reed, Charles McAlpine, Bill Serpa 
R. A. Weeks and Mahlon Walker. 
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"SEALS... 


wear im any circulator. They AAG 
EASIER TO REPLACE 77 (he field 
on the 

BIG, RUGGED- 


“S CIRCULATOR! 
Just 3 Tools are All You Need... 


Ss to replace the seals in a Taco Circulator 
— ba 
pees —- = a screw driver, Open-end wrench, and an 
> 
pes SS 
cy 


Allen set screw wrench. 


Better Teating- 
Better with Taco 


TACO HEATERS INCORPORATED 
1160 Cranston Street, Cranston 9, R. I. 
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ANGLE VALVE 
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OIL HEAT 


CLEAN: LOWEST COST - SAFE - DEPENDABLE 
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FIROMATIC 


GLOBE VALVE 





FIROMATIC 
TANK VALVE 


PRODUCTS 


e FUSIBLE and NON-FUSIBLE VALVES 
© FUEL OIL FILTERS 





SAFETY DEVICES 


The famous  Firomatic 
line includes more than 
80 different valve types, 
designed for oil burning 
and gas fired installations. 
Both fusible and non-fusi- 
ble valves can be operated 
manually and are provid- 
ed with — self-adjusting 
stuffing box and back seat 
feature which prevents 
leaks at the valve stem. 
Sold nationally by jobbers 
only. 





FIROMATIC 
TANK GAUGE 
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Billboards carrying the slogan, “Al 
ways be Comfortable” have been put 
in 30 different locations in the Balj. 
more area by the Oil Heat Association 
of Maryland, Inc. 


Oregon Group has Annual 
Meeting; plans Convention 


PORTLAND, ORE., was the site of the 
annual meeting of the Oregon Heat. 
ing Industries, June 16, The nominat- 
ing committee, Len Gehrke, Forrest 
Tower and Scott Partridge, presented 
a slate of officers for the forthcoming 
fiscal year. 

Klamath Falls was selected as host 
city for the next statewide meeting of 
the group. The Association plans to 
reserve sleeper cars in which to travel 
to the meeting on September 18, Stops 
will be made at Salem and Eugene to 
take on members. 

Groundwork for establishment of a 
burner service school has been laid by 
the group. Tentative scheduled antici 
pate the program starting this summer. 


Program completed for ASHVE 


semi-annual Meet, June 28-30 


SEVERAL TECHNICAL papers will be pre- 
sented at the semi-annual meeting of 
the American Society of Heating and 
Ventilating Engineers, New York 13, 
when it convenes at the New Ocean 
House, Swampscott, Mass., June 28 
30. 

The technical program includes: 
“Effects of room Size and Non-Uni 
formity of panel Temperature on panel 
Performance” by L. F. Schutrum and 
J. D. Vouris, Cleveland, Ohio; “Per 
formance Data on ceiling panel Heat 
ing and Cooling” by R. J. Mindak 
and I. B. Fieldhouse, Chicago, Ill: 
“Cooling Load from sunlit Glass and 
Wall” by C. O. Mackey and N. RB. 
Gay, Ithaca, N. Y. 

Other papers: “Cooling Studies # 
a Research Home” by W. S. Harti 
and P. J. Waibler, Urbana, IIl.; “Ane 
logue computer Analysis of residential 
cooling Loads” by T. N. Willcox, C.T. 
Oergel, S. G. Reque, C. M. toeLaer 
and W. R. Brisken, Bloomfield, N. J 
and “The operating Cost of residential 
cooling Equipment” by S, F, Gilmas, 
L. A. Hall and E. P. Palmatier, Sy 
cuse, N. Y. 


June 
1954 
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“Al | No wonder competition can’t 
equal this sales success... 














Timken Silent Automatic fuel-saving guarantee 
Carries more weight with prospects! 


Your point of sale is the prospect's home! Timken Silent 
Automatic Dealers offer free surveys, test home owners’ pres- 
ent oil burners — then offer an exclusive, written guarantee 
of fuel savings over other types of oil burners with the Timken 
Silent Automatic Wall-Flame Burner —to close the sale! 


















Backing up the guarantee — 
the world’s finest oil burner: 
In test after test, home after 
home, this famous wall-flame 
burner has saved home owners 
up to 25% and more on fuel 
oil over ordinary oil heating 
installations! Write today for 
full dealership details. Ad- 
dress: 

R. M. Marberry, Timken 
Silent Automatic Division, 
Jackson, Michigan. 


With a Timken Silent Automatic Dealership, 
you have the key to sales. An exclusive, written 
guarantee of fuel savings up to 25%, that’s the 
strongest, surest profit-maker in the industry. 
And it’s yours alone. Timken Silent Automatic 
Dealers everywhere say they’ve never won sales 
so easy! 

Timken Silent Automatic goes to bat for its 
dealers. They get year-’round, factory-paid mag- 
azine and newspaper advertising and hard-hit- 
ting, tie-in promotional material. And the most 
liberal cooperative ad plan in the heating indus- 
try. Add to all this the Timken Silent Automatic 
floor plan, sales-making displays and demon- 
stration equipment, incentive contests, business 
administration programs, factory help in finding, 
training and supervising sales and service per- 
sonnel! There’s nothing like it! 


TIMREN 
Silent Ahalomalic 
rts ees Ope I 


TIMKEN SILENT AUTOMATIC DIVISION 


ROCKWELL SPRING AN 


OHOT outlines Plans for Year; 
to join NYOHA in June Outing 


AMONG THE PLANS for the coming year 
for the Oil Heat Old Timers, Long Is- 
land City 1, N. Y., outlined by newly- 
elected President Dick Lederer is the 
decision to join with the New York Oil 
Heating Association for its annual golf 
tournament and outing. The event will 
take place on June 24 at the Hunting- 
ton Crescent Club, Huntington, L, I. 
The two groups will be joined by the 
Nassau County Fueloil & Oilheating 








THE 


Dealers division of NYOHA. Facilities 
at the club include those for golf, 
swimming and tennis. Also, the usual 
line-up of sports and games will be 
conducted. 

At the annual meeting of the OHOT’S 
held April 8 more than 50 members 
attended and helped initiate Ed Hel- 
big; Joe Ross, Jr.; Lou Manchisi; Bob 
Cowan; George Boylston and Ted 
Wilowski. elected were 
Frank Ammon, Al Zeamans, Dan 
Bierman, Carl Lieblich, Harvey Birck, 
Gus Triola and Frank Clark, alternate. 


Directors 
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MERCOID 

VNC], | aale 

MERCURY 
SWITCH 


AN EXCLUSIVE 
FEATURE 


OF THE 


‘MERCOID 
SENSATHERM 


No need to refer to charts for 
cycle adjustments, differential 
adjustments or settings for long 
or short operations. The Sen- 
satherm is factory set for a 
minimum sensitivity of 12°F. 
(plus or minus). Furthermore, 
all essential parts of the 
Sensatherm are hermetically 
sealed and cannot change 
their inherent characteristics, 
therefore remaining constant 
and assuring years of even 
room temperature control. 















NO SPECIAL ADJUSTMENTS | 


Mercoid Sensatherms are available for heating, cooling, air condi- 
tioning and refrigeration applications. 


The magnetic mercury switch 
plus other engineered com- 
ponents ELIMINATES INTER- 
NAL HEATER COILS. 
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THE MERCOID CORPORATION, 4201 BELMONT AVE., CHICAGO, ILL 
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In addition to President Lederer the 
directors elected the following: George 
Gordon, vice-president; Harvey Birck, 
treasurer; Herb Hellman, secretary: 
Arthur Bierman, recording secretary 
and Gus Triola, sergeant-at-arms. 


A change in procedure will involve 
the holding of only three general mem. 
bership meetings each year instead of 
the monthly meetings heretofore sched. 
uled. Directors, on the other hand, are 
to meet the second Thursday of every 
month and these meetings are open to 
other members who wish to attend. 


Officers, Directors elected 


at New England OHI Meeting 


EIGHT DIRECTORS were elected at the 
biennial meeting of the Oil Heat In- 
stitute of New England, April 21 
They are Frederic A. Bliss, Bliss Hard- 
ware Co., Plymouth, Mass.; James J. 
Buchanan, Jr., Hendricks Heating Co., 
Inc., New Haven; Donald G. Clark, 
Worcester Automatic Heating, Inc., 
Worcester, Mass.; Donald R. Dean, 
Dean’s Burner Service, Auburn, Me.; 
Edward T. Lord, Lord & Keenan Co., 
Inc., Dover, N. H.; James L. Mc 
Intyre, Jr., Laurel Oil Co., Inc., Hart- 
ford, Conn.; Abbott S. Roberts, F, L. 
Roberts & Co., Inc., Hartford; and 
Thomas J. Scott, Buckley & Scott, 
Watertown, Mass. 


New officers of the groups are C. 
Everett Elliott, Charles L. Elliott Co. 
president; Augustus L. Dwelley, Auto. 
matic Heating Corp., Ist vice-prest 
dent; Marcel A. Fugere, Manchester 
Coal & Ice Co., 2nd vice-president and 
Fred N. Beckwith, secretary and trea 
urer. 

Sidney J. Horton, Heating Equip. 
ment Center; Bernard C, Lindberg, 
The Carlin Co.; and Frank P. Scully, 
Scully Signal Co. were named asso 
ciate membership representatives. Aw 
gustus L, Dwelley; Thomas J. Scott, 
and Frederick A. Whetton, Whetton'’s 
Oil Co., will serve on the executive 
committee. 

s. 


“9 


Stanley B. Graft has been appointed 
export manager, Iron Fireman Manu: 
facturing Co., Cleveland. Before joit 
ing Iron Fireman Graft was with the 
International Division of Ferro Corp 


June 
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by 
Jack Campbell* 


EFORE TOO MANY months we be- 

lieve you're going to see a revival 
f real selling in the oil heating indus- 
ty... and in almost every other in- 
dustry. The public is cautious, Call it 
i buyer’s market if you like but it’s 
lain to see that your typical neighbor 
tas changed from a year or two ago. 
Much less often today does he make 
uw his mind to buy some expensive 
item and then go hunt up some dealer 
tosupply it. 

It isn’t that he can’t afford it. Per- 
onal savings are hitting a new peak 
gain this year. The man who has the 
noney will have to be convinced that 
wr industry’s fine products will do a 
otmore for him than the money. This 
s going to take real promotion .. . 
meaning real personal solicitation, per- 
onl explanations with all the stops 
pulled out .. . and then you'll probably 
el more than you have expected. 

Over-the-counter methods are wear- 
ig thin, particularly on items as big 
soil heating. Buyers want to be held 
nore important. If your company has 
tie imagination to go back to real sell- 
ng before the general revival that’s 
iad of us you'll encounter a very 
od reception from the prospects, 

At least we have. When the editor 
sked that I write about our sales ex- 
benences in a series of articles starting 
with this one, I agreed only after he 
‘nvinced me that what we are doing 
‘not very common throughout the 
dustry and might help in our battle 
with competitive fuels. The truth is 
"at we havent changed our methods 
20 years. We just sell hard, with 


tall variations from year to year. 
Sees 


nyivise President, Elliott - Lewis Corp., 
adelphia, in charge of oil heating and 


lueloi} epartment. 
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Real Selling is easier Today 


Not many Dealers are doing it, but We’re in before the Rush 


Jack Campbell 

Oilburner sales in Philadelphia have 
been losing ground to natural gas. 
There’s no good reason for it except 
that as an industry the fueloil people 
did nothing to keep the advantages of 
oilheating in front of the new home 
buyer or replacement market. In fact, 
instead of meeting the known problem 
head-on with aggressive selling and ad- 
vertising, too many companies gave up 
the battle. Gas costs on a Btu basis are 
about a third higher than fueloil. Be- 
cause of that so-called handicap, the 
gas people extensively advertised gas 
heat and embarked on a hard-driving 
sales program to win the buyer from 
oil heat—and they’ve been winning. 
In 1953 there were 17,723 gas heat- 
ing installations within the city limits 
against 6,480 for oilheating. 

As recently as 1950, Philadelphia 
got 14,584 new oilburners, but the 
number has steadily dropped since 
then; not because gas had any superior 
merit naturally—in fact they had front 
page headlines over several explosions 
—but they kept selling hard. 


Our company was an exception to 
the oilheating pattern. Of the 6,480 
permits issued in Philadelphia last year, 
28% or 1,814 were ours. In addition 
to these sales in Philadelphia county, 
over 800 pieces of oilheating equip- 
ment were sold in the immediate sub- 
urbs of Philadelphia, The vast major- 
ity of this business was done by indi- 
vidual personal sales of our own 
men. Then we had about 15 real- 
ly aggressive dealers who actively pro- 
moted their equipment sales. Nat- 
urally, these sales greatly increased 
the dealers’ fueloil gallonage—and our 





own. 

Last year, recognizing the change 
in the buying habits of the public 
which were quickly developing, we 
began a basic change in our sales plan- 
ning, which we immediately put into 
effect. Up until then, we had always 
sought to hire the experienced heating 
salesman and aggressive lead closer. 
Our change of planning was that we 
had to find some way of reaching the 
prospect by personal solicitation, 
rather than depending upon the buy- 
ing of leads by expensive advertising. 

This has developed to the present 
use of sales teams, with one experi- 
enced man, called a supervisor, and 
three or four inexperienced men, or 
junior salesmen. We prefer that the 
new men we hire have no previous 
sales experience, because precious time 
need not be spent in re-training the 
men to our product and practices. We, 
of course, seek the man with some sales 
training—house to house, if possible. 

It is surprising, if you have not tried 
it lately, how many good men will 
answer an ad for salesmen today. We 
get all we want that way, and what’s 
more, there are enough applicants to 
give us a good selection before we start 
investing our money in them. 

The new men are put on a $60.00 
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. . «+ Real Selling 


a week drawing account, against 10% 
commission, If you are afraid of draw- 
ing accounts, it is obviously because 
you doubt your ability to pick the 
good ones. We have made some mis- 
takes and we know we will make more. 
But, we know from experience that 
the men will work your plan more in- 
telligently and more aggressively if 
they can depend on enough money 
weekly to cover their base expenses. 

As a door opener, all of our men 
are selling furnace cleaning jobs— 
whether it be coal or oil fired, at 
$14.95, Of course, what we want is to 
get into the basement and see the 
equipment. When a junior salesman 
does this, he is trained to recognize any 
glaring sales opportunities; then he 
tries for an evening appointment to 
bring his supervisor, or expert, who 
knows more about it. 


Sales teams must Canvass 


A typical sales team must canvass for 
three hours daily, even the supervisor; 
during which they will average visiting 
60 homes and succeed in making two 
evening appointments. Between noon 
and 5:00 p.m., they have no specific 
assignment and are told openly to rest 
at home, or go to a ball game. Since 
any good oilheating salesman must 
work most evenings, you can quickly 
defeat your entire program if he works 
all day, too. Also, his wife would be 
unhappy and try to get him to give 
it up. In that way, our men are fresh 
in the evening and ready to do full 
justice to the leads developed during 
the day. 

When the supervisor calls with the 
junior salesman, he tries to interest the 
folks in better heating if there is a 
need for it. We could not keep a man 
long if he high-pressured the family 
beyond good judgment. Some tempta- 
tion along these lines is removed here 
because the supervisor has a straight 
$75.00 weekly salary plus a 2% over- 
write on all sales of his team, includ- 
ing the prospects he digs up personal- 
ly. If the prospect shows no shred of 
interest in a heating survey and esti- 
mate, the boys finally try to sell a fur- 
nace cleaning job. A lot of these clean- 
ups are sold, and the canvasser re- 
ceives $5.00 for each one done. 
Actually, after the first of May, the 
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men can make a living selling clean- 
ups, if properly trained along these 
lines. 

To back up the canvassing done by 
the sales team, we also use two full- 
time telephone canvassers; and since 
the sales teams work in an assigned 
territory, the telephone canvassers are 
successful in making frequent appoint- 
ments for each team. One of these girls 
is good for about $60,000 in retail sales 





per year. The second is good for about 
$45,000. They receive $30.00 weekly 
salary, plus a 2% overwrite on sales 
where they originate the lead, develop 
it to a specific appointment and the 
lead is closed by the sales team. 


Our best sales team, a supervisor and 
2 canvassers will pass the $180,000 
mark, representing just about 360 in- 
stallations—or a sale a day all year. 
Other teams are crowding them. 

Our strong selling season starts the 
first of April and the four following 
months are about equal in volume, with 
a peak in August. Then September and 
October fall off sharply, compared to 
the pre-war sales pattern in the in- 
dustry. In fact, I was surprised to 
notice that in 1953 we had slightly 
over half of our sales in the first half 


of the year, against the long estab 
lished industry pattern of one-third ip 
the first half. 

We begin to recruit the new men ip 
March, and each team supervisor jg 
charged definitely with the responsibj 
ity of deciding within the first week 
whether or not the new man which 
has been assigned to him will be able 
to make the grade. A weekly discus 
sion with each supervisor about their 
men is an inflexible rule and if any 
evidence of lack of interest is shown in 
the new man, he is immediately 
dropped. We have found that even 
though it costs considerable money to 
hire new men, it is best to have the 
courage to let them go promptly, 
rather than keep them on additional 
time after we become convinced that it 
will not work out. This continual 
weeding out of the weaker men en 
ables you to develop by October i 
strong sales force, with next year) 
potential supervisors already hired and 
trained. Canvassing 
through the winter, 


continues all 


Advertising Supports Men 


We support our men with consid 
erable advertising, altough the news 
paper space planned for this year will 
be substantially less than last, Back in 
1950, a single insertion in the news 
paper brought sufficient leads to keep 
our entire sales force working for 
days; but now we find that newspaper 
leads cost from’ $50.00 to $60.00 each 
Our advertising now is aimed more at 
keeping our name in front of the pub 
lic and for stimulating the morale of 
the men. About May we start a radio 
campaign and run it consistently and 
steadily through the peak months. 

(Please turn to page 159) 
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Number of Permits for the Installation of Oilburners 


1946 
January eH 
Februry 365 


March 414 
April 519 
May 494 
June 523 
July 792 


August 696 
September 991 
October 1,131 
November 1,169 
December 742 


Totals 8,147 





Issued by the City of Philadelphia 

1947 1948 1949 1950 1951 1952 1953 1954 

630 377 349 552 932 67747537 

589 305 314 335 676 526 258 ip 

642 235 445 672 566 496 410 | 

951 323 510 945 621 567 368 
1,356 404 735 1,304 537 573 326 
1,356 483 907 1,487 712 700 559 
1,404 566 986 1,468 739 684 585 
1,635 611 112A 1,789 1,049 864 510 
1,793 809 1,674 1,608 1,018 970 728 
2,910 1,077 1,959 2,064 1,687. 1,382 1,017 
1,611 799 1,374 . 1,539 1,572 948 710 
1,231 419 980 821 1,103 624 534 
16,105 6,408 11,354 14,584 11,212 9,011 6,480 

June 


1954 
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Better Grass this Season 


[' WAS LESS than a year ago (July 
issue 1953) that we ran a short item 
inthe magazine about a Shell fueloil 
distributor in Everett, Washington, 
who had started using his fueloil trucks 
insummer months to spray lawns with 
liquid fertilizer. The dealer was Paul 
Kinnune of Western Fuel Co. 

The interest since then has been lit- 
tle short of amazing on the part of 
fueloil distributors throughout the 
country. Other oil magazines have re- 
lited instances of this activity and even 
“Wall Street 
Journal” has carried an item on it. 

One fertilizer manufacturer, Smith 
of Chicago, moved into this phase of 
the business in recent months with con- 
iderable success. 


the old conservative 


Public Reaction surprising 


It's not that any of the fueloil dis- 
tnbutors who took it on have made a 
otof money thus far. It’s 
But they have nearly all been surprised 
t public reaction to their mailings. 

The photograph shows a driver for 

Copeland Oil, Plattsburg, N. Y., get- 
ing started in early May. The pro- 

ietor of this company is W. E. Field, 

I, who bought the retail end of the 
‘umer and oil business from Bert 
“prland two years ago, 


too new. 


° leaving 
“peland to concer atrate on his water 


terminals and oil jobbing through sev- 
eral upstate New York counties. 

Because Field did not have the sum- 
mer gasoline business to round out his 
year (as Copeland had) he has sought 
out other seasonal activities to be able 
to hold all of his men, Naturally some 
of them can work on oilheating in- 
stallations. Then he went into the cul- 
vert pipe business and last summer 
grossed $27,000 on this item, with a 
net profit of $2,200, and it helped hold 
some men. 

The liquid fertilizer venture was 
only started some weeks ago. The prod- 
uct is Smith’s “‘Fertil-Ade.” Let’s let 
Field give us his thinking in his own 
words, as of May 4, the date of the 
photograph: 

“We do not expect to show a lot of 
profit in it this first year but do feel 
that this is establishing a repeat mar- 
ket and that this is not a luxury item. 
The average price for an application 
s $8.50. After figuring maintenance 
and depreciation on the truck, change- 
over of equipment, advertising and so 
forth, utilizing our oil driver, we 
should have a net profit of at least a 
dollar in each application. This is a lot 
better than going into the red with 
surplus truck equipment in the sum- 
mer months, 

“We have run three newspaper ads 





and each day during May we will have 
a spot radio announcement, To date 
we have a full week’s work ahead at 
20 lawns a day. This is exclusive of 
any commercial work, by which we 
mean golf courses, cemeteries and in- 
stitutions, 


“We have one large hospital here 
that has over 450,000 sq. ft, of lawn 
area and they have asked us to do their 
work. This will run $872 per feeding 
and we will do three feedings this year. 
In addition, they have asked that we 
apply a weed killer and an ivy killer. 


Takes 20 minutes to load 


“We are able to fill our trucks 
through a 2” water line connecting 
some of our old 14%” hose to the truck, 
taking 20 minutes to load. Since the 
truck we are using has gate valves and 
individual compartments we are able 
without difficulty to measure how 
many gallons of water and Fertil-Ade 
are used per application, and we can 
bypass the Brodie meter. 

“IT am a great believer in the fact 
that anyone who handles a product like 
oil, having no direct sales appeal, must 
create attention by adding new lines. 
Advertising the new product has this 
result, plus the fact that when an oil 
truck is out spraying a lawn it is bound 
to cause attraction and comment. I am 
sure that we will get new oil accounts 
through this lawn spraying, and that 
is our goal.” 
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Road Oiling pays 


It’s a valuable Summer Activity to hold Drivers and meet prospective Customers 


Fk SOME YEARS a relatively small 
number of fueloil distributors in 
various parts of the country have done 
road oiling in summer months. We run 
into it mostly on the West Coast and 
Midwest. This is an account of how 
it’s handled by Griffin Fuel Company, 
Seattle. 

Griffin fits up two trucks each spring 
at a cost of about $500 each to do this 
work, One truck could handle the vol- 
ume if the hours could be spread even- 
ly throughout all of the summer 
months, which, of course, they can’t 
because when a group of neighbors sign 
up for road oiling, they do it to get 
rid of dust in a hurry. 

The special equipment on a truck 
consists of a 14” spreader bar with 
nozzles 4” apart. The nozzle openings 
are 87/1,000 of an inch and this ap- 
plies approximately one-half gallon of 
oil per sq, yd. Some companies use the 
regular fueloil pumps on the trucks, 
but Griffin finds that they get a more 
even pressure by using a separate one 
cylinder six hp. aircooled motor and a 
2” Yale pump. 

Two applications make a better job 
than one because they get better pene- 
tration. In fitting the truck for this 
work another point should be men- 
tioned. The left door is removed so 
that the driver has access to levers 
which control the oil spray and also a 
better chance to see what’s going on. 

When a road is to be oiled the city 
or county sends a grader to smooth it 
off for oiling and they make no charge 


for this. In addition to smoothing the 
road the grader also loosens the dirt 
about 2” down which lets the oil pene- 
trate better. 

Griffin’s price list for road oiling is 
shown in an accompanying table. The 
general idea is to charge just about 
double the value of the oil. The bulk- 
plant cost of PS300 oil at Portland is 
$2.50 a bbl., so the re- 
turn from road oiling is a little over 
$5 a bbl. This PS300 oil is similar to 
No. 5 oil in the East. Occasionally the 
company uses a bunker oil if the 
weather is particularly hot and the 
road is gravel instead of dirt, 

The trucks that spread the oil do not 
keep chasing back and forth to the 
plant but rather they stay in the neigh- 
borhood and are supplied by another 


a little over 


regular fueloil truck. 


To sell the road oiling service Grif 
fin circularizes a neighborhood that has 
dirt or gravel roads, More often than 
not this is done with a two-way post 
card. When the company gets in 
quiries from this mailing a salesman 
goes out to the neighborhood and ex. 
plains to the interested parties what it 
is all about. Some one of the home 
owners agrees to act as project chair 
man for one block. He or she then calls 
on the other neighbors to ask if they 
are willing to chip in on the expense. 

The average cost per house runs 
$10 to $15 although occasionally it 
will be as low as $5 where there are 
many houses in a block. Each house: 
hold pays the same amount into the 
pool for the block regardless of the size 
of its property. This is done on the 
theory that the oil is needed for hw 





9 ft. spread—$45.00 plus 
18 ft. 


OUTSIDE CITY OF SEATTLE 

9 ft. spread—$60.00 plus 
18 ft. 
27 ft. 





Griffin Dust Oiling Prices 


CITY OF SEATTLE—120th S. to 120th N.—MINIMUM JoB $45.00 


6¢ per ft. 
spread—$45.00 plus 12¢ per ft. 
27 ft. spread—$45.00 plus 18¢ per ft. 
Parking Lots—$45.00 Min.— 9¢ per sq. yd. over 500 sq. yards 


8¢ per ft. 
spread—$60.00 plus 16¢ per ft. 
spread—$60.00 plus 24¢ per ft. over 170 linear ft. 
Parking Lots—$60.00 Min.—12¢ per sq. yd. over 500 sq. yards 


ADD 3% STATE SALES TAX to ALL QUOTATIONS 


over 500 linear ft. 
over 250 linear ft. 
over 170 linear ft. 


MINIMUM JOB $60.00 


over 500 linear fet. 
over 250 linear ft. 











WARNING 
FRESH 


ROAD OlL 
GRIFFIN FUEL 60 




















GRIFFIN FUEL COMPANY Road Oil PETITION FORM 
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PROPOSED PROJECT: 





Address 


Date ee 



































GRIFFIN FUEL COMPANY OF SEATTLE * RA. 0480 
1210 Bailey St., Seattle 8, Wash. 


Cost $. 
Sales Tox $ 
Total _ eee —_—to be divided among ______property owners, making cost to each $_____—— 





The undersigned agree to participate in above proposed roed oiling project 


AMOUNT PAID 














ANd 
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man comfort rather than for real estate. 

Dust oiling is not a highly profitable 
operation but last summer it did bring 
Grifin about $30,000 in gross profit. 
It was decidedly useful in carrying 
some overhead. There are a number of 
other advantages, some of them more 
important. 


Keeps Summer Drivers busy 


The operation keeps drivers busy in 
the summer season. It gets summer use 
for two or three trucks and helps carry 
the fixed charges on these to the relief 
of winter fueloil. 


Perhaps the most important advan- 
tage is that it exposes Griffin and the 
company’s friendly business methods 
toa lot of new people in a neighbor- 
hood and getting acquainted sometimes 
means they can later be sold fueloil 
In addition Griffin gets the advertising 
advantage of some free miniature bill- 
boards for several days. He has a bright 
red and yellow sign warning folks that 
the road is freshly oiled. This sign is 
14” by 18” with big letters and the 
driver tacks it on telephone poles or 
trees along the street, and it stays there 
for several days advertising Griffin 
Fuel Company including even the tele- 
phone number. 
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STOP 
DUSTY 
ROADS 


Pian. 
AND FREE ESTIMATES gladly given without obligation. 


STREETS 











Griffin ROAD OILING service will guarantee you dust- 
free streets all summer. 

@ STOP dusty homes, inside and out. 

@ STOP dusty lawns, laundry and shrubs. 

@ PROTECT your health and insure summer comfort. 

e@ LOW COST per person on Griffin's Easy Petition Road Oil 


GRIFFIN FUEL CO. cu RA. 0480 
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Union-sponsored Education 


eae YOUR SERVICEMEN are 
unionized or not, we think you 
will be interested in learning that en- 
lightened union management in at least 
one community is as interested in the 
progress of the oilheating industry as 
is management. 


Recently the Steam Fitters Union 
Local 601 AFL of Milwaukee started 
an educational program for oilburner 
servicemen. The project for the most 
part has been the work of business 
agent Elmer Meyer of Local 601, 
backed by the full and enthusiastic 
support of his boss, G. J. Enright, busi- 
hess Manager of the Local. Meyer, a 
man about forty years of age is a full 
fledged steam fitter who has cut so 
much pipe in his day that he says, “It’s 
me Pipe dream.” He worked in the 
shipbuilding industry during the war 
and has the muscles to prove it. 


eloil 


Meyer, though, has other qualifica- 
tions besides muscles and good looks. 
He also has an affliction known as a 
brain and if you will just listen for a 
little while you can learn, for example, 
that the future of unionization rests 
with education. Meyer explains that 
there comes a time when a union can’t 
help its members unless it helps their 
bosses. Competition does not stop with 
the fight between individual competi- 
tive companies who operate in the 
same business, he continues. It also ex- 
ists between industries and protection 
of the industry in which a union’s 
members make their livelihood is im- 
portant. 


Consequently, some months ago 
Meyer took a keen interest in the qual- 
ity of oilburner service in the Milwau- 
kee area, for he had received reports 
about the sloppy serviceman who had 


to go back on a service call time after 
time because he did not know his busi- 
ness, Meyer jokingly says, “You know 
even a union business agent has some 
pride, so we decided to do something 
about the situation.” 

Meyer is well aware of the fact that, 
as unions have grown stronger and as 


members have become more _ inde- 






4 


Elmer Meyer 


. Union Sponsored Education 


pendent, management has found it in- 
creasingly difficult in certain instances 
at least to get their help in starting 
educational projects, Often manage- 
ment has been discouraged about hold- 
ing schools because of the burden of 
over-time pay that has been imposed. 
While Meyer, being a good union man, 
would not change that situation, he felt 
that it was time to improve the stand- 
ards of servicemen for the benefit of 
the industry as a whole and the worker 
and owner as well. 

In the beginning he had very little 
idea of how to proceed in setting up 
such a school, But in discussing the 
question with Ervin W. Wiese of Per- 
fex Corp. in Milwaukee and William 
Crewe of the Crewe Engineering Co., 
also of Milwaukee, he found a couple 





G6. J. Enright 
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of sympathetic souls who offered to 
lend a hand in getting him started. As 
a result of these discussions, he con- 
tacted Harold Mottram, Secretary of 
the Wisconsin Oil Heating Associa- 
tion, who in turn referred him to Oil 
Heat Institute chapters in other cities, 
who had conducted similar schools, 
and also national headquarters in New 
York. From them he secured copies of 
their school program. Meyer found 
that the outline submitted by OHI in 
New York fitted his requirements best 
and he used it as a guide. 


He was fortunate in having good 
schoolroom facilities to start with, as 
the union hall is a very modern build- 
ing. The main floor is equipped with 
ofices and the lower floor houses a 
meeting room. This is ideal for classes 
with its tables, chairs, and blackboards, 
as well as the latest type of projector 
for visual instruction. Meyer now 
needed oilburning equipment and was 
able to secure this material on a loan 
basis from local oilheating dealers, 


For instructors Meyer contacted 
manufacturers and oil companies and 
soon came up with a complete volun- 
teer staff of teachers, Standard Oil and 
Shell sent instructors to lecture on 
fueloil. Socony-Vacuum came in with 
films that did an excellent job of tak- 
ing the mystery out of combustion. 
Crewe of the Crewe Engineering 
Co., also held classes on combustion. 


’ 


Perfex, Minneapolis-Honeywell and 


b 


White-Rodgers have accepted assign. 
ments to train the servicemen in con- 
trols. The Heil Company supplied a 
lecture on high pressure burners, 
Winkler sent a qualified teacher to 
discuss low pressure burners. Timken 
took over the subject of vertical rotary 
burners and several other manufac 
turers are scheduled to address future 
classes. Meyer is very high in his praise 
for the industry's cooperation and feels 
that the school is doing a very thor- 
ough job. 

When invitations for enrollment 
were sent out to the union members, 
the response far exceeded the classroom 
capacity. As a result each class is 
limited to thirty students. The over- 
flow will be taken care of in future 
schools, Classes are held one night each 
week for fourteen consecutive weeks, 
Attendance is not compulsory but the 
union’s attitude toward the school has 
been influential apparently in main- 
taining a high attendance record, At 
the completion of the course an ex 
amination check sheet will be provided. 

Meyer is so well satisfied with the 
result of his initial effort that he does 
not hesitate to recommend educational 
programs to union leaders in other 
cities. Anyone who wants to write him 
for further details of his experience 
can address him at the United Asso 
ciation of Journeymen and Appren: 
tices of the Plumbing and Pipe Fitters 
of the United States and Canada, 2344 
No. Teutonia Avenue, Milwaukee. 

© 
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Fire destroys Sid Harvey Pump 
Department; can supply Dealers 


ALTHOUGH a recent fire at Sid Har 
vey, Inc., Valley Stream, N. Y., de 
stroyed the company’s pump depart 
ment, the company has more than 
enough inventory on hand to handle 
their distributors’ needs, according t 
Lawrence Harvey, vice president. 

The loss, which ran to about $250, 
000, was completely insured, and 
though other buildings were slightly 
burned, damage to them was negli 
gible, Sid Harvey, president, reports 
that plans are already in process to 
place their plant with an enlarged 
modern one-story structure which wil 
be in full operation by fall. 


June 
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HILADELPHIA again proved itself to 

be an excellent oilheating exposi- 
tion town, when a tabulation of regis- 
tration during the 20th National Oil 
Heat Exposition showed a total of 
nearly 5,500 trade registrations. In 
keeping with the fact that this Ex- 
position was the biggest in the Insti- 
tute’s history, the registration exceeded 
by a slim margin that at Philadelphia 
two years ago and was well ahead of 
previous attendance at earlier shows. 

More than 150 exhibitors reserved 


display space to show latest models of 


oilheating and airconditioning equip- 
ment, along with accessories and com- 
ponents, trade magazines, associations 
and shelter magazines. Floor area occu- 
pied by the booths was larger than in 
any previous show and advertising t 
promote attendance at the show like- 
wise exceeded budgets of previous 
years. The advantage of wide aisles was 
obvious in the ability to move around 
the exhibit floor without undue crowd- 
ing. 

The accompanying table breaks 
down the trade attendance and demon- 
strates again a consistent pattern of 
home-folks emphasis. Compared with 
the 1952 show, also in Philadelphia, 
the New England section dropped 
lightly, but the Mid-Atlantic states 
showed more than a compensating gain. 
The two sections together accounted 
for 79% of trade attendance this year, 
™% in 1952. The other sections of 
the country were pretty much in line 
with previous shows, 

The Exposition opened on Sunday, 
May 16 from 1:00 to 8:00 P.M., but, 
unfortunately, competition with a 
teautiful, sunshiny Sunday was a little 
0 much and attendance was a bit 
parser than expected, Other days, 
when the hall was opened from 1:00 
'0 10:00 P.M. and the closing day, 
May 20, from 1:00 to 6:00 P.M., were 
better attended, as evidenced by the 
tigh total registration, 

The Oil-Heat Institute of America 
eld its 32d annual convention at the 
‘ame time, and while some of its board 


Oilheating crows again 


Twentieth industry Exposition glorifies the best in human Comfort 


of directors meetings were held at the 
Benjamin Franklin Hotel, practically 
every other session met in the Com- 
mercial Museum, which is some dis- 
tance from the hotel. 

It was particularly gratifying to see 
the crowds that turned out for the gen- 
eral sessions on Monday, Tuesday, 
Wednesday and Thursday, These be- 
gan at 9:30 A.M., continued until 
noon and were followed immediately 
after lunch by round table discussions 
on the first three days. Total registra- 
tion, and admittance was by registra- 
tion only, was almost 700 for all of 
them, an indication of the interest in 
the topics on fueloil, installation and 
service and dealer management. 


Fueloil delivery Session 


The first general session of the con- 
vention took place on May 17 and 
was devoted to “Proper Delivery Pro- 
cedures Boost Sales.” Frank P. Scully, 
president of Scully Signal Co., Mel- 
rose, Mass., was chairman, Featured 
speakers included V. D. Ramseur, 
Ramseur Eng. Co., Greenville, S$. C.; 
William M. Pritchard, vice president 
of Coastal Tank Lines; John Co- 
sentino and John Stevens of Booma- 
Breed Co., Lynn, Mass, In addition 
there was a symposium on “Delivery 
Procedures” with addresses by H. H. 
Ragle, New York, N. Y.; H. M. Spade, 
E. Robison, Inc., Hartsdale, N. Y.; 
T. J. Scott, Buckley & Scott, Water- 
town, Mass.; and J. R. Hoback, Geo. 
H. Wolf, Inc., York, Pa. 

Ramseur, speaking on “How to 
favorably impress Public and User,” 


Where They came from 


Phila. Phila. Chi. Boston 
Show Show Show Show 
1954 1952 1951 1950 
New Eng. 7% 11% 5% 65% 


Mid. Atl. 72 66 15 21 


Midwest 15 17 db: 11 
South 3 3 l l 
Far West 1 ] 2 l 
Canada 2 2 2 1 


Note: There was no Expos'tion held 
during the Institute’s annual meeting 
in 1953. 
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Top: Paul K. Addams, re-elected presi- 
dent, Oil-Heat Institute of America. 
Bottom (left): Bruce Olson, re-elected 
chairman, Accessory Div. and (right) 
George Wolf, Jr., named chairman, 
Distribution Div. 


pointed out that before the customer 
will buy, he makes five decisions, name- 
ly the need, the brand, the source, the 
price, and the time, and that if the 
fueloil dealers will make these deci- 
sions easily met, they will get their 
fair share of the trade and impress the 
public favorably. 


Calling for increased courtesy on the 
part of the man behind the wheel, both 
in driving and in customer relations, 
Pritchard, who spoke on “The Front 
Man is Behind the Wheel,” stressed 
the importance of the selection and 
training of the fueloil truck driver, 
since it is the driver who faces the 
public most often. Noting that proper 
driver attitude may be obtained 
through the use of a company pro- 
gram, he added that the man behind 
the wheel should provide his company 
with prcduction, efficiency, and safe- 
ty, and that what was needed most 
was the right man, not the front man, 
behind the wheel. 

The symposium on delivery proce- 
dures brought out the need for com- 
pletely automatic fueloil delivery 
through the use of VENTALARMS and 
the degree day system, incentive sys- 
tems for drivers so that they might 
operate more efficiently, and the econ- 
omizing advantages inherent in the use 
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of radio-dispatched fueloil delivery. 

H. M. Spade, discussing “Fueloil 
Drivers’ Incentive Plans,” briefly out- 
lined the system used in his organiza- 
tion, and emphasized that the basis of 
the plan was efficiency. He felt that 
before any plan was put into opera- 
tion, VENTALARMS should be installed, 
and higher pumping rates utilized, The 
efficiency formula itself, Spade said, 
should be set up at the start with lib- 
eral time allowances for each opera- 
tion, excluding driving time for safety 
reasons, and then gradually tightened 
as new methods and equipment are in- 
troduced, always, however, making 
sure to explain clearly to the drivers 
why any reduction in time is made. Of 
the drivers’ additional earnings under 
the plan, he remarked that his company 
pays one half to the driver each month, 
and places the other in a fund, From 
this fund is drawn all charges due to 
driver negligence, and then what is 
left over is divided equally. 

Holding that the three keys to cut- 
ting fueloil delivery overhead lie with 
the dispatcher, degree day operator, 
and the driver, T. J. Scott pointed out 
that restricting labor costs, the largest 
single factor of expense, could only 
be achieved if the dealer knows the 
efficiency of his drivers, the size of the 
tanks he serves, the gallons per de- 
livery, and how many gallons are de- 
livered per hour. 

Once these are known, Scott con- 
tinued, overhead can be controlled 
through the use of fleet records, indi- 
vidual driver records, and pay roll 
records. 

The topic “Radio Dispatched Fuel- 
oil Delivery” was considered by J. R. 
Hoback, whose chief point was that 
this type of delivery makes the fleet 
available for any emergency, and that 
it saves both time and _ telephone 
money. Radios maintain the personal 
touch, he added, reduce the variable 
factors to a minimum, and approach 
the ideal of “push button” delivery. 

H. H. Ragle traced the evolution 
in delivery of fueloil from the time 
of wooden barrels to the present high 
speed trucks. 

The session closed with John Co- 
sentino describing how he had achieved 
his remarkable record of delivering 11,- 
200 gallons of fueloil in one eight hour 
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Igniters’ Award 


A NEW AWARD, originated in the Oil Heat 
Institute’s Distribution Division, was ini- 
tiated at the annual banquet held during 
the Institute's 32d annual convention in 
Philadelphia, May 16 to 20. The purpose 
of the award is to publicly recognize and 
commend outstanding members of oilheat- 
ing dealerships for their contributions to 
the industry. 

President Paul Addams announced pres- 
entation of the first Igniters’ Awards to: 
John W. Scott, Buckley & Scott Utilities, 
Watertown, Mass.; T. E. Carson, Sherwood 
Bros., Baltimore; Carl Jonswold, Arrow 
Petroleum Corp., Forest Park, Ill.; M. N. 
Vining, Diesel Oil Sales Co., Seattle, Wash. 


The formal citations follow: 
JOHN W. (JACK) SCOTT 


Jack started in the oilheating business 
about the same time that the industry itself 
started. He brought the first domestic oil- 
burner to New England in the early 20's 
after he had seen it in Chicago and figured 
that the industry had a future. 

After becoming a large oilburner dealer, 
he went into the fueloil business and be- 
came one of the largest in New England, 
controlling at the present time some 11 such 
companies. 

Much of Jack’s work has been done for 
the benefit of the whole industry in New 
England rather than simply for Buckley & 
Scott, the company that he heads, particu- 
larly, however, in the Oil Heat Institute of 
New England and the Independent Oil 
Men's Association of New England. Jack 
served on the principal national wartime 
committees having to do with rationing 
and petroleum distribution. 

More than any other man Scott has been 
responsible for New England having higher 
fueloil margins than any other similar area 
of the country during the past 15 years. 
This has resulted from cooperative cost 
studies and Scott's ability to get the pri- 
mary suppliers to act on the figures. 





Carson 


Scott 


T. E. (TOM) CARSON 


Tom is manager of the fueloil and oil- 
heating division of Sherwood Brothers, 
Inc., Baltimore. One of the largest operators 
in the country with some 23,000 retail 
fueloil accounts in his city, mostly acquired 
through the sale of oilburners. 

Tom was not selected for an award just 
because he and his company are successful. 
Rather it was because he has been particu- 
larly skillful in developing new methods for 
intelligent and profitable handling of the 
oilheating and fueloil business. 

More than that, Tom has been particu- 
larly generous in sharing his thinking and 
in sharing the findings of his many success- 
ful experiments with the industry at large. 


——— 


He has very much influenced good prac 
tices among dealers of the industry through 
the publication of his methods. One of the 
busiest men in the industry, Tom has never 
been too busy to answer correspondence 
from other dealers about his methods or to 
take time off for visiting dealers who come 
to his plant to study the new things. Some 
of these have come from as far as the West 
Coast and Canada. 


CARL JONSWOLD 


Carl is vice president and general man- 
ager of Arrow Petroleum Corporation, For- 
est Park, Illinois. He has been outstanding 
in service to the fueloil and oilheating 
industry, particularly in the Midwest. 


One of the original founders of the 
Burning Oil Distributors’ Association in 
Chicago, he became its first vice president 
some 25 years ago, has subsequently been 
its president in two widely separated peri- 
ods, and a director through most of its 
existence. He has been active as an official 
in the Chicago Oil Burner Association. He 
was national chairman of the Distribution 
Division of the Oil Heat Institute of Amer- 
ica and member of the General Marketing 
Committee, American Petroleum Institute. 


Carl’s company probably enjoys the larg- 
est fueloil volume of any independent mar- 
keter in the Midwest, but the success of 
this company is not the reason for the 
award, rather it is given because during 
the past many years Carl has spent as much 
time on industry problems and activities as 
he has on his own work. 





Vining 


Jonswold 


M. N. (MOSE) VINING 


Mose is general manager, Diesel Oil Sales 
Company, Seattle, Washington. Probably 
more than any other single individual in 
the fueloil and oilheating industry today, 
Mose Vining guides the thinking of the 
principal marketers in a large segment of the 
industry. 

He has been the primary moving force in 
getting underway the large oilheating pro 
motional program now in its third year m 
the State of Washington. This project 1 
spending $100,000 a year to. make con’ 
sumers love oilheating in spite of the fact 
that in the principal cities of his area oil 
heating saturation has already reached 75 
to 90%. 

Then, Mose, more than any other one 
man, has been responsible by taking the 
lead among fueloil men in the Northwest 
in establishing price levels for satisfactory 
operating profits. 

In addition he has developed a number 
of useful operating methods not only 
the domestic oilheating field but in com 
mercial and industrial oilburning, and these 
have often served as guides to his compet 
tors throughout the region. 
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day. Cosentino felt that because his 
company, Booma-Breed, Inc., used a 
high pumping rate of 70 gallons per 
minute, along with an excellent incen- 
tive plan and good equipment, his out- 
standing achievement was possible, He 
went on to say his average day’s deliv- 
ery runs between six to eight thou- 
sand gallons, and that he uses a 2,100 
gallon truck. 

John Stevens, Cosentino’s chief, 
added that Booma-Breed delivered 
about 6,500,000 gallons of fueloil to 
4,100 customers last year. This was 
done, he said, with 9 trucks operating 
in a 16-18 mile radius, Stevens, too, 
had high praise for incentive plans, 
emphasizing that they provide a meas- 
uring stick of driver potential, inspire 
greater efficiency, show pride in work- 
manship, produce friendly rivalry 
within the company, indicate a driver's 
individual ability, and improve the 
drivers’ standard of living. 

The first of three round table ses- 
sions was held during the afternoon on 
Fueloil Dealers’ Day and set the pat- 
tern for similar forums held the next 
two days. There were 258 fueloil deal- 
ers registered and assigned tables. 
Opening the program, table captains 
allotted five minutes to each dealer to 
explain his best idea learned through 
operating experience. Then, there fol- 
lowed a half hour general discussion 
at each table. A general forum con- 
cluded the afternoon’s program. 

May 18 was “Service-Installation 
Day,” with a morning session con- 
centrating on the slogan “He sells most 
who services best.” Hugh McKee, 
Massachusetts Wharf Coal Co., Bos- 
ton, and president of the National As- 
sociation of Oil Heating Service Man- 
agers, was chairman of the meeting and 
opened with the observation that serv- 
ice and installation can mean profit 
or loss to management. “The service 
manager has the ulcer department,” 
he said, being charged with keeping 
customers happy and supervising serv- 
icemen so that they perform their work 
well and, in particular, prevent repeat 
calls. 

Remarking that this session marked 
the first time that oilburner service and 
installation had been recognized to the 
point where an entire program was 
set aside to consider it, McKee intro- 
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duced three outstanding service man- 
agers whose general topic was “Profits 
from Service.” 

Frank Knorr, Modern Heat & Fuel, 
Philadelphia, took the tack that rather 
than show a profit nearly every service 


department is trying to lose less m: ney. 
The service department, he stated, 
must keep the customer, It gets cus. 
tomers only after a burner is sold or a 
new oil contract signed, but if the serv. 
(Please turn to page 118) 


Directors Re-elect Addams 
to head Oil Heat Institute 


woe IN Philadelphia at the 
time of the annual convention 
in May the Oil Heat Institute’s board 
of directors re-elected Paul K. Addams, 
Fitzgibbons Boiler Co., New York, as 
president for the fiscal year ending 
February 28, 1955. C, T. Burg, Iron 
Fireman Mfg. Co., Cleveland, Clark 
L. Hastings, Rochester Mfg. Co., 
Rochester, N. Y., and George E. Hoch- 
stein, The Heil Co., Milwaukee, were 
re-elected vice-presidents, 

The Executive Committee, in addi- 
tion to the officers, has the following 
members: R. S. Bohn, Preferred Utili- 
ties, T. A. Crawford, Timken, M. J. 
Donahue, Fluid Heat, Claude A. Potts, 
U. S. Machine, J. Verne Resek, 
Cleaver-Brooks, Stanley Czarnecki, 
Eddington Metal, B. F. Olson, Sund- 
strand Machine Tool, William E, All- 
man, OHA of Gary, Ind., and George 
H. Wolf, Jr., OHA of Central Penna., 
York, Pa. 

At the start of the meeting Addams 
introduced E. B, Higgins and Arnold 
Rowe-Sleeman of the Oil Heat Assn. 
of Canada. Higgins in turn presented 
Minneapolis - Honeywell’s vice - presi- 
dent for Canada Evans who brought 
a letter from the Association’s presi- 
dent C. W. Cooke expressing felicita- 
tions to the U. S. group and offering 
every cooperation to further the in- 
terests of oilheating on both sides of 
the border. The members voted to ex- 
press the Institute’s appreciation of this 
gesture in a suitable resolution. 

Ralph Becker, managing director of 
OHI, reported that the exposition this 
time was the largest ever held, some 
6% greater in floor space sold than 
the previous best, although the profits 
to the Institute would be a bit below 
the previous record because considera- 
bly more had been spent to promote 


public attendance this time. 

E,. N. McDonnell, finance commit. 
tee chairman, reported a cash balance 
of $121,000 although some final ex- 
position expenses will have to be paid 
from this. He mentioned a considerable 
tie-up in the Distribution Division’s 
Treasury of Advertising. In a later re- 
port, Fred Burroughs, national secre- 
tary of this division, showed that the 
total outlay for advertising pieces un- 
der this program had been $27,606, 
sales have been $19,275, showing a tie- 
up of $8,331. Inventory value is esti- 
mated at $2,590 so there will appar- 
ently be a loss of $5,741. The directors 
felt that this should be looked on as 
a public relations investment rather 
than a loss because more than a quar’ 
ter million pieces of oilheating litera- 
ture had been distributed, They voted 
to continue the revolving fund, origi- 
nally $20,000, for further similar 
activity. 

McDonnell also discussed the In- 
surance Trust, mentioning that it has 
paid out $250,000 in claims thus far. 
Fred Beckwith, chairman of this Trust, 
later brought to the members the de’ 
tails. Policies in force total $11,362, 
000. The loss ratio to income has 
slightly exceeded 80%, and it must 
drop below that before the Trust is 
eligible for dividends. Under one part 
of the program offering $10,000 “ex 
ecutive” policies, too many of the mem- 
bers have limited these to their few 
top men with the result that the aver 
age age is high and claims out of pro 
portion to income. The Institute will 
soon put out a report on the program 
requesting participants to include any 
supervisory personnel in this policy. 

Al Hegeman, retiring chairman of 
the Distribution Div., reported that 
the division now has 2,500 members 
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in 52 chapters. He mentioned as a re- 
cent activity the publishing of a bro- 
chure of representative advertising 
gathered about the country and di- 
rected principally at selling oil heat vs. 
gas. 

Charles Suesserot, chairman of the 
engineering committee, told of his 
group's decision to revise and publish 
the new “Basic Service Text” since 
the old volume is outdated, The intent 
is to issue it next time in four parts, 
with one volume each on fundamentals 
of oilheating, domestic oilburners, con- 
trols for domestic burners, servicing 
and testing of domestic burners . . . 
all to be ready by early 1955. The 
project is expected to be self-liquidat- 
ing and the directors authorized $1,000 
for preliminary costs, 


Underwriters’ Standards 


Charles Lang, chairman of the lab- 
oratory committee, told the directors 
that Underwriters Laboratories will 
rewrite the standards for domestic oil- 
heating and circulate them to the in- 
dustry for comment and criticism at 
an early date. Lang urged all manu- 
facturers to take these seriously and 
participate in their formation or not 
complain if they later discover points 
they dislike. 

He then told of the Laboratory’s 
new plant at Northbrook, III., which 
will be in use by late June and contain 
twice the facilities of the old layout. 
This should speed up the time needed 
to get new products tested. 

There was some thought among the 
directors that our industry has long 
ago passed the elementary stage in 
product development when it was 
necessary to conduct elaborate tests of 
every invention. They were unanimous 
in the belief that much simpler test- 
ing procedures are called for today, 
also much less costly. The Govern- 
ment’s standard for oilburners, which 
is policed for the industry by Under- 
writer’s Laboratories, is being revised. 
Known as Cs-75, it is expected that the 
revision will contain stronger quality 
controls. 

For the Market Research Commit- 
tee, chairman William Smith, Jr., told 
the members that the Census Bureau 
plans to discontinue its monthly com- 
piling of oilburner shipments with the 
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Board of Directors 
Oil-Heat Institute of America, Inc. 
For the Period March |, 1954 to February 28, 1955 


MANUFACTURER DIVISION 


Paul K. Addams, Fitzgibbons Boiler Co., Inc., New York, N. Y. 
A. T. Atwill, Quaker Manufacturing Co., Chicago, Illinois 

C. W. Baumgardner, National Radiator Co., Johnstown, Pa. 

R. S. Bohn, Preferred Utilities Manufacturin 
C. R. Branch, Eureka Williams Co., Div. o 


L. H. Brenneman, York-Shipley Inc., York, Pa. 

C. T. Burg, Iron Fireman Manufacturing Co., Cleveland, Ohio 

Jack Cowan, Ace Engineering Co., Chicago, Illinois 

T. A. Crawford, Timken Silent Automatic Div., Rockwell Spring & Axle Co., 


M. J. Donahue, Fluid Heat Division, Anchor Post Products, Baltimore, Md. 

J. K. Farrar, Mor-Sun Furnace Div., Morrison Steel Products Co., Buffalo, N. Y. 
R. H. Gustafson, Sundstrand Engineering Co., Rockford, Illinois 

G. E. Hochstein, The Heil Company, Milwaukee, Wisconsin 

Dan E. Johnson, S. T. Johnson Company, Oakland, California 

W. F. Klockau, The Nu-Way Corporation, Rock Island, Illinois 

S. J. Levine, General Electric Company, Bloomfield, New Jersey 

G. M. Marin, Sun-Ray Burner Manufacturing Co., Jamaica, New York 

J. L. Meagher, Anchor Division, Stratton & Terstegge Co., New Albany, Indiana 
Claude A. Potts, U. S. Machine Div., Stewart'Warner Corp., Lebanon, Indiana 
J. Verne Resek, Cleaver-Brooks Co., Milwaukee, Wisconsin 

W. J. Smith, Jr., Toridheet Division, Cleveland Steel Products Corp., Cleveland, 


P. M. Stevenson, Aldrich Co., Subsidiary of Breeze Corp., Wyoming, Illinois 
R. C. Westover, Jr., Ray Oil Burner Co., San Francisco, California 


ACCESSORY DIVISION 


T. I. Byrd, Lau Blower Company, Dayton, Ohio 

P. G. Crewe, Webster Electric Co., Racine, Wisconsin 

Stanley Czarnecki, Eddington Metal Specialty Co., Eddington, Pa. 

Robert Gray, FuELom & Ort Heat, New York, N. Y. 

C. L. Hastings, Rochester Manufacturing Co., Rochester, N. Y. 

C. E. Lewis, Perfex Corporation, Milwaukee, Wisconsin 

E. N. McDonnell, McDonnell & Miller, Inc., Chicago, Illinois 

David Morgenthaler, Delavan Manufacturing Company, West Des Moines, Iowa 
B. F. Olson, Sundstrand Machine Tool Co., Rockford, Illinois 

J. W. Owens, The Mercoid Corporation, Chicago, Illinois 

Dudley B. Robinson, The Torrington Manufacturing Company, Torrington, Conn. 
Frank P. Scully, Scully Signal Company, Melrose, Mass. 


DISTRIBUTION 


Wn. E. Allman, Oil-Heat Assn. of Gary, Gary, Indiana 

F. N. Beckwith, Oil-Heat Institute of New England, Boston, Mass. 

J. A. Collins, Oil-Heat Institute of Western New York, Buffalo, N. Y. 

E. L. Fentress, Tidewater Oil-Heat Association, Norfolk, Va. 

Fred Heaney, New York Oil-Heating Association, New York, N. Y. 

Alfred Hegeman, Wisconsin Oil-Heat Association, Wauwatosa, Wisconsin 

T. R. Loizeaux, Union Co. Oil-Heat Assn. (N. J.), Plainfield, New Jersey 
E. F. Marquard, Oil-Heat Institute of Northern Ohio, Cleveland, Ohio 

Robert Denny Watt, Oil-Heat Institute of Washington, Seattle, Washington 
George H. Wolf, Jr., Oil-Heat Assn. of Central Penna., York, Pa. 


Co., New York, N. Y. 
i isecy Motor Co., Inc., Bloomington, 


DIVISION 












current fiscal year or June 30th. The 
committee is to then take over the 
work and the Census Bureau will sim- 
ply report the OHI figures, At present 
the Institute is getting monthly reports 
covering 58% of all conversion burn- 
ers, 85% of boiler-burner units, 80% 
of furnace-burner units and 96% of 
commercial-industrial burners. A spe- 
cial effort is to be made to get non- 
reporting companies to participate by 
July. 

Frank Kirwin, Oil-O-Matic, chair- 
man of the Institute’s Trafic Commit- 
tee, was unable to present his report 
since he had to be in Washineton 
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where he is fighting an attempt to 
raise rates by Eastern Central Motor 
Freight members. -He is also attempting 
to get existing motor freight sur 
charges withdrawn, fighting proposed 
increases in parcel post rates and at- 
tempting to get the old package sizes 
restored. In his absence, Ralph Becker 
told the group of these important traf 
fic activities, 

David Bottrill, oH1’s technical secre’ 
tary, reported on the school program, 
which he feels has bogged down con 
siderably since former chairman of the 
education committee Burkhardt was 
no longer able to carry it along. How 
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ever, Bottrill has been able to go to 
various chapters and start a few very 
good oilheating courses in the local 
schools. These courses consist of 50 ses- 
sions of two hours each. Manufacturers 
supply the teaching talent with one 
regular teacher to do the planning. 

Bottrill believes these schools to be 
principally for men with some back- 
sound experience in oilheating. Be- 
fore being admitted to the classes each 
applicant must pass a merit rating 
test. This fall Bottrill expects 800 stu- 
dents to be taking OHI courses in 16 
cities within 200 mile radius of New 
York. Eight other cities have asked for 
help to get a school going. 


New dues Scale 


George Hochstein, chairman of a 
special dues committee, reported a new 
sxale under which manufacturer and 
accessory division members will pay 
1/10th of 1% on sales up to $750,000 
and 1/20th of 1% above that, with 
aminimum of $200 a year and a maxi- 
mum of $1,750. This schedule raises 
income from dues in those divisions 
by roughly 10% ... the board mem- 
bers approved. 

For the membership committee, 
chairman Gabe Marin reported that 
during the past year the Manufactur- 
ing Div. has added two new members, 
the Accessory Div. nine new ones, 
while the Distribution Div. has added 
\4 more local chapters, plus four new 
associate members, Marin then report- 
ed that a new national chapter is being 
et up in the Distribution Div. for 
dealers and engineers who specialize 
in commercial and industrial work. 
Manufacturers of heavy burners and 
accessories also are getting sections for 
themselves within the framework of 
those divisions. Later the directors 
voted to admit to the Distribution Div. 
4% a chapter the National Assn. of 
Service Managers, they to be permitted 
tte member on the Institute’s board 
of directors. 

The next meeting of the directors 
isto be at the Greenbrier Hotel, White 
Sulphur Springs, West Va., August 
Sept, 2, 1954. The next annual 
“nvention is to be in Chicago in the 
*cond half of April, 1955. The next 
Oilheating Exposition is scheduled for 
April, 1956, probably at New York. 
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Honeywell wins FO & OH Plaque 
for best Booth in Exposition 


J. pamemaeronenare Regu- 
lator Co., Minneapolis, Minn., 
won the FuELow & Or Heart plaque 
at the Philadelphia Show for the best- 
all-around exhibit. It was a long nar- 
row booth, easily accessible, and con- 
sisted of a recessed half-circle center 
portion out of which arose a huge 
feminine hand holding a large T-86 
“Round” thermostat. 

Running out to the sides high above 
the exhibit were large red-on-white 
signs with the words “All-Honeywell 
Control Systems.” Beneath these signs 
were displayed the entire line of con- 
trols on vari-colored panels with red 
drapes, The “I-830” finger-tip heating 
and cooling control was featured, and 
the most striking part of the exhibit 
at eye level were 16 reverse-mirror 
type boxes mounted in groups of 8 
and in each was a different colored 
“Round” thermostat. While the ob- 
server at first appeared to be looking 
at mirrors, the lights would come on in 
each box to illustrate the thermostats. 

It was a very good-looking booth, 
well lighted, brightly colored and also 
well designed for selling purposes. The 
judges made their selection on the basis 
of beauty, accessibility and on the 


As the judges look on Arnold Michelson (second left) of Honeywell accepts 


fundamental fact that the booth was 
there for one primary purpose—to sell. 

The committee of judges was se- 
lected for FuELoiL & Or Heat by 
Richard C, Sickler, duPont de 
Nemours & Co., Wilmington, Del., 
president of the Eastern Industrial Ad- 
vertisers, a chapter of the National 
Industrial Advertisers’ Association. 
The judges were Roland G. E, Ullman, 
Jr., president of the Roland G. E. 
Ullman Organization, Philadelphia ad- 
vertising agency, chairman; Sheldon F. 
Johnson, sales promotion manager, 
Middle Atlantic Division, Westing- 
house Electric Corp.; and Stuart C. 
Sommer, James G, Biddle Co., Phila- 
delphia, Pa. 

The booth was designed by Leonard 
Olsen, display director of Honeywell, 
co-ordinating with the sales depart- 
ment, and was built by Display Mas- 
ters, Inc., of Minneapolis. 

The choice of the judges, who in- 
spected the entire Show, was unani- 
mous, Second place went to Airtemp; 
3rd place to General Electric (Heating 
& Air Conditioning). Weil-McLain, 
Delta Heating Corp., Fostoria Pressed 
Steel, and Penn Controls won hon- 
orable mention, 





the FuELoiL & Om HEAT plaque for the best all around exhibit from Art 
Winkler representing the magazine. The judges are Sheldon F. Johnson (left) 
and at the right: Stuart C. Sommer and Roland G. E. Ullman, Jr. 
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Opportunities in residential Cooling 


The oilheating Dealer represents a logical Outlet for summer airconditioning Sales 


by 
TT. H. Smoot* 


A EVALUATION of sales opportuni- 
ties in residential cooling neces- 
sarily involves the consideration of sta- 
tistics which will show the growth of 
the business and its present size, plus 
information on industry plans and 
forecasts as an insight to the future 
market. 

I think your plans concerning resi- 
dential comfort cooling should no 
longer place emphasis on the future 
but should be based on the recognition 
that it is big business today. It is not 
a luxury but a practical and even 
necessary adjunct to better living and 
as such has an assured tremendous 
future growth. 

Residential cooling is economically 
within the reach of enough people who 
want it to permit its classification as a 
mass market commodity and I think 
the oilheating dealer is the logical chan- 
nel through which residential cooling 
systems should be sold, installed and 
maintained, Before presenting to you 
vital industry statistics let me state my 
conviction that the heating dealers’ 
most logical interest will be in the cen- 
tral system for residential cooling 
rather than in the individual room 
cooler. 

Let’s examine the classification of 
residential cooling as big business now, 
in 1954, by considering only the cen- 
tral system on the basis of industry 
forecasts and planning. The industry 
forecast for 1954 is best represented by 
the figure of 120,000 central systems as 
published by the American Institute of 
Management. If we now apply an as- 
sumed figure of $1,500 per installation, 
we establish a market value of $180,- 
000,000 for all sizes of the central sys- 
tem of residential cooling for this year. 


*Sales manager, Primor Products, Inc., 
Adrian, Mich. Digest of address delivered 
at Industry Day General Session, May 20, 
1954, during 20th Annual Convention, 
Oil-Heat Institute of America, Commercial 
Museum, Philadelphia. 
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I consider that $1,500 would represent 
the average cost of residential central 


systems, for both the new and existing 
homes of all sizes and that the part of 
the cost of a year ‘round system on 
new construction that would be allo- 
cated against the cooling system would 
be substantially less than $1,500. 

Water chiller systems will be ag- 
gressively sold during 1954 for use in 
connection with hot water heating sys- 
tems employing forced air convectors, 
but cost information is not yet avail- 
able from which a representative price 
can be estimated. 

Prices necessarily will be affected by 
local conditions, the type of equipment 
used, the volume of installations made, 
the quality of the installation and the 
experience and skills of the installer. 
Needless to say your initial efforts in 
residential cooling should not antici- 
pate lowest costs and your estimates 
should include an experience factor. 

In evaluating the residential cooling 
business the individual room cooler 
must be taken into consideration. The 
window type airconditioner has its 
place in this market for rental proper- 
ties, for example. For new homes, how- 
ever, and for some existing homes, es- 
pecially those with warm air heating 
systems, the central system of aircon’ 


ditioning is the preferred method for 
several reasons: 

First, there is less original cost to 
aircondition the whole home. 

Second, the central system avoids the 
unattractive appearance of the window 
unit. 

Third, the sound level of the remote 
central system is lower. 

Fourth, the central system with its 
engineered air outlet locations pro. 
duces more even temperature distribu. 
tion. 

Fifth, the central system can be fi 
nanced through the open end mort: 
gage. 

Sixth, the market value of a house 
that is truly modernized by means of a 
central cooling system is increased by 
substantially more than the cost of the 
airconditioning system. 

Now let’s look ahead and consider 
the future of residential aircondition- 
ing. The central system is now recog: 
nized as being the fastest growing seg: 
ment of the industry and because of 
its previously stated advantages it is 
logical that it should be. The American 
Institute of Management forecast of 
residential central system sales extends 
beyond the 120,000 figure for 1954 
and predicts: 

240,000 installations in 1955 
360,000 installations in 1956 
700,000 installations in 1958 

It is further predicted that in 1963 
the annual sales of these systems will 
level out at between 1,000,000 and 1 
250,000. It is my opinion that in the 
near future the public concept of mod 
ern residential cooling will be the cen 
tral system just as today its concept of 
modern heating is the central heating 
system. 

The ability to buy is closely linked 
with the desire to buy and it is trad 
tional in this country that when peo 
ple learn of things that provide for 
more healthful and enjoyable living, 
they generally find the means with 
which to acquire them, We have te 
viewed the cost of the installation of 
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summer cooling in new homes and it 
has been estimated that this cost must 
not add more than 10% to the cost of 
the house. 

On the basis that 80% of new homes 
are selling in the $11,000 to $15,000 
price range, central systems are now 
priced for the mass house market, As a 
matter of fact the sale of central air- 
conditicning in low cost homes is now 
booming and those are the homes in 
which there is the greatest need for 
cooling. Today’s small house with its 
galed picture windows and low roof 
and unshaded lot is a TV-equipped 
hot box that both demands and lends 
itself economically to a cooling system. 
The only remaining consideration that 
must be resolved is the cost of opera- 
tion. 


Operating Costs are low 


Sufficient operating cost information 
is now available to establish the fact 
that in the average mass market home 
being built now, operating costs for 
summer cooling are very moderate and 
are substantially below expected costs. 
Many cost records are available cover- 
ing various locations in the United 
States, but I will cite just one such cost 
investigation made by the electric pow- 
er company in Dallas, Texas, covering 
cooling costs in 35 builder houses dur- 
ing the first month 1953 cooling sea- 
son which was the second hottest sum- 
mer in the history of the Dallas 
weather bureau. All of the central sys- 
tems in these houses were equipped 
with cooling towers and the water bills 
averaged between $2.00 and $3.00 per 
installation for the entire summer. 

At this point let’s recognize that 
only if water is cheap should it be 
thrown away, Otherwise a cooling 
tower, an evaporative condenser or an 
air cooled condenser should be used to 
save water. 

Thirty-three of the houses investi- 
gated have two ton systems and 2 have 
three ton systems. These are 1,150 
square foot houses and sold for $12,500 
each in 1952. They have 24” roof over- 
hangs, 3” roof insulation and 2” side 
wall insulation, They are slab floor 
houses. These houses have considerable 
glass and full shading was not used. In 
105° weather they were maintained 
between 74° and 78° and only one 


owner complained that his house went 
slightly above 80°. 

For the whole five month period the 
electric bills for cooling averaged 
$64.09 per family, or less than $13.00 
per month. Dallas is much hotter and 
more humid than the average U. S. 
city so operating costs for cooling 
houses like those would have been less 
for almost anywhere else, at the same 
power rate, The owners are paying on 
the average, $8.00 per summer for 
maintenance and service. 

From what is now known, I think 
we can conclude that it is no more ex- 
travagant to cool our homes in the 
summer than to heat them in the win- 
ter. 

The oilheating dealer is the logical 
channel through which residential cen- 
tral cooling systems should be sold, in- 
stalled and maintained for a number 
of reasons. He is skilled in producing 
comfortable environments in homes 
and by engaging in residential cooling 
he is merely extending the use of many 
of his present facilities, Either with 
direct expansion equipment or water 
chillers much of the oilheating dealer's 
present knowledge and facilities will 
be employed in this other phase of 
home comfort. Again he will be han- 
dling a class of equipment which must 
function to the homeowners satisfac- 
tion 24 hours a day, seven days a week 
and he is set up for that type of service. 

The cooling equipment business 
should prove to be a very beneficial 
complementary activity to the heating 
business and will level out the business 
curve, especially by selling to the exist- 
ing home prospects. In selling the new 
house market oilheating dealers already 
have experience with builders in con- 
nection with heating business. 


Greatest potential Market 


The greatest potential market is the 
old home market. There are 25,000,000 
homes with central heating systems of 
which 13,500,000 have warm air sys- 
tems and 11,500,000 have hot water 
and steam systems, A substantial num- 
ber of these homes are logical prospects 
for central cooling systems. It is you, 
the oil heat equipment dealers with 
your service and fueloil customers, who 
have the greatest opportunity for sub- 
stantial business in this market. 


Those customers are the basis for the 
most productive direct mail list that 
can be compiled. A mailing piece to go 
out with your bills announcing that 
central cooling equipment is available 
through you, briefly telling of its ad- 
vantages, and requesting the oppor- 
tunity to give full information is bound 
to produce results. Home remodeling 
contractors should be informed also 
that you are qualified to install resi- 
dential cooling systems, and do not for- 
get the architect because of his con- 
nection with both the new home and 
the home remodeling work. 


Learn technical Fundamentals 


First, though, you must learn the 
requirements and limitations in figur- 
ing a residential heat gain load and siz- 
ing the equipment for the load. You 
must understand the importance of 
heat gain from the sun, the relationship 
between latent and sensible heat gains 
and what you must do in your appli- 
cation of cooling systems to obtain the 
proper balance between latent and sen- 
sible heat removal. You must under- 
stand that the characteristics of the dis- 
tribution of cold air and warm air from 
registers are different. 

This and other associated informa- 
tion is available to you and I suggest 


Manual #11 of the National Warm: 


Air Heating and Air Conditioning 
Association as a source. In studying 
this information, you will soon recog- 
nize that it is of a fundamental nature 
that is familiar to you and that you 
can readily learn it. 

As to the equipment itself, you will 
be dealing with heat transfer equip- 
ment, motors, blowers, pumps, auto- 
matic controls and distribution systems 
and your present knowledge and skills 
from your heating work will again 
serve as a long step toward becoming 
familiar with the equipment involved. 
Largely it will be a matter of acquir- 
ing additional specific information 
rather than fundamental information. 
For much of the information you need 
you can rely on guidance and instruc- 
tions from the manufacturer from 
whom you obtain the equipment. 

Do not let cooling tower problems 
assume too much importance in your 
minds simply because you do not know 
all about them. You will find that cool- 

























































. . . « Cooling Opportunities 


ing tower manufacturers have branch 
offices or trained field personnel who 
will work with you in cooling tower 
selection and application. 

A cooling tower is a device whereby 
condenser water is cooled largely by 
evaporation and re-used and _ saves 
95% of the water that would be con- 
sumed in a waste water system. Some 
approximate figures concerning their 
cost would be $140 for a 3 ton me- 
chanical draft tower, plus $70 for a 
pump and $90 for installation. The 
installed tower, therefore, might sell 
to the customer for $375. 

If you are still hesitating about get- 
ting into this business because of your 
fear of technical complexities, there is 
the possible alternative of tying in with 
a refrigeration contractor in your area. 
It is my definite feeling that to preserve 
and enhance your reputation and busi- 
ness in indoor comfort in most areas 
now you must get into the cooling field 
also. Summer airconditioning is fast 
losing its sectional aspect. Although 
last year the window unit business 
tripled for the nation as a whole it only 
doubled in the south. The greatest gain 
was in the Middle Atlantic states. 


Types of Equipment 


Do not at the start concern your- 
selves unduly with the comparative 
merits of particular types of equip- 
ment but have confidence in your 
manufacturer concerning the use of 
his systems whether they employ water 
or air or‘evaporative condensers. Up to 
this year more than 85% of central 
residential systems have employed 
water cooled condensers, There is a 
trend toward air cooled condensers and 
this year will see an increased percent- 
age of them installed, In the long 
range program I do not believe anyone 
can accurately predict the type of heat 
rejection means that will predominate. 

Economically you must balance the 
cost of waste water with the rate at 
which the more costly tower, evapora- 
tive condenser or air cooled condenser 
installation will be amortized. Bear in 
mind that if a critical water supply 
or disposal problem develops after a 
waste water system is installed a water 
tower can be added and the condenser 
water is merely piped to the cooling 
tower instead of to the city system. 
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There is one aspect of the basic re- 
frigeration circuit, however, which I 
feel is of particular importance because 
it affects the degree to which you must 
acquire the skills necessary to work 
with the refrigeration circuit itself or 
depend on someone else to do it on the 
job. Insofar as the need for these skills 
is concerned it depends largely upon 
whether you use a hermetic system or 
a non-hermetic system, sometimes clas- 
sified as a semi-hermetic or serviceable 
hermetic system. 


Hermetic System 


A fully hermetic system is con- 
structed so that no provision is made 
for opening the circuit carrying the re- 
frigerant, whereas a non-hermetic sys- 
tem does allow for opening the circuit 
and carries valves for that purpose. 
Hermetic units are completely integral 
systems that are fully charged and 
sealed tight at the manufacturer’s plant 
where all the facilities are available for 
producing systems that are tight and 
are free from moisture and non-con- 
densibles, These systems are simple and 
less expensive and may be likened to 
the circuit used in the domestic refrig- 
erator and they should be just as 
trouble free. 

Service when required on these sys- 
tems is confined to components exter- 
nal to the refrigeration circuit and 
therefore the services of an expert re- 
frigeration technician are not required. 
In the event that the refrigeration cir- 
cuit itself is involved the circuit is re- 
placed and the defective one returned 
to the manufacturer. 

The refrigeration industry, equip- 
ment wise, has been ready for this mar- 
ket for many years. Reliable small ca- 
pacity refrigeration equipment was 
ready for this market after the devel- 
opment in the early thirties of Freon, 
a non-toxic and non-explosive refrig- 
erant, and with the development then 
of the selfcontained refrigeration cir- 
cuit, or packaged unit. 

While the idea of comfort condi- 
tioning was then developing in the 
public mind a depression and a world 
war retarded development of the mar- 
ket. The airconditioning industry for 
the greater part of its existence has 
been engineering minded and has only 
very recently become sales minded. It 
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is the belief in the industry now tha 
the idea of comfort cooling in home, 
has taken hold so firmly that even a de 
pression would not keep it from mov. 
ing forward. 

Bear in mind that although room 
airconditioners have been sold for more 
than 20 years, about 90% of them have 
been sold in the last five years. It js 
further expected that within the next 
five years the annual retail volume of 
residential year ‘round central heating 
and airconditioning units will exceed 
that of room airconditioners, 

In summation, let me say that resi. 
dential cooling is now big business and 
has an assured large future growth; 
that it is not a luxury but a very prac. 
tical and even necessary adjunct to bet: 
ter living; that it is a mass market com. 
modity; that the equipment itself is 
ready for the market; that the central 
system will predominate; and that you 
as oilheating dealers represent the logi- 
cal channel through which the business 
should flow. 

As business men you will probably 
not launch your residential cooling 
program on a large scale but will gear 
your initial effort to building a back 
ground of experience during the first 
year on which to plan a substantial 
future program, So, if you start now 
you will be a year away from your full 
share of profits in this market, Don't 
overlook the possible shrinkage of your 
heating customer list by losses to the 
increasing number of your competitors 
who offer year-round equipment and 
services. I think it is not so much a 
matter of your making the decision to 
get into the residential cooling business 
as making the decision to do it now. 


o, 
“9 


Duc-Pac Division, Swett Bros., Inc, 
Hartford, Conn., appoints three mat 
ufacturers’ representatives in the fol 
lowing territories: Albert Glicksman, 
Newark, N. J., Upstate New York; 
Cornelius $. Hawk, Jamaica, N. ¥, 
metropolitan New York including 
Long Island, Westchester, Putnam and 
Dutchess counties; George C. Hench 
with the assistance of Quay Yendall 
Walter Wilkinson and Roy Guild will 
cover Delaware, Maryland, District of 
Columbia, North Carolina and South 
Carolina. 
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New Products at Philadelphia 


Highlights of oilheating equipment Exhibition in Commercial Museum, Philadelphia 


adil SHOWS emphasize the 
ever-changing nature of oilheat- 
ing. The National Indoor Comfort 
Exposition did especially well at prov- 
ing that oilheating continues advanc- 
ing. Sponsored by the Oil-Heat Insti- 
tute of America, Inc., the exposition 
included equipment exhibits at the 
Commercial Museum, Philadelphia 
from May 16 to 20. 

“Salient” could well describe this 
write-up of the show, One dictionary 
indicates “salient” is an adjective that 
means (1) standing out prominently; 
striking; (2) extending beyond the 
general line; projecting; (3) leaping; 
springing, 

This write-up aims to mention only 
the salient products at the Philadelphia 
show. First aim was to have it cover 
only earth-shaking developments, but 
on-the-spot studies of the equipment 
exhibited brought out that several 
products which are not earth-shakers 
need mentioning because they show 
that oilheating is advancing and indi- 
cate the direction of advance. 

Thus this article does not mention 
every Philadelphia show exhibit that 
included new sizes of oilburners, oil- 
furnaces, oil-boilers, airconditioners, 
etc. recently added to existing lines of 
€quipment and exhibited for the first 
time at Philadelphia. Routine improve- 
Ments to equipment and routine re- 





placement of old models by new, im- 
proved models are not catalogued here. 
New nozzle boxes are not mentioned. 
The aim is to cover products which 
are salient, which prove that oilheating 
is moving ahead. 

Order in which products are men- 
tioned in this write-up is not signifi- 
cant, for oilheating has many facets. 
The most important products to cer- 
tain readers are of small interest to 
others who specialize in an entirely 
different type of oilheating products. 

Iron Fireman Manufacturing Com- 
pany brought to a big heating show 
for the first time its startingly modern 
steam heating system, the SelecTemp, 
which certainly rates use of the adjec- 
tive “salient.” Features: each Selec- 
Temp room-heating unit has a built-in 
non-electric room thermostat — this 
is described as going even further than 
providing a room thermostat for every 
room in the house; absolutely steady, 
continuous heat from the SelecTemp 
heater units in winter, which is a far 
cry from any form of on-off, intermit- 
tent heating; easy, low-priced instal- 
lation because steam flows to the 
SelecTemp units through soft Y%4” ID 
copper tubing, while air and conden- 
sate flow out of the units through 
\%” ID copper tubing; in a home, boiler 
provides steam continuously through- 
out the heating season at perhaps six 


to. ten pounds pressure—steam drives 
turbines in SelecTemp units and this 
leads to air-filtering and air-circulation 
advantages, and steam drives a turbine 
in the condensate pump unit that de- 
velops pressure enough to return the 
condensate to the boiler. 

Certain heating engineers believe 
that Iron Fireman’s SelecTemp heat- 
ing system gives the oilheating indus- 
try an entirely new conception of the 
proper way to heat a modern home. 
There's much more to the SelecTemp 
system, but additional details are not 
given here because starting on p. 70 
of the February issue of FUELOIL & 
Oi HEAT was a five-page feature arti- 
cle covering this 200% modern steam 
heating system. 

Delta Heating Corporation showed 
a product that certainly stood out 
prominently at the Philadelphia show 

. rating the use of “salient” for de- 
scribing it. The product may well 
start a trend in oilheating. From far 
off, it seemed to be a gas-fired unit 
heater, typical in design except that it 
was gigantic. Close-up 
brought out the fact that it was fired 
not by gas, but by a small pressure 
burner, flange-mounted type, down low 
on one side of the “direct-fired OIL 
unit heater.” 

This Delta oil-fired unit heater is 
intended for gas stations, restaurants, 


inspection 
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lobbies, stores, warehouses, factories, 
etc. It is available in ten models, dif- 


ferent with respect to noise levels and 
firing rates; gph rates of 1.0, 1.25, 1.50, 
1,75, and 2.0 give outputs of 112,000 
to 220,000 Btu on the basis of using a 
flue to send products of combustion 
outdoors, and of 140,000 to 280,000 
Btu on a basis of portable space heat- 
ing using no flue. Delta makes two 
types of these oil-fired unit heaters; 
one is for general heat applications, 
the other is for process or special heat 
applications and for jobs needing ex- 
ceptional quietness or especially high 
face temperatures. These units are ex- 
tremely flexible, can be installed con- 
cealed in interior walls, can be free- 
hanging, can be used with sidewall or 
roof fresh-air intakes to provide forced, 
metered ventilation, and can be used 
in a dozen ways as portable or emer- 
gency heaters. 

Delta oil-fired unit heaters, accord- 
ing to literature distributed at the 
show, are interesting even with respect 
to the standard equipment shipped 
with them. The literature says this in- 
cludes oilburner with two-stage fuel 
unit, electronic General Electric con- 
trols, draft regulator, and anti-siphon 
valve . . , giving readers of the litera- 
ture a thing or two to ponder. 

Delta recommends the Webster 
Booster Pump for multiple-unit instal- 
lations, points out that this has been 
developed to insure an adequate supply 
of fueloil for several overhead furnaces 
under high-level conditions. This pump 
will provide fueloil to burners 50 ft. 
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above it. The motor of a Webster 
Booster Pump can be operated con- 
tinuously throughout the heating sea- 
son, or through use of a layout pro- 
vided by Delta can be arranged to run 
and circulate fueloil only when one 
of the oilburners it serves is running. 
Crise Zonetrol, a new product of 
Crise Controls Division at the Phila- 
delphia show, was designed to permit 
oilheating equipment dealers to “‘sell 
low-cost comfort and convenience.” 
The Crise Zonetrol is designed to open 
and close automatically the duct 
dampers of forced-air heating systems 
and airconditioning systems, and to 
control oilburner operation at the 
same time. It is particularly suitable, 
says Crise, for controlling two or more 
zones within a building in which, be- 
cause of variations in construction or 
exposure or occupancy, a single ther- 
mostat is not practical for controlling 
the heating plant. 
Zonetrol includes a_ line-voltage 
damper motor that has a secondary 
low-voltage control circuit. Providing 
low voltage for the thermostat circuit, 
this eliminates the need for an external 
low-voltage transformer. In another 
version of Zonetrol, the motor itself 
is low-voltaged type. No extra aux- 
iliary switch is needed for starting of 
the oilburner when a damper opens 
because a zone needs heat, for the Crise 
Zonetrol has a built-in snap-action 
Acro switch, Crise engineers, enthusi- 
astic about their new Zonetrol, plainly 
hope to start a new trend that will lead 
to individual room temperature con- 


trol for certain homes heated by 
forced-air, and to the use of two of 
more zones in thousands and thousands 
of new homes in the lowest price 
brackets. 

Bacharach Industrial Instrument 
Company announced at Philadelphia 
its new Bacharach air-filter gage, which 
is installed on a filter-equipped forced. 
air furnace to signal automatically 
when air filters are plugged and should 
be cleaned or replaced. Installed in a 
matter of seconds (four small holes are 
drilled in the furnace jacket at the out: 
put side of the air filter) in effect this 
air-filter gage checks on the negative 
pressure the circulating blower must 
develop to draw air through the filter 
—flips on a signal that reads RENEW 
FILTER when this negative pressure 
becomes excessive. Scientific-minded 
visitors at the Philadelphia show en- 
joyed learning of the tricky way 
Bacharach engineers made good use of 
a little permanent magnet in the new 
air-filter gage—to provide a way to 
adjust the gage to the air-pressure 
characteristics of any forced-air fur- 
nace and air-filtering device, A neat 
but thorough piece of literature, dis 
tributed at the show, spells out all the 
advantages of using an instrument to 
judge when filters are clogged and need 
attention, instead of going by-guesy 
and-by-golly, explains the folly of 
tending to filters needlessly often, and 
warns of the troubles and dangers of 
failing to tend to clogged filters often 
enough. 

Scully Signal Company men at the 
show acted as though they had an 
earth-shaking new product in their 
new 1144” fueloil nozzle for fueloil de 
livery trucks—‘“half the weight of a 
conventional nozzle” and “breakage 
definitely reduced” and “by increasing 
discharge rate 10% over conventional 
nozzel, which independent flow rate 
tests prove it can do, it saves 20 hours 
pumping time a year fora truck deliv. 
ering half a million gallons a year” 
_. . That’s only a rough idea of the 
sales pitch for this new product—the 
Scully Signal men had lots more in 4 
technical way on their hose nozzle. 

White Rodgers control men believe 
their new Type 11A63-3 triple-action 
hot water control, which was at the 
Philadelphia show, sets some kind of 
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a new pace for the oilheating indus- 
try. It serves (1) as an operating con- 
trol, set at 175°; (2) as a reverse- 
acting control, set at 160°; (3) as a 
high-limit control, set at 200°. Settings 
can be different than listed here, of 
course, Solid liquid-fill type, this con- 
trol has two completely independent 
switch assemblies and elements, yet 
goes into one %” tapping. Said to fea- 
ture new fast-acting design, it is de- 
sribed as having two half-round 
thermal elements that contact 100% 
with its well surface. Also it is said to 
simplify and reduce costs of electric 
wiring. 

§. T. Johnson Company sales engi- 
neers proclaimed at the show that 
really they have a world-wonder in 
their “Fifty-Three” horizontal rotary 
cup burner for fully automatic use 
of No. 6 fueloil. It’s described as a 
revolutionary burner that (1) insures 
smooth, automatic cold starts and (2) 
maintains proper, fixed air-fuel ratio 
into firebox regardless of variations in 
oil temperature and viscosity, 

Equipped with what S, T. Johnson 
men call a “three-pass swivel ell” (we 
tend to call it a four-port hinge—these 
are both the same thing), a positive- 
displacement metering pump in addi- 
tion to a primary pump or suction 
pump, and a three-way magnetic oil 
valve, this is a startling departure 
from §. T. Johnson design of many 
years’ standing in the past. 

S. T. Johnson rates a run-down on 
its new fashion for handling No. 6 
fueloil with this burner, Fueloil is 
drawn from the suction line (through 
one hinge port) by a primary pump 
of the two spur-gear type (“the origi- 
nal, time-tested 30-year-old gear 
pump,” our informant tucked in). 

From the primary pump, the fuel- 
ail leaves the burner (second hinge 
port) usually goes to an under-the- 
waterline heater and, note, an auto- 
matic electric preheater piped in series 
with the under-the-waterline heater. 
Heated oil from these two fueloil heat- 
ets flows back into the burner (third 
hinge port) winding up in what we'd 
like to call a reservoir, but what S. T. 
Johnson calls a Secondary-Strainer 
Chamber, Then, in S. T. Johnson lan- 
suage, the oil flows into the bottom 


of the “main chamber of the Manifold 


ji 
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Tank, filling it completely.” At any 


rate, return-line fueloil flows out the 
top of the Manifold Tank (or reser- 
voir), leaves the burner through the 
fourth hinge port, and goes out to 
the fueloil storage tank through the 
return line. The primary pump or suc- 
tion pump handles fueloil at a higher 
gph rate than the burner will fire as 
its maximum gph firing rate, hence the 
Manifold Tank (reservoir) 


stays full of fueloil, and oil always re- 


always 


turns to the tank with the burner 
running . . . and slight suction line 
leaks that cause the first pump to emit 
air entrained with fueloil will not 
affect the operation of the metering 
pump, which we come to next. 

Located low in the reservoir (Mani- 
fold Tank), the metering pump re- 
ceives only fueloil, no air, even on a 
job having a suction line with a few 
minor air leaks. Our informant at the 
show raved about the constantly vari- 
able output of the positive-displace- 
ment metering pump, adjustable by a 
big outside lever for from 0% to 125% 
of the burners’ gph rating. He gave a 
good idea of its principles and action 

but you’ve got to learn details on 
this directly from S$. T. Johnson, for 
to attempt to describe it here would 
take far too many words. 

The metering pump forces oil from 
the reservoir through a built-in “low- 
watt density” electric preheater to the 


il 
eat, 


magnetic valve, which 
serves as a shutoff valve. When the 


burner motor starts, this valve is not 


three-way 


given current during a pre-run or pre- 
ignition period, and the fueloil that 
flows to it from the metering pump 
therefore returns to the manifold . . . 
through a normally-open port of the 
three-way valve. When the burner 
should start firing, the normally-open 
port closes because electric current goes 
to the valve’s solenoid coil, and a nor- 
mally-closed port of the valve opens 
with the result that oil flows to the 
atomizing cup and firebox. 

S. T. Johnson’s new line includes 
also two-port hinge burners for No, 5 
fueloil. All come in eight sizes, small- 
est rated for firing up to 7.5 gph, larg- 
est for up to 150 gph. 

Ignition transformers on these burn- 
ers, 10,000-volt secondary type, are 
now on the burners’ fire-hole plates 
(S. T. Johnson terminology, again). 
The #6 fueloil burners have 2” Wes- 
ton dial thermometers in their cup lines 

a nicety service experts appreciate. 
Another nicety that helps at the sec- 
ond the burner should start firing is an 
“Anti-Surge Valve,” but we can’t go 
into details of that now. 

Weatherall Engineers, Inc., tried, 
and succeeded, to come to Philadelphia 
with a new type oilburner, really 
unique, called the low - pressure 


VERTLGUN. It uses the same fuel- 
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unit principles as the other Weatherall 
low-pressure gun burners (two lines to 
low-pressure nozzle, one for fueloil, 
one for compressed air) but has a verti- 
cal nozzle for location about in the 
center of a furnace or boiler base. 
Petro engineers paid respect to the 
trend toward packaging commercial- 
industrial automatic burners. In their 
booth was a Petro FWD 4AH forced- 
draft burners unit (FWD does NOT 
in this 
case), “designed to burn Bunker C 
oil, firing rate 25 gph, shipped com- 
pletely assembled with panel board, 
heaters, and all piping. . . . 
Sundstrand Machine Tool Com- 


pany’s exhibit was important because 


stand for four-wheel-drive 


” 


it may relate to a trend toward more 
and more low-pressure gun-type burn- 
ers, to state things mildly. For some 
time, Sundstrand has been making a 
.40 to 1.50 gph low-pressure fuel unit 
of one model—this has a metering 
block, and to switch to a different fir- 
ing rate you remove a cover, remove 
the metering block and substitute an- 
other. New at the Philadelphia show 
for Sundstrand fuel unit men was an 
“adjustable metering” version of the 
original low-pressure fuel unit with 
the same gph capacity range. 

Ray Burner Company emphasized 
its new Forced Draft Packaged Burn- 
ers “built to specification for Scotch 
marine type boilers and other types of 
heat receivers designed for pressurized 
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operation, for oil, gas, or combination 
oil-gas firing.” These come in six sizes, 
the smallest for up to 23 gph firing 
rate, the largest for up to 150 gph. 
Here, again, a big-burner manufac- 
turer makes a bow to the modern trend 
toward packaging of this type of 
equipment. 

Combustion Control Corporation, 
famous for its Fireye and Firetron elec- 
tronic flame scanners, also proved at 
the show it is following the modern 
bent of packaging equipment to sim- 
plify greatly the planning and work 
of installing it. So new that no descrip- 
tive literature on it is available, a new 
custom control panel was on display 
in Combustion Control’s booth. This 
is a complete electronic control system 
for commercial-industrial oilburners. 
The model displayed included the 
equivalent of a main switch, all fuses 
and overload protectors needed for the 
burner and its auxiliary electric equip- 
ment, motor starting relays, and even 
an integral side-mounted steam pres- 
sure control. All this equipment comes 
from the factory already wired and 
tested; all wires are color-coded. Varia- 
tions of this custom control panel are 
available to match the requirements of 
every type commercial-industrial oil- 
burner and _ installation — and, of 
course, package type boiler-burner 


‘ units, As far as could be learned by 


making inquiries at the show, Combus- 
tion Control Corporation is far ahead 
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. » + « New Products 


in having gone this far in the direction 
of packaging electronic big-burner con, 
trols together with the other, listed 
electrical devices that go with them— 
making one, big, pre-wired and pre. 
tested box containing all the equip. 
ment. On that basis, congrats are jn 
order for Combustion Control’s suc. 
cessful effort at setting the pace in its 
field. 

Cleveland Fuel Equipment Com. 
pany claimed in its exhibit booth that 
it has moved ahead to the point of of. 
fering the first and only “fail-safe draft 
switch with integral time-delay fea. 
ture.” This stops a burner when the 
draft becomes improperly low or fails, 
fits jobs using natural or induced draft. 
It is sensitive enough to work on an 
over-fire draft basis, can also respond 
to smoke breeching draft. The time de- 
lay prevents puffs and momentary 
draft fluctuations from stopping the 
burner; a highly interesting signal light 
reports momentary or sustained low 
draft. If this draft switch arrangement 
is not an earth-shaker in importance, 
CFE men say, it has the ability to pre- 
vent some shaking of boilers and boiler. 
rooms. 

Twisting the arms of certain sales 
engineers of Minneapolis-Honeywell 
—both at the show and a day later in 
New York where we got the additional 
material we needed—we finally got 
them to admit they may have some 
thing there in a particular character 
istic of the M-H Electronic Moduflow 
for homes, M-H has been pushing this 
particular feature in its consumer 
magazine advertisements; M-H sales 
engineers have been boasting of this 
feature to architects, building contrac 
tors, builders of hundreds of homes, 
and even individual home owners; but 
as far as the oilheating trade is con 
cerned M-H seems determined to keep 
this feature a secret. 

We don’t go along with that, 9 
here’s the secret. Here’s the important 
trick to M-H Electronic Moduflow for 
homes, The room thermostat of this 
system is the so-called re-set type—” 
outdoor Weathercaster in effect sets 
up the thermostat as the outside 
weather becomes colder and colder. 
With the standard arrangement used 
on 99 out of 100 jobs, every 20°F. 

(Please turn to page 114) 
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Sullivan succeeds Quimby 
as Technical Division Head 


ILLIAM A. SULLIVAN, Shell De- 
Wee pment Co., New York, is the 
new chairman of OHI’s Technical Di- 
vision, succeeding W. S. Quimby, the 
Texas Co., New York, who was the 
frst to hold the post starting two years 
ago. Sullivan's election is for two years 
ending February 28, 1956. The vice- 
chairmanship was continued in Ed 
Haugen, Timken-Silent Automatic 
Div., Jackson, Mich. 

At the division’s annual meeting at 
Philadelphia on May 19 Quimby first 
made a plea to oilburner manufacturers 
to designate their member for the com- 
mittee, pointing out that while all of 
the oil companies represented on the 
committee had designated their indi- 
vidual, only four burner manufactur- 
ets had done this. It seems that the 
oil company lawyers require this, 

Dr. B. A. Landry of Battelle Me- 
morial Institute reported on the prog- 
ress of the Division’s project to stand- 
ardize combustion test procedures. The 
frst work has been on smoke and ex- 
css air testing since this has been 
brought into prominence by the immi- 
nent revision of the Government's 
commercial standard for oilburners, 
(¢7), The proposed revision contains 
4 provision that maximum smoke shall 
correspond to the No. 5 rating using 
a Shell-Bacharach instrument. 

Some members brought forth the 
point that if this provision goes into 
the final stage of the new standard, 
Underwriters Laboratories will insist 
on re-testing every burner now carry- 
ing the cs-75 label, which the mem- 
‘rs consider an unwarranted effort 
ind expense. One proposed solution 
would be that only new burners carry 
that smoke test and old models carry 
the earlier dating of the prior stand- 
td, If you would like a copy of the 
Present draft of the proposed new 
tandards write to Commercial Stand- 
ards Sec, Department of Commerce, 
Washingotn 25, D. C., and ask for 
TS-5 1-72. 

Quimby mentioned the OHI request 
0 the American Petroleum Institute 
that periodic samplings be made of the 


i 


specifications of fueloils ranging from 
No, 1 through No. 6 and that these 
be published for oilheating men to 
guide their product design character- 
istics. There is a precedent for this in 
gasoline, now being done, 


Dr. H. R. Heiple of Shell Develop- 
ment Co., Sewaren, N. J., reported 
for the committee on domestic tank 
corrosion, He brought a rather startling 
disclosure on fueloil tanks with bottom 
outlets. These became officially rec- 
ommended by Underwriters Labora- 
tories effective last January. In his 
testing for this committee he finds that 
a bottom outlet, with the tank pitched 
at 4” to a foot, does not prevent 
accumulation of water on the tank 
bottom. 

Using an old oil in a 275 gallon 
tank, one quart of water was added to 
100 gallons of oil. After the oil had 


been drawn off a pint of water still 
remained clinging to the tank bottom. 
Later with a new oil the test was re- 
peated and only a half pint of water 
clung to the tank bottom, but in either 
instance the water was more than suf- 
ficient to corrode the tank in short 
order. Actually only a few drops of 
water will rust through a tank bottom 
under proper conditions. Heiple stated 
that the committee is not yet ready to 
draw final conclusions but he recom- 
mended that Underwriters not push 
the bottom-outlet tank just yet. 

Dave Locklin of Timken told of the 
joint project to study flame pulsation. 
Cooperating in this with OHI are 
ASH@VE and GAMA, Battelle Memorial 
Institute is handling the study, with 
Abbott Putnam in charge. The cost, to 
be shared equally between the three 
associations, is to be $18,000 a year. 
Seven major oil companies are supply- 
ing approximately $3,000 and OHI 
$3,000 for the first year, with the gen- 
eral expectation that this will be re- 
newed for the two later years. 


Engineering Committee Meeting 
consists of pulsation Forum 


ee Engineering Committee of 
OHI held its Philadelphia show 
meeting 3:00 P.M., Tuesday, May 18, 
at the Benjamin Franklin Hotel, the 
meeting being scheduled as a Pulsation 
Forum. Scheduled as panelists accord- 
ing to the beforehand program were 
E. O. Olson, S. C, Marshall, C. Hum- 
phrey, T. R. Achenbach, D. W. Lock- 
lin, H. R. Limbacher, K. H. Flint, W. 
S. Quimby, and T. H. Smoot. Com- 
bined research of three organizations 
was represented: Oil-Heat Institute, 
American Gas Association, and Ameri- 
can Society of Heating & Ventilating 
Engineers. 

C. S. Suesserott of GE opened the 
meeting, turned matters over to Ted 
Smoot, Moderator, who expertly cov- 
ered the background of the problem 
to be discussed, suppression of flame 
oscillation. 

No concerted, determined, scientific 
effort has been made to attempt to 
solve the flame pulsation problem once 


and for all time, Smoot pointed out. 
Whether or not the problem can be 
solved by such an effort can be deter- 
mined only by making the effort. 

One purpose of the Philadelphia 
meeting, to which all interested engi- 
neers were invited, was to inform on 
the program and enlist the energetic 
support of all those present. It was 
announced that Battelle Memorial In- 
stitute had been selected to do the 
research work on this project which 
will involve research costs of $18,000 
per year and may continue for three 
years. 

Dave Locklin of Timken Silent 
Automatic gave a detailed account of 
his firsthand experiences with respect 
to pulsation of a combustion reference 
test unit, a cylindrica] drum 12” in 
diameter being the firing chamber; 1.0 
gph pressure burner doing the firing. 
His tests found pulsation in this unit 
(1) unpredictable, (2) more prevalent 

(Please turn to page 98) 
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Joe (the Menace) Keyhole 


Joe tells all he saw in Philadelphia, but not the worst—in some Cases 


I-YAH, FRIENDS in our huge 7,000,- 
000 - and - soon - to - be - 8,000,000 
customer industry. I wanna report 
to all you honest, soot-covered citizens with 
the Eau de No. 2 fragrance, who stayed 
home to watch your bank accounts grow 
while you lowered the country’s stack tem- 
peratures, that this affair in Phila., was the 
“Show of Quality.” It was beautiful, well 
handled and successful—a galaxy (wow!) 
of high class exhibits, equipment and peo- 
ple. That popping noise you heard was 
these reddish old eyes trying to catch it all. 
It looks like a good year ahead, friends! 


A lot of tired young men, and energetic 
old (“What's the room number?”) guys, 
and me—Keyhole—welcomed that last day, 
though. So many people wanting to see, 
and to buy (Yeah, Al Esser!), that we were 
glad when the last drop (of business) was 
drained. And you guys at home thought 
we were just having fun drinking those 
awful martinis, and watching strip teasers! 

If Ralph Becker of OHI will tilt his dis- 
tingay (to hell with that French) gray 
noggin, we'll crown him with an Edding- 
ton head this year, and knight his Lts., 
Traveller Burroughs, Aussie Bottrill, and 
Jay Constantine; and give credit for a fine 
show to his wonderful staff—Marge Gil- 
mour, Mrs. Vidulich, Liz Sewald, Mary 
Santry, Nancy Rickey and Mrs. Cullen. 

Man—those Honeywell guys showed ini- 





Dear Fellow Members of the 
“How Much Lower Can Burner 
Prices Get?” Chapter of the “Liars 
About COs and Competing Equip- 
ment” Society: You know when the 
Big Shots of this fine, conservative 
(he says) magazine sent me over 
to that Show in Phila., for a first 
class report, my head was in a whirl 
and it is still whirling. So, don’t ex- 
pect too much from this year’s ef- 
fort, will you? I got worries, any- 
how, with the Dodgers out of first 
place, and all. Besides, somebody 
stepped on my fingers when I was 
crawlin’ around back of that “Hon- 
eys” booth, tryin’ to get a good look 
at those swelegant le—, err—things 
of interest, and I can’t type much 
except with my left hand, and you 
wouldn’t wanna leftish report, 
wouldja? Point of order, fellas! 

My suggestion is to pass this by. 
Reading it will get you nowhere. 
Spend your time with profit else- 
where, like needlin’ your ma-in-law; 
or take your monsters out to the 
playground and give the wife a 
chance to wash the car alone, in 
peace; go see that dance in French 
Line and learn about real co-ordi- 
nated selling; or just lay there and 
stay un-interested. Anybody got an- 
other aspirin? Skip th's, guys, it 
just ain’t worth the effort this year. 

—Joe Keyhole 
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tiative! Must have been a hundred of them 
in town, and around the prize-winning 
booth. And they offered a very helpful 
telephone-messenger service to those attend- 
ing the Show and the Convention, with 
the sweetest lil’ ole “Honey” gals delivering 
the good news. Most of the brass was there, 
except Harold Sweatt who was in Europe 
controlling things, and Charlie Sweatt, who 
probably was home thinking up something 
big and new, and Prexy Wishart who re- 
mained in Mpls., to help pay the dividends. 
Tom McDonald, that trainload control 
salesman gave us a treat this year by bring- 
ing the lovely Mrs. McD.; “Get ‘em Going” 
Kent Wilson, “Get ‘em Coming” Tom 
Reed, Karl Schick (should we tell where 
you went, so early?), Adv. & Marketing 
Authority Herb Bissell, Arnold M‘chelson, 
the Speechmaker, Pete Peterson, Herb Wil- 
liams, Bill Brown, Ralph Allen, John 
(Whistle) McArdle, Fred Kaiser, Charlie 
Cochrane, John Dorsey, George Hoeffel, 
and many other good M-H men were 
“Round” and about. Chapie Chapler, our 
old pal, got himself hem-stitched around 
the edges, in Los A., and didn’t come. (Get 
well, VP in Ch. of L.B.) Yep, a nice All- 
A-“Round” gang. Like I say, fellas, nobody 
else but Keyhole writes such nice things, and 
if you wanna reward us, send Georgiana 
to manage our business. 


The big Keyhole blue ribbon for busiest 
booth goes to Scully Signal where “Blue 
Ribbon Delivery Aids,” including Vent- 
alarms, Gauges, FasFill. Connectors, Safety 
Vent Caps, Spouts, Throttle Regulators 
were on display. The new Scully Fuel Oil 
Delivery Nozzle that can be hand regu- 
lated and change the flow from a trickle 
to a torrent in a flick of a tiny lever, was 
given constant live demonstration. A new 
“3-D” Electrode Gauge caught our eye, 
too. A very high speed crew were on hand. 
including the friendly Frank Scullys. Sr. 
and Jr., Carl Goddard (The Melrose Sales 
Wizard), Bill Rowell, Harold Forrest, Art 
Gray and Ray Minch. This group has done 
much to put profts in the pockets of fuel- 
oil-oilheating dealers. When George West- 
inghouse went to Commodore Vanderbi't, 
the R.R. Tycoon, many years ago, with his 
airbrake. the Commodore laughed him off 
with “What, stop a train with a little wind?” 
Frank Scully had his own unbelievers not 
many years ago when they sa‘d “What. 
speed up oil deliveries with a little wind 
through a whistle?” A very smart and for- 
tunate man, he also did us all a nice favor 
bringing pretty and charming Mrs. Scully to 
the Show, with her equally lovely sister, 
Mrs. Rowe. 


Bill Olsen came sailing up the Delaware 
in his Raven in plenty of time to io'n 
the “Luxaire” men and set up one of the 
most complete displays of Basement Units, 
Counterflow Units, and Winter Air Condi- 
tioning Units, our tired ole set of bloodshot 
orbs have had the pleasure of peering at. 
Ed (the man who knows all the jobbers) 
Hays, Ed Marre, and J. P. (He’s probably 
a relation to Morgan after this show) Cullin 
were all gathered around to greet one and 
all of their many visitors. Can’t think of a 
nicer bunch of guys. Maurie Klett staved 
back in Joliet recuperating. Joe Keyhole 
says “Hello, get well.’’ Hope the tides and 
breezes are right and the boat big enough 
to carry Bill and all those orders back to 
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Elyria. (Man, take a trip through that C. A 
Olsen Mfg. Co. plant and learn the “fact: 
of life’? about good and large volume fur 
nace production. ) 


Over at the Bell & Gossett booth the 
usual eye-catching color and good equip 
ment were featured. This organization jus 
doesn’t miss. They had a Sweet Rob Roy 
(Keyhole’s favorite drink) with a cherry 
in it, perched on top of a B&G Booster 
pump, to show complete lack of vibration 
They put a sign on it to tell you that it was 
running, or you'd never believe it. Old 
Doubter Keyhole has a sore finger right 
now! We liked this booth. It was pure 
white and the products were all red. Ed 
(‘Make It In The City and Spend It In The 
Country”) Moore, probably the smartest 
guy we know, and the best Xmas card 
expert, watched over things, with Ralph 
“Sports Car” Patterson selling the “Hydro 
Flo” idea. Bob Ripley, Ken Sprague, Frank 
Gall, Don Gardiner, Ed Swade, Harry 
Truman (how did he get in here?) and 
Morrie Hofmeister joined in the chorus 


- A wonderful, large, square booth in very 
good taste, and a very good selling device 
was Webster Electric’s. It was open on dl 
sides, and had a grouping of 4 large panels 
set like a box in the center, with beautiful 
flowers on top. The 4 panels showed the 
“Delaytrol,” a picture of the Webster fac 
tory, a large cross section of the Webster 
Fuel Units, and the Webster Transformer. 
Also on hand was a high voltage stall 
including Pres Crewe, the Pacific traveller 
Ben Weichers (he could write the book 0 
selling pumps and_ transformers), Jia 
Lahey, Lou Ehrich, Hutch Hastings, Ge 
Brinkerhoff, and Paul Maurice from the 
West Coast. The very beautiful Ms 
Weichers came along with Ben, to gladde: 
all eyes. One of our mostest favorite people 
Doc Ford, was there to greet old friends, 
too. Made us happy to see him. Old Joe 
Keyhole never forgets that Webster (4 
gave the field one of its early transformer 
(b) gave the field its first fuel unit; 4 
(c) set up the first chain of pump servi’ 
stations—all extremely valuable moves fo 
our industry. Who else says such nice things 
so nicely? (Keyhole, you devil, you!) 

We don’t care what the Committee foun 
out, the Keyhole award for the pustie® 
exhibit is hereby conferred on Penn 
trols, from Goshen in the Hoosier hi 
out of Iowa, the Tall Corn State. *% 
splendid booth featured “the New 
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KEYHOLE’S KWICK KOUNT 


If you wonder what was dis- 
played, we counted 103 conversion 
burners (97 hgh pressure gun and 
vertical rotary burners, and 6 low- 
pressure gun) ; 91 furnaces and fur- 
nace-burner units—all types, includ- 
ing suspended; 77 boiler and boil- 
erburner units; 2 oil-fired unit 
heaters; several floor furnaces; 26 
commercial-industrial burners; 19 
yeararound cooling and _ heating 
units; 11 assorted special cooling 
devices such as floor units, window 
units, add-on chillers for furnaces, 
etc.; 9 base-board displays; 1 pack- 
aged steam generator. 











In Room Thermostats’—the 870-H on a 
variety of different colored artists’ palettes, 
grouped around a large framed picture of 
one, in the center. At the siaes were save 
panels of red, yellow and gray, showing the 
complete line of residential heating and 
cooling controls. Ed Maire, the handsome 
big Vice Pres:dent pushed up the sales 
curve, aided by another “new look,” his 
new assistant, genial Jack Searls. Carlos 
Morgan, the ad wizard, watched tenderly 
over his booth. Bob (Hollywood Material) 
Luscombe was there, with his mustache in 
place, and Ken Cash (Yeah, Ioway!), and 
Bob Clarke, who talks, talks, talks those 
controls day and night, and Paul Penn, 
and George Sanders, Skipper Barr, of the 
New England Chapter of the Indoor Bird 
Watchers Society, Al Rubel of the Ph la- 
delphia Story-Tellers Truth and Conse- 
quence Club, and other screw-driver-passer- 
outers made the event notable, successful 
and a pleasure to the visitors. (Man, that 
Keyhole must need a new thermostat or 
something!) 

At Booth No. 301 was McDonnell & 
Miller, the gang that never does anything 
tad because they are always “Doing One 
Thing Well.” Samuel Scramble, the dark 
tued friend, was not there this year, but 
EN. McDonnell, the head man, took in 
the whole show, and even doubled in brass 
at the Old Timers Show, and in the Ban- 
quet Show. Keyhole would vote for him for 
resident. George LaRoi (man, he never 
tlaxes—always looking for business) the 
WellDressed Fellow and Confirmed Bola 

earer, presided over a collection of 
M@M Boiler Water Level Controls, Pres- 
‘ure Relief Valves, etc. These were ex- 
plained and re-explained by Jim Ramsey, 
the New York Flash (our favorite 2nd 
‘seman); Howard Peary, the Lime King; 
Merrill Blankin; Al Behr'ns; John James, 
al. Those cutaways stopped Keyhole. 

“ety intelligent. The basic idea is to make 
ood products, and never stop selling! 


Oil-O-Matic had a fine booth, very well 
tended. It was large, open and easy to 
# into and showed the entire line. R. C. 
Bob Douglas, the new Big Shot was 
lB He is Exec. Assist. to Prexy C. Rus- 
2 Feldmann, and looked like good news 
iy atic people, and to Keyhole, 
thee hd slouch as an observer. The man 
the all like, and who knows them all over 
there autty (Yeah, Charlie Branch) was 
“e shaking more hands than anybody, 


along with genial Tom Green, Don Motz, 
Harold Perry (I remember you, kid), Vic 
Reed, Bob Davis, Harold Skaggs, Hugh 
Hackett, Sr., and other fine Oil-O-Mati- 
cians. They were especially proud of the 
new ‘80,000 Btu Line” in 4 models—hi- 
boy, lo-boy, suspended and counterflow. 
Someone started a rumor about these guys, 
and they are mad as hell about it, and 
Keyhole doesn’t blame them, for they are 
stay.ng, STAYING, Staying in business— 
and getting bigger. (Keyhole the rumor 
slayer. ) 

That long Red and Gray exhibit in the 
middle of aisle 6 with the fuel units pump- 
ing into glass gloves, so that you could 
actually see the operation, belonged to the 
Sundstrand Machine Tool boys from Rock- 
iord. They also featured very large blow- 
ups of cross sections of the “H,” “J” and 
‘AT’ units. Bruce Olsen, the capable 
prexy, watched over things, with Chuck 
Lang, sales mgr. (and golfer), and Lou 
Schurette, v.p. who knows all about prac- 
t cally everything in pumps. Other “Names 
to Remember” who were there included 
John Griffey, Ed Mayfield, Ray Kieffer, 
Soderberg, Lundgren, Stevens and Douglas. 
The Lo Pressure Air-Oil Adjustable Meter 
was easily one of the center-of-interest 
spots in the Show. 

Yeah, Mizzou! Out of St. Louis, all rid- 
ing high, came a White-Rodgers Booth 
to delight the eye! It had a green plastic 
background, with large red letters for the 
company name; and red and yellow panels 
with a complete demonstration of their 
controls by means of push buttons. They 
also featured a new triple-action hot water 
control. The “Triple Action Boys” (Tell, 
Sell and Triple the Customers’ Profits), in- 
cluded Les Blough, a very fine gentleman; 
Russ Sherer (who knows all the answers to 
control questions); Ed Robinson, the prize- 
winning ad man, our old pal, Arnold Peter- 
son, Whit’e Campbell and others. Ah nos- 
talgia! Ah, St. Louis! The Mississippi, For- 
rest Park, Muny Opera, The Admiral, 
Kingshighway, The Grand Theater, the 
Mayfair Bar, Nicholsons, 12th and Cass! 
How are things on the Merimac this sum- 
mer? Keyhole loves all of St. Louis, includ- 
ing White-Rodgers, and the products and 
personnel! 

“Don’t Be In The Dark,” said the 
Eddington Metal Specialty booth in large 
letters, over a recessed, fluorescent display 
of huge models of the Low Pressure and 
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High Pressure Heads, in red, yellow, green 
and blue with on-and-off lights. At one 
side, also, was a large cross-section of the 
Filter. A very busy booth, but the best 
parts of their exhibit were the gentlemanly 
brothers Czarnecki—Stan, Walt, Cas and 
Wes, and their lovely w:ves—Florence, 
Anne, Rosemary and Dorothy. And even 
beter was seeing their wonderful mother, 
Mrs. Walter, Sr., a charming lady. This 
group has been places, and is going places 
in oilheating. Keyhole offers them congratu- 
lations, encouragement, amphojel, smiles, 
(kisses—yoo hoo ladies), admiration, 
thanks, and etc., etc. You're welcome, kids! 

Everything those Mercoid guys do is 
good and high class. Their booth was com- 
pelling with a chartreuse (whoops, we 
mean yellow), white and red color scheme 
and the complete line in various cutaways. 
There were enlarged pictures of Mercoid 
switches at the upper ends. The stories 
were about the “Sealed Mercury Contact 
Switches,” and the story-tellers were the 
usual fine men—QOwens, Courteol, Krale 
Fent Fisher, Chip Stauffer, Colterjohn, 
J. A. Johnson, Mac McCauley, Willis 
Jones, Ayer, Ken Reilly. One of these guys 
can dance on his toes, and Keyhole is 
waiting for a slight bribe in some negotia- 
ble form before considering the revelation. 
(Also, one of them is a golfer, a fine canasta 
player, and he wins by destroying his com- 
petition wth cigar smoke. Sells a hell of a 
lot of controls, though! Looks good in an 
Indian head dress, too.) Chip Stauffer and 
Jim Owens gave the boys a treat and 
brought their lovely wives to the Show. 
Lucky Mercoid Men, we say! 

There is so much for Keyhole to report 
about the “Mighty Monarch of the Nozzle 
Business’*’ — Monarch Mfg. Works, of 
Phila.—that we don’t know exactly how to 
begin. By the time you folks are reading 
this, M’ss Geraldine Murphy, daughter of 
Tom Murphy, head of the business, will 
have married E. B. Frame, long associated 
with Monarch, on May 29th. Both “Gerry” 
and “Bart” are well known to most of us 
in the industry, and Keyhole offers con- 
gratulations and best wishes from their 
several thousands of friends. You wanna 
know about their Exhibit? It had the usual 
show-case full of products, and a huge “1 
gal. 80 r.”’ reproduction of a nozzle—big 
as a man—in their background, and the 
booth was manned by Jim Carroll, who 
brought the very nice Mrs. Carroll along 








to delight old friends, and John Under- 
wood, C. E. Fink, and E. S. Gallagher. 
They talked combustion heads, and other 
accessories, too. “Burda” Fink (another 
Murphy daughter), wife of C. E. Fink, 
their rep. in the Midwest, will have an inter- 
esting announcement one of these days. 

A 90-degree turn to the left as you came 
into the front entrance brought you to as 
nice a bunch of guys as you'll find in the 
field. This booth was a very fine arrange- 
ment of white peg-board panels, topped by 
huge white letters spelling ““Perfex,” show- 
ing the entire line. They emphasized the 
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KEYHOLE MYSTERIES OF 
THE SHOW 


What character was going around 
the Show with a nozzle wrench in 
his pocket the day before opening, 
removing everybody else’s nozzles 
from the burners on display, and 
inserting his own? Who grabbed up 
all those “easels” which we fur- 
nished our advertisers so they could 
be placed in their booths, and tossed 
them out? (Ah, there, competi- 
tors!) Who lost his upper plate 
at the Old Timers’ party? What was 
that sizzling noise around the 
OHOTS party about midnight? 
What’s with Sam L—, and future 
Shows? (Relax, boy!) Who did 
drive that crowded car back to the 
hotel from the Old Timers? (Next 
morning each of the 7 thought he 
had driven.) What’s this Little 
Giant or so-and-so organization 
worth three hundred _ millions 
which, according to rumors, is try- 
ing to get started in this field with 
something? (We heard they ran a 
taxi service, and also produced cake 
flour.) What company, not now in 
that phase of the business, put on 
an interesting fail-safe control ex- 
hibition in one of the hotel rooms? 
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new PERFEXRAY, which is really a small, 
compact stack switch located at the nozzle 
of a gun burner. “It feels the flame,” ac- 
cording to smiling President Borie Lewis 
(this industry owes that guy a lot), Maurie 
Eastin, the sales mgr., and Jim McGuire, 
from their New York office, both handsome 
enough for Hollywood; Al Butler, a man 
who really works; Ex-Major Tom Ramey, 
the only adv. mgr., in the industry with 
4,000 hours in the air, flying jets as well 
as prop planes and who is also a very per- 
sonable young man; Ray Horan (what can 
we say about this guy that hasn't already 
been said—good, that is); Ed Spall, Prexy 
of their Canadian Company. (You guys 
need any more of this?) Okay, they also 
showed coils for air conditioning systems. 

Big, Strong, Healthy Tom Colter, our 
zippered friend, blew in from Boston to 
show the boys how to “Control with Dole.” 
Fran Lund, Al Love and Henry Aaronson 
will forever be endeared to Joe Keyhole’s 
girl friend for the cute plastic bottle caps 
they dispensed from the booth. The theme 
“Control With Dole” was beautifully de- 
picted in large blue letters against the con- 
trasting brown and white background of 
the exhibit. The featured product was a 
new “Water-Flow Control Valve” which 
had the preferred spot. Also shown were 
their Air and Vacuum Valves, along with 
the Hot Water Air Valves and Automatic 
registers. All the dealers who stopped in 
here were told that they would never be 
“doleful” about profits with Dole Products. 
(Okay, gang—anything for a friend!) 

Delta Heating damn near stole the Show. 
Al Nathan’s reputation for showmanship 
didn’t suffer a bit. A framework of steel 
trusses on columns held up their unit heat- 
ers (fired with oilburners) (only ones in 
the world) and had 210 light bulbs to make 
the place brilliant, plus a very atractive 
model. A portable unit heater, with canvas 
ducts, was another intriguing part of the 
exhibit, but the nicest thing the guy did 
was bring his beautiful wife, Norma, to the 
banquet, and to see old friends like Mr. 
@ Mrs. Keyhole. (Miss Wheelbarrow of 
1954, we all love you!) Roy Hauck, Para- 
trooper Jack Hauck and Sol Feinberg car- 
ried out orders by the wagon-load. 

Those dropping into the big blue Dela- 
van booth had a card stuck in their breast 
pockets with a number on it. If you matched 
your number with any other person around 
the Show, both of you would get prizes. 
Keyhole never matched his. He kept looking 
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for a numb blonde instead of a number, Ty tu 
guys with the Line—“the Delavan Ling’ } f 
included Dave Morgenthaler, the sales ng, . 
with the highly polished MIT finish, Pry je O°” 
fessor Gene Nelson, Mac (High Kick) 4, fo 
Nally, Lee Beardsley, Bill Spargur, Scot, ie 
Elder, young Bill Debler, and Bill Thuy = 
ton. We forgot to mention that they hag Frick 
a new “Delavan 24” Nozzle Box. Lay ne 
year they made 1,234,456,789 nozzles ang a ' 
Keyhole tested everyone with his teeth, Thi: I * 
is to report that it ain’t easy! 

Never understimate the power of a Gen Tack 
eral Electric insignia, said the boys fron Ja 


that 


Morrison, Ill., at a very large and interey, <4 
ing booth not far from Keyhole’s, Fred pes 
Holt, the new Gen. Mgr. (big-shot, we sa a 


in our set) was there, with Dick Tyler Baiki 
Phil Gomez, and Bill Goldsmith, a hard & grub 
working trio. Dick Elam, their handsome time | 
advertising man, really dug in, also, and Hat on 
their booth was always busy. The sign Mf Tyycl 
mentioned the “New Exchange Plan” and je j 
“Controls the Way You Want Them" Bh disco 
They had large blow-ups of cross-section BP shat , 
photos of their controls, and a map showin: all. Le 
their “servicing distributors” in the U.S were 
Their “Heating Controlmobile” a marvel hibit 
ous trailer in Gray and Blue, with chain Brave 
and desks—a portable school, attracted wT 
some of the bigger crowds. Keyhole has: 


f ” 
suggestion: Why not paint it red and cal i” 
it the “Lil Ole Trav'lin’ School House- only 
Y'all Come’? (Some days 10 whole mir § 4. 


utes go by without Joe telling somebody & 5. ¢h 
how to run his business!) Gee, thanks, BF iioc 
fellas—almost any size T-V set will repay BF over: 
Keyhole. Good 

Ben Franklin, patron saint of residentid They 
heating (because he invented the Franklin and f 
Stove) was prominent in the Fitzgibbon & 1 
Boiler booth, where they showed their new H (04, 
No. 770 Boiler Burner Unit, completely ing’ f 
wired and fitted with a burner. It was2 B puck 
busy place, with a nice gray and green color Born, 
scheme. Hanging high on the left sidews § y, , 
one of the best-looking “Mobiles” (didnt B prank 
think old Joe knew his art, didja?) in the Pr 
heating business. Instead of the usual odd By, in 
shapes of metal hanging from it, these were B matic 
small signs bearing messages about the B acces, 
“770.” Distinguished Paul Addams pre @ 4j-¢ 
sided, with Bill Spiess, Jack Collette, Bet Bway | 
Nelligan, and Ed Black III, telling about the # ¢,ay, 
“First Line of Boilers for Oil.” They ™ BF yhoge 
from 510 sq. ft., to 42,500 sq. ft., which ( 
is a lot of capacity. BE who: 

All the Heil boys were looking hale 10 Bales 
hearty and got themselves a good workout day, 
for the whole five days of the show. Thej mana 
had one of the longer booths, but that’ Robb 
the way Heil does things . . . either big J and } 
—the 
up th 
in te 








not at all. Everything was so well displayes 
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+ was <ifacult to tell what was being 
oe. So Keyhole barged in and asked. 
There were several new products and with 
she able assistance of Bill Matheson, Joe Heil, 

and George Hochstein, they showed 
Keyhole the new Lowboy winter air condi- 
tioners, the summer air conditioners, con- 
le and horizontal models. Roy King, Don 
Fricker and Bob Rose then took me over 
to a group of three telephones over which 
a sign read— “It’s For You, Sir. On pick- 
ing up the phone you seemed to be listening 
in on a conversation between a guy named 
Jack of the Heil Co. and a dealer. Jack 
gave quite a pitch about the new low 1954 
prices. As we remember, the dealer was so 
impressed, he promised to send out the 
order that night. Was it a carload? John 
Baikie, Karl Mould, Chuck Kahl and Fred 
Brubaker seemed to be in that booth every 
time Keyhole went by on his scooter. Down 
atone end was the Heiloader—a Hydraulic 
Truck Tailgate that picked up a 500 lb. load 
like it was nothing. Keyhole won't end this 
dissertation until he has mentioned the fact 
that Alex Eunson, Jack Huber, Jack Mitch- 
dl, Lee Danielson and George Katzenberger 
were among the harder workers in the ex- 
hibit, Was there anyone left to watch the 
Braves in Milwaukee? 

“The Magic of Hot Water Heating Com- 
fort” was the Burnham “Dependable Heat- 
ing” story, with their Pace-Pak unit—the 
only pre-assembled cast-iron sectional boil- 
er-burner units in the Show. (Korrection— 
in the U.S.A——Okay, Brophy?) Among 
those giving tone, eclat and sales talks all 
over were Frank “Fire-Ball’ Brophy, Virgil 
Goode, A. P. Weiss and H. R. Wray. 
They are happy about the zooming sales, 
and promise a good time for all at the Burn- 
ham Golf Tournament on June 28th. 
(Okay, Frankie Boy?) Keyhole isn’t look- 
ing for rewards for these plugs, but if a 
tuck should run up to the door some 
morning with a nice new Pacemaker, would 
we send him away unloaded? (Okay, 
Frank?) 

Properly placed, right in front of the 
Main Entrance, was Timken-Silent Auto- 
matic, with a tan and green, open booth, 
accessible from all sides. The Model ARB-2 
Air Conditioner was featured, and a nested 
wall flame burner got much attention. Al 
Crawford, the master minding big shot, 
whose speeches are a joy to the Keyhole 
eat (wonderful prose), and Bob Marberry, 
who is not only a salesman’s dream of a 
ales manager, but is getting better every 
day, and Sherm Ramey, their smart ad 
manager, were seconded by old reliable 
Robby Robbins, Milt Jordan, Johnny Morro 
and his lovely wife (on a busman’s holiday 
—they were on vacation but couldn't pass 
up the Show), Jim Fahl and Carl Watres 
in telling the “Fuel Savings Guarantee” 
s 


One of the brighter lights of the show, 
was the new light bulb in the tail of the 
Field Draft Control Scotty Dog. Scotty 
Wagged merrily while Clarence and Harry 
otter leaned on their canes (Courtesy of 
Joe Keyhole) and sold and sold and sold 
and sold and sold. Handsome Bob Conkey, 
the tall Mendota Genius, stood by and 
ew in a well selected adjective from time 
© time. Keyhole envied the Field Draft 
oys for their wonderful location and beau- 
tiful scenery that dashed by constantly de- 
Neting phone messages. Featured was the 
d new “R. C. Model” along with the 

» the Scotty, The Barochek, the M. G., 
€M., and the Incinerator Draft Controls. 
let's lift the lids for a fine job well 

5 by Fay Kinne, Henry Ramsberg and 
miling “Get A Carload Order” Westlund. 
Acidentally Ray will have some good news 
all of us soon. Keyhole peeked! 
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It was bound to come: “3-D Home Heat- 
ing and Cooling Systems.” Illustrated in the 
General Electric Air Cond. Div., booth. The 
*“3-D” means “Three Directional Air Flow 
—Up, Down and Horizontal.” This was 
probably the best lighted booth in the Show 
with latticed glass roof consisting entirely 
of fluorescent sections. One unique feature 
was a complete house window built into one 
of their walls, with curtains, illustrating the 
Air-Wall Register, which does not disturb 
drapes. 

They also featured the brand new Oil 
Boiler (LAH), which is a departure from 
their consistently round shapes, for it is in 
a square jacket. Bill Sneltjes, a young man 
tagged for great things, and Sam Levine, 
hardest working guy in the air conditioning 
business, handled things all week until Sam 
completely disappeared. They offer 4,784 
heating-cooling combinations from 50 basic 
G-E heating and cooling units, for comfort. 
Their “6-Point Profit Plan,” according to 
Bill, means gold to them thar dealers! 

Commercial Filters, from Melrose, Mass., 
had their usual high quality booth—in men 
and materials—with Ralph Fielding, Jim 
Chisholm, Cliff Corwin and Herb Wilson 
telling Keyhole about their Fulflo Filters and 
Honeycomb Filter Tubes. These gentlemen 
supply products from an amazing, new and 
beautiful factory. Seeing it kept Joe Keyhole 
speechless for one afternoon, and that’s an 
accomplishment! Their exhibit was convinc- 
ing, too. 
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Keyhole never saw anything like it! We 
refer to the new Herco HLP-1 low-pressure 
burners firing into specially made glass 
chambers, on a waist-high table. What got 
the dealers, was the simple dial for varying 
GPH from 14 to 3 or intermediate capac- 
ities, and which automatically changed the 
air input with it by means of a hidden 
mechanism. John Stauffer, Harry Rohrer, 
Ray Mummaw and Dick Williams would 
challenge any others for the busiest booth. 
The interest was intense. A really wonder- 
ful example of showmanship. Congrats, 
fellas. And John Stauffer favored the crowd 
by bringing the lovely Mrs. Stauffer to 
the Banquet. 

Detroit Controls displayed Belknap 
Valves, ““Weatherbrain” Controls, and the 
Arcoflame Standard Control set, along with 
their other itemis. We like an advertising 
guy like Paltz who will pitch in and help 
with the Booth. Other Detroit men who 
told the story were Spike Thorndike, now 
a New Yorker, Joe Page, R. M. Bard, 
J. W. Carlson, Ben Bambard, Bert Sell, 
S. A. Anderson and S. A. Leinvard. Who- 
ever thought up the idea of spraying 
“Aqua” Sherwin-Williams paint around the 
booth was smart. It was real pretty. Come 
again, fellers—Keyhole needs people like 
you to back up his “Quality Products” 
campaign. 

Power in display was demonstrated in the 
Iron Fireman Exhibit. They had Boilers, 


Furnaces, Commercial-Industrial Units, the 
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Vortex (we got dizzy watching the ping 
pong balls go around) burners, and other 
high class Iron Fireman Products and men. 
Bill O'Neil, Cy (Gray suit—red tie) Burg 
(Who doubles in brass by dancing for us at 
the banquet), Ernie Webb, Dale Wylie 
(the expert advertising man), S. H. Beach, 
A. E. Atchison, Foulds, Bailey, Lunt, Storti, 
Wright, and many others insisted that “Iron 
Fireman Is The Best Buy.” They also had 
a few hundred thousand choice words to 
say about “Selectemp”—most remarkable 
thing we've seen in years. (Keyhole is just 
plain losing step, boys!) 

“Keep Everything Under Control With 
Crise’ was the guiding Line—oops, we 
mean Light—with that well dressed fella, 
Sales-Manager Gene Bishoff. The FAL40 
Fan and Limit Control was the focal point 
of a “Giganto” amount of interest in the 
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snappy blue booth with the vellow horder. 
F. G. McCloskey—the big Injun with Crise 
Control—and L. R. Preslau and Dale Kas- 
tle told the people which controls to choose. 
We could see those orders piling up on 
that bookshelf arrangement they had. Key- 
hole thinks “Crise Has Got IT” this year! 

Welcome now to an exhibit that was 
practically an event—Preferred Utilities, 
Rigged for Results.” They had the only 
packaged steam generator in the Show-— 
sitting there in all its power and grandeur. 
Also on display their new “Thermopack”™ 
complete front end assembly—burner, com- 
bustion chamber, controls—for adapting to 
existing boilers in the field. They won the 
tall-story-telling 
Bohn (practically no contest) while Bill 
Bohn did all the work around the place. 
Gentleman Jack Kaplan, Carl Shields (the 
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1050 Gallon — I! ton Dodge with 
7:50x20 8 ply tires; complete $4,078. 
1350 Gallon — 2 ton Dodge with 
8:25x20 10 ply tires; complete $4,488. 
1500 Gallon "Special" Dodge; V8 
engine; 133 h.p.; complete .... $4,773. 
1600 Gallon — 2!/ ton Dodge with 
9:00x20, 10 ply tires; complete $5,286. 
1750 Gallon — 2!/2 ton Dodge with 
9:00x20, 10 ply tires and 19,000 Ib. 
G.V.W. chassis; complete .... $5,478. 


All base prices include 2 compartments, 
full skirting, top shrouding, electric or 
“Fluid Drive’ reel, 125 feet of Ii," 
hose. Rear or side installed equipment 
and variations in basic specifications 
available in all sizes. Other tank sizes and 
prices on request. Consideration given to 
state and local requirements. 
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Brothers 




























Ask for prices and specifications on 


YOUR CHOICE OF ANY MAKE CHASSIS 





"Richmond, Ind. 


Rochester, N. Y. 


2100 Gallon — 3 ton Dodge with 10:00x20, 12 ply tires: complete 
2500 Gallon—3!/2 ton Dodge with 11:00x20, 12 ply tires; 100% air brakes; comp. $7,916. 
3300 Gallon — 4 ton Dodge; specifications on request; complete 








*includes chassis, tank, pumping 
and metering equipment 


All prices above include Fed. Tax. Tank prices 
on other make chassis and trailer prices with 
specifications on request. 


Send for FREE CATALOG FO 


HAWTHORNE, N. J. 
HAwthorne 7-2100-01-02 


300 LINCOLN AVE. 
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Chastity Belt Tycoon), Joe Arden , 








Ralph Torrson, completed the crew, (Hi 


yah, Joe—you joined up with a good oy 
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Keyhole ought to know. And they 












old Keyhole’s spirits up. What would dy 











industry do without Dick and his mig! 


phone?) 


Ole Joe Keyhole swears he seen it in dy 


Waterfilm Booth. The insides of boilers jus 
plain disappeared. It was a trick with 4 
shadowbox (now you see *em—or do you?) 
that made cutaway and outside views of the 
Venko package units appear and disappea: 
Art and Ken Hanson, Bob Steele, Vj 
Butler, John Deane and Bill Gray scared 
the hell out of us with that one. Good 
boiler, that Venko. Installed as “Quick a 
Hello and Goodby.” 

Big plans were cooked up at that Mid 
Show meeting held by Bill Steinen, Larry 
Knapp, Jesse Tankel and Bob Hundley of 
the Steinen Mfg. Co., for their 18 Steinen 
sales reps at the Show. They had a mag 
nificent line of accessories in No. 969, and 
even when those boys turned their backs 
they were selling you—-with “STEINEN” 
in big black letters stitched on the hack 
of their shirts. Their new “Tool”—the 
Steinen Nozzle Guide—got a big play, 
(Look, friends, Keyhole ain't lookin’ for 
no competition—pulleez!) 

The “BIG” News at the terrific Sun 
Ray Exhibit was about the “Little” News 
—the Bantam Burner—*“Min!mum Dimen 
sions, Maximum Quality.” It was introduced 
by Gabe Marin (their genial master-mind), 
Al Metzger, Al Luft, Bob Adcock, Herb 
Fowler, Meyer Breasen, Frank Seifert, 
Marty Sones, Burt Vickery (how did that 
guy get all the way up here, you all?), 
Emmons Nickerson, Jack Maxwell, Marvin 
Hendler, Bill Oliver, and others too numer 
ous to mention. They practically took over 
the 300 Aisle. Leventy thousand burner men 
crowded around one corner of the booth to 
watch the Bantam firing. Their telephone 
helped while Keyhole was biting his nails 
—thanks Gabe! And thanks for bringing 
the lovely Mrs. Marin to the Show. She 
proves that Oklahoma can produce beauty 
as well as oil! 

Ted Smoot, the Primer man, who knows 
the refrigeration cycle and cooling in con 
nection with heating, as do few others, came 
in from Adrian, Mich., to see us, and give 
the boys a speech that was a red-hotait’ 
cooled-wow! Keep goin’, boy—we need 
you! 

Sooner or later practically everybody at 
the Show sought out Delco Heat's space 
along the backstretch to examine that high 
ly competitive furnace everyone's talking 
about. T. J. Affleck, Jim Williams (the 
Hammond Organist), R. A. Lyons, W. J. 
MacArthur, Dick Reddington were among 
those proudly explaining their new heat 
ing/cooling “Conditionair,” and the glass 
enclosed hi-boy cutaway unt. Next stop 
for this beautiful display: Steel Pier, At 
lantic City. 

That sharp looking blue and yellow 
booth next to the meeting hall entrance 
was H. A. Thrush Co. from Peru, Ind. 
“Thrush Quality” was quantitatively dis 
pensed by Ed Noland, Lind, George For. 
G. O. Johnson, L. D. Grose, W. J. Johnson, 
R. E. Clegg, T. E. Fahey, and everybody 
who listened was impressed. All the Thrush 
products for Complete Thrush Systems 
were shown and the customers seeme ‘t 
like it. Poor old Joe Keyhole tried to cate 
ourselves a nap on one of those nice, solt 
red leather couches, but the multitude kept 
him awake. Nice work, boys! __ ae 

That ever-popular Jim Crombie was = 
official greeter in the Henry Furnace boot 
from Medina, Ohio. A large display ° 
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Proving grounds” for petroleum meters had their begin- 
ings many years ago, when Neptune engineers first 
vised “round-the-clock” endurance tests. By compress- 
g the long lifetime of a meter into a relatively short 
ime, every detail could be examined quickly and pain- 
ckingly for unsuspected weaknesses. Newest step in 

ptune’s continuing search for improvement is this Test 
Pont at Wallingford, Conn., capable of challenging the 
biggest meters made. 

Red Seal users have benefited in many ways. For 
instance, early tests proved that wear .. . and meter 
inaccuracy caused by wear . . . could be controlled if 
achining techniques were developed to a higher degree 
of precision than existed then. The tests guided us in 
pioneering the required new machining techniques, gaug- 
ng and quality control. They have helped develop many 
”w materials, simpler, sturdier register mechanisms, 
high-flow Auto-Stop valves, and hundreds of other tested 
details, The results can best be summed up in Red Seal’s 
ration-wide record for sustained accuracy and low 
naintenance, 

You can select with confidence Red Seal meters for all 


four tank trucks and bulk plants . . . for accuracy you 
con bank on. 


NEPTUNE METER COMPANY 


50 WEST So0th STREET « NEW YORK 20, N. Y. 


tranches in: 
~ pod a F-aagenig * BOSTON - CHICAGO + DALLAS + DENVER 
MO. + LOSA . 
San Pm CITY. MO. « NGELES + LOUISVILLE » PORTLAND, ORE. 
CAN 
mae FACTORY: NEPTUNE METERS LTD., 
HORE RD., TORONTO 14, ONT. 





















Simultaneous endurance tests 
can be run on several meters in 
this maze of pumps and pipes. 
At right of center is a new 4-in. 
650 gpm. Red Seal bulk plant 
meter through which more than 
35 million gallons have been 
pumped without appreciable 
change in calibration. Modern 
meter provers are shown in 
background. 





hat Neptune's New Proving Grounds 
Mean to You 








Neptune’s new Test Plant sim- 
ulates actual conditions of pe- 
troleum bulk plants .. . it’s 
practically a complete bulk plant 
in itself. With extensive me- 
chanical and metallurgical test- 
ing facilities at Neptune’s main 
factory, it gives Red Seal users 
benefits of finest liquid meter 
proving grounds in the world! 





Accuracy, viscosity, pressure- 
loss, and other operating tests 
are being conducted continu- 
ously on this equipment inside 
the building. New engineering 
data will be helpful to you in 
selecting and installing Red Seal 
meters most efficiently. 








Thirty of these Neptune testing 
units are strategically located 
throughout the country for check- 
ing and calibrating tank truck 
and bulk plant meters. They are 
supplemented by portable test- 
ing equipment. Though they 
don’t serve a “proving grounds” 
function, they are vital in keep- 
ing your meters always on 
the job. 























. . » Joe Keyhole 






Moncrief furnaces, and a year-around air 
conditioner was a big attraction. The story 
was “High Quality—Low Price.” Jim stays 
happy and healthy at these shows because 
he gets those healthy orders. Yeah, we like 
you too, James. E] Mirro! 

Taco Heaters really needed all that space 
in front of their booth during the times 
when the crowds moved in. Joe Balter staged 
a valiant campaign to keep everybody in- 
formed on Circulators, Tacomatic Valves, 
Paneltrol, and other Taco Products. Genial 
Joe Murphy, the Industry's Friend, came in 
for a while, and Bob Chaffee and Parker 
Tyler (the advertising man who knows the 
score), Bob Tesar, Bill Haney, Ed Conley, 
Elmer Leonard, Wally Johnson and Bill 

\ Sliney did that “Taco, Taco” routine. Their 
new ASME Relief Valve and 214” Pump 
got most of the crowd's and Keyhole’s at- 


tention. (Save a Cane for Balter in 1956. 

That impressive all-blue booth has be- 
come a tradition in recent years for General 
Fittings of Providence. It formed a beautiful 
background for their all-copper tankless 
heaters, as Jack Cotter, Bob Hull, Ed Fain, 
Bill Simms, Bill Near, Vaughan Gooding, 
and Chuck Maine gathered around the 
“GF” Monogram to tell about their “25 
Years’ Experience in Tankless Design.” 
(Did Horace Horton come in without Key- 
hole seeing him?) Joe likes the way these 
guys do business! Very sincere! 

At the high-grade Torrington Mfg. Co. 
booth they accomplished the practically im- 
possible by weighing air, with a pair of 
scales thrust from their new high delivery 
AiRotor. They showed the 2 new diameter 
(5'¥y” and 534”) oilburner blower wheels 
and reaped a whirlwind of attention and 
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COMMERCIAL FILTERS COR 


2 MAIN STREET, MELROSE 76, MASSACHUSETTS 





MICROSCOPIC CLARIT 


~ 


The selected cotton in FULFLO's Honeycomb Filter Tube is first 
refined to practically pure cellulose fibers, and then spun to a yarn- 
like roving and wound in controlled honeycomb pattern on open 
metal supporting cones. This unique construction forms a network 
of diamond-shaped filtering tunnels. Each tunnel is traversed by 
many successive fine filtering films which clean every drop of fuel 
oil again and again to microscopic clarity. 


U S. PAT. OFF. 
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business. Dud Robinson, Roger Lyman Jim 
Fry, Bob Gordon, Jr., Chuck Hathaway 
Bill Cashen, L. E. Hennequin, ct al, wel, 
comed the entire industry at times, i 
seemed. Those boys from “Air Center 
U.S.A.” sure know how to make the whee). 
go around, and the breezes blow! 

A circus-like canopy drew all comers ty 
the excellent Fluid Heat exhibit right inside 
the main entrance. It turned over a terraced 
table in the center of the booth, which 
carried the entire line in miniature. The 
sides of the table showed covers of the 
national magazines in which Fluid Heat ad. 
vertises to consumers. Featured item was the 
SU75 warm air unit. All their furnaces 
had one plastic side to the jacket, making 
the insides visible. Slim Donahue, who 
master-minded the Show itself, lent his dig. 
nified presence to sales talks, along with 
Tom Carson, Jr., the sales manager who 
knows what the dealers want, Tom May, 
the ad magician and R. T. Demarest, their 
hard-working young Red Oak, Iowa, boy 
(Assistant Sales Mgr.). Bill Brannan was { 
out in Indiana at a meeting designed to 
fence in the profits. Old Joe always expects 
the best of everything from this fine Balti- 
more organization, and is never disap 
pointed. (Slim brought charming Mrs, 
Donahue to the banquet. ) 

Shell Oil presented the usual distinctive 

exhibit—a yellow background with pictures 
illustrating “Shell Research and Engineer 
ing.’ Jack Minner missed it, being at the 
API, but Bill Sullivan, Coleman Mockler, 
Harold Hunt and Watt Tyler came out of 
their Shells and took a good look at things. 
Is it true you are going to put peppermint 
in the fueloil next year, boys? 


Whoza poet at Internatonal Heater? One 
of their earliest furnaces on display in 
spired these immortal lines: “Ever Since 
1843 (As you can plainly see) We've 
combined our heating duty, With exteriors 
of lasting beauty.” Ah! You couldn't miss 
the “International Economy” display, with 
their down-front location, and lively booth 
colors in blue, green, yellow, and red. Jack 
(He Knows The Field) Hildebidle, Irving 
Barber, Elwood Hesch, Millar Wheeler, Bill 
Hutchinson, J. D. Bond, W. R. Landmes 
ser, M. N. Johnson, and J. T. Bennett, 
made the “Internaional Position on Dealer Her 
Profits’ sound good to a lot of visitors 
(Millar Wheeler had a happy birthday dur the 
ing the Show, watching sales jump.) ) 

Them boys from Rochester Manufactur 
ing really know how to live. Their luxurious 
booth was even equipped with TV, so you 
could relax while ordering those Rochester 
Universal tank gauges with the new plastic 
heads. Clark ““Three-Million” Hastings was 
biting his nails, waiting to become a new 
granddaddy. The vivacious Mrs. Hastings 
didn’t make it this time—too wrapped up 
in her shiny new convertible. Johnnie Ker 
shaw held some time trials on the Penné. 
Turnpike on the way to the Show, but the 
State Police won. Bill Debler, Jr., was ™ 
hand, while Bill, Sr., stayed in New Eng 
land to dig up more orders. 

The Morrison quality—“You Get So 
Much More With Mor-Sun”—story Wé 
out in the open, as Sam Morrison, Jack 
Kohnstamm, Johnnie Farrar, Clay Stahlka, 
Walter Duffy, Dave Grant, Sam Neide 
Berg, Allard, Greenberg, Schwartzmuller, 
and McHugh proudly stood by those cole 
pletely-exposed cutaways, and told the ‘high 
profits” story. A new summer airconditiones 
and wall furnace provided the main feature 
Clay’s new spring promotional program 
for year-round airconditioning is pacté 
with high-class, effective punch. 


(Please turn to page 142) 
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Here’s why 
they’ll buy 


NEW 


OIL LO-BOYS 


assembled 


Economy 





The Finest in Home Heating 


since 1842... 





Heater Co., Utica 2, N.Y. 
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EVERYBODY'S TALKING ABOUT 


ECONOMY" 


ANYBODY who gives a rap about economy (and 
who doesn'‘t?)—is sure to end up ina buying frame 
of mind, when you show him the value- packed, 
performance-tested furnaces in the new Interna- 
tional Economy® line — biggest in 112 years! 


Knock on any door... 


Big house...small house...any house needing heat 
—Economy opens more doors to you! With Economy, 
your customer has his pick of fuels (oil, gas, coal) 
—has more models...types...and features to choose 
from. But your big “talking” point—the point that 
sells more customers—is the downright economy of 
every International furnace. Year in, year out, an 
International Economy heating system operates for 
less...and so dependably that it almost never needs 
“tending by the customer—or “mending” by you! 
Your profit’s clear. 


Interested? Want to talk about it? 


See your distributor—or write: Dept. F-10 
International Heater Co., Utica 2, New York. 


Models: OL-85 OL-95 OL-III 


10-YEAR WARRANTY on Heating Element, Combustion 
Chamber and Casing! 


@ Ratings up to 112,000 Btu. Output. 


Available with or without Vestibule. 
Handsome Heavy-Gauge Cabinet. 
Easily Convertible to Gas. 


Completely Assembled at the Factory — Easier 
Installation. 














Accessory Div. Requests 
Modification of Shows 


AT THE ANNUAL meeting of the OHI 
Accessory Div. during show week at 
Philadelphia the members made rec- 
ommendations to the Institute’s board 
of directors for some changes in ar- 
rangements for future shows, Briefly, 
the proposed revisions are: 1) that the 
expositions be open to the public on 
not more than one day, if at all; 2) 
that they be held in early April when 
this does not conflict with religious 


holidays, otherwise in late April; 3) 
that future expositions be closed on 
Sunday. Among all manufacturers ex- 
hibiting, 37 were oilburner manufac- 
turers and 92 accessory manufacturers. 

The accessory manufacturers also 
requested the board to continue the 
practice of having expositions only 
each alternate year. There had been 
some sentiment in board meetings fa- 
voring smaller regional shows each 
year. The division also voted to con- 
tinue its annually sponsored luncheon 
for another year. 











SHARPSVILLE 
TRUCK TANKS 


built to your needs 


Bivery Sharpsville Truck Tank, standard 


or custom-built, has the same quality features. 


Four basic designs are available, each with dis- 


tinct advantages in appearance and utility. One 


of these can be built and equipped to suit your 


requirements. Tell us what you want. We'll 


send you complete information. 









@ Vertical or sloping rear, 


Four 
Basic 


Models 












specialty cabinets, can racks, 
piping, pump systems, all to 
your requirements. 








BUILDERS OF TRUCK TANKS, STORAGE TANKS, 
PRESSURE VESSELS AND AUTOMOTIVE FIRE APPARATUS 
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The accessory manufacturers meet, 
ing, with 24 members present, had as 
chairman Bruce Olson, Sundstrang 
Machine Tool, and as secretary Rob 
ert Gray, FUELoIL & Om Heat, 


> 
“2 


Wolf elected Chairman of 
OHI Distribution Division 


AT THE ANNUAL MEETING of the Dis. 
tribution Division, Oil-Heat Institute 
of America, Inc., on May 17, George 
H. Wolf, Jr., York, Pa., was named 
national chairman. At the same time 
W. E. Allman, Dalton Coal & Supply 
Co., Gary, Ind., was named vice-chair. 
man for the Midwest and Robert D, 
Watt, Electro-Watt, Inc., Seattle, 
Wash., was re-elected vice-chairman 
for the Far West. 

Wolf succeeds Alfred Hegeman, 
Wauwatosa Fuel & Supply Co., Wau 
watosa, Wis., who acted as chairman 
of the meeting up until the election 
took place. He introduced Fred S. Bur. 
roughs, national secretary of the Di- 
vision, who gave a detailed report of 
the past year’s activities. 

He reported a growing deficit in the 
Division’s operation, which he e 
plained as resulting from a loss in the 
sale of promotional materials and an 
excess of normal operating expenses in 
relation to regular income. To alleviate 
the condition Burroughs suggested the 
necessity to explore the possibilities of 
increasing dues, curtailing some activi 
ties or allowing the Distribution Divi 
sion to participate directly in a larger 
share of Exposition revenue. 

In reviewing the reasons for losses 
in the sale of promotion materials con 
tained in the Treasury of Advertising, 
Burroughs felt that some items weft 
priced too high, some were not needed 
and others did not contain the right 
selling slant. Answers to these cof 
plaints, he continued, have been found 
and will be corrected in any future 
issuance of such materials. Also, Bur 
roughs reported that on’ May 5 there 
was slightly more than $4,000 worth 
of promotional materials in inventory 
and that he felt these would be div 
posed of within a year. 

Other promotional material pr 
pared by the Division during the past 
year include ari operators manual 10! 
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CAN YOU TELL AT A GLANCE 


WHAT’S MISSING FROM THIS PHOTO? 





You're looking at the industry’s newest, most complete line of hot 
water heating equipment. Only thing missing from this broad 
Dunham line—the boiler. You can get everything else you need 
..- Including radiation ...on one order to Dunham. And every 
item shown has special design features. 


Dunham Vari-Flow® Indoor-Outdoor Temperature Controls for ex- 
ample, are fully automatic ... balance heat output with heat 
demand created by change in outside weather ... require no 
seasonal adjustment after original control settings are made. In 
addition, they are simpler in construction, easier to install and 
less in initial cost than most similar controls. 

_Vari-Flow Indoor-Outdoor Temperature Controls are used on all 
single- or multiple-zone hot water heating systems... whether oil, 
coal or gas fired. For further information, clip and mail the coupon. 





RADIATION * UNIT HEATERS * PUMPS * SPECIALTIES 
QUALITY FIRST FOR FIFTY-ONE YEARS 
C. A. DUNHAM COMPANY * CHICAGO * TORONTO * LONDON 











A 




















DUNHAM VARI-FLOW CONTROL 
Immersion bulb and capillary 
wrap-around types available. 


C. A. Dunham Company 

Dept.FOH-6, 400 W. Madison St. 
Chicago 6, Illinois 

Send complete Hot Water Line Literature 





Name bn EP 
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City__ Zone____State______ 
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fueloil truck drivers, truck posters, dis- 
play signs for dealers and a 1955 
calendar. 

To assist organizations and individ- 
uals in preparing local campaigns to 
advertise oilheating, the Distribution 
Division recently prepared an Idea 
Book. It contains a collection of the 
industry's most effective newspaper ad- 
vertising which can be adapted for use 
in individual marketing areas. 

Burroughs reported that during the 
fiscal year the Distribution Division 
had added 14 chapters, plus a net gain 





of 418 individual companies. 

He concluded with the observations 
that all the specific instances of activity 
he had cited were in addition to the 
great amount of routine work that the 
office staff undertakes. The Division’s 
major problems, Burroughs said, are 
financial and in the inertia of many 
of the members. 

Chairman Hegeman echoed this last 
sentiment by commenting that he an- 
ticipated further expansion in Distri- 
bution Division activities, but that it 
would require an expansion of serv- 








Tuts is the original Shell-Designed Combustion 
Head. It produces the highest efficiencies known to 


oilburning. 


There is only ONE Shell-Designed Combustion 
Head. Like all outstanding products, you will find it 


imitated. When installing an oilburner, make certain 


it is equipped with the original Shell-Designed Com- 


bustion Head, and not a substitute, to insure trouble- 


free performance and highest efficiency. 


The Shell-Designed Combustion Head is manufac- 


tured under license from the Shell Development Co. 


and is available to burner manufacturers only. 


Manufactured by 


MODERN DIE & MACHINE CO. 


166 PLEASANT ST. BOSTON 25, MASS. 
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ices and more active cooperation from 
a greater number of the members, Up 
until now, he continued, a few have 
been carrying the load. 

The election of Wolf as chairman 
followed, along with the naming of 
Distribution Division representatives 
to serve on the Institute board of direc, 
tors. 

Wolf spoke briefly, commenting 
that the Division has come of age in 
that the industry has accepted it aga 
necessity and, in general, regards it in 
its true light as a vital segment of the 
oilheating business, 


o, 
“~~ 


Engineering Committee 
(Begins on page 87) 


with ignition spark off, (3) sometimes 
helpful to good combustion, (4) great. 
er with low excess air, (5) not related 
to the use of heavier or lighter fueloil. 
Also, the use of constant or intermit- 
tent ignition could result in different 
COz readings. 

K. H. Flint of Ingersoll Steel Divi 
sion, AGA Appointee to the Commit. 
tee spoke, adding points on the nature 
of the project, followed by S, C. Mar. 
shall, Minneapolis - Honeywell, also 
AGA Appointee, who outlined why 
control manufacturers are interested 
in the flame pulsation problem. W. 5 
Quimby, The Texas Company spoke 
and was followed by E, O. Olson, 
Delavan Manufacturing Company, 
who contributed pointers on practical 
methods tried and abandoned by deal. 
ers and servicemen in connection with 
pulsation problems. This led to discus 
sions of folklore, old wives’ tales, and 
homespun remedies in relation to on 
the-job necessity of ending pulsation 
trouble then and there. 

B. A. Landry, representing Battelle 
Memorial Institute and accompanied 
by Mr. Putnum of the Institute, 
plained the complexities of determin 
ing to run down flame pulsation via 
laboratory methods—at least sevei 
ways exist to get linkage between rev 
onance innocent, at least at the statt, 
and basic causes, Ted Smoot concluded 
by outlining precisely why Battelle 
Memorial Institute had been selected 
to do the Research work, At the speak: 
ers’ table, not listed earlier, was Dave 
Bottrill of OHI in his official capacity. 
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To: THE SILENT GLOW OIL BURNER CORP. 
850 Windsor Street, Hartford 1, Conn. 


speak: = *\ A great achievement in Rush all the facts on your sensational “Invader” 
; Dave CD oil burner engineering. price offer. 
pacity: Name... 
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by 
J. W. Schulz 


lage FROM READERS always are 
the result of an exam appearing 
in FuevoiL & Or Heat, and the com- 
mercial-industrial examination in the 
March issue was no exception. It 
brought in dozens of letters, many of 
them exceedingly detailed. 

Here’s the first letter that came in 
about the examination: 

The commercial-industrial oilburner 
examination in the March issue was 
excellent and should find wide use 
among dealers in testing prospective 
servicemen and in ferreting out the 
weak spots of their present service 
crews, 

Of course there is one very impor- 
tant requisite of a good serviceman that 
examinations of this type cannot point 
out. That is basic mechanical ability. 
Combustion and heating “know-how” 
is necessary but the practical ability or 
just common “horse sense’’ is also found 
in a first-class serviceman. 

I must say I stumbled badly on the 
23rd question, I automatically figured 
7,000 sq. ft. EDR steam for a 35-fam- 
ily building, for I used the rule-of- 
thumb frequently used in the New 
York area which allows 200 sq. ft. 
EDR per family and includes piping, 
pick-up and hot water. I could not 
reconcile your answer until I went 
over the question more carefully and 
of course then noted that you ask for 
standing radiation only—which ac- 
counts for the difference. 

Hugh M. Swan 


Superior Combustion Industries, Inc. 


Here’s a high authority commenting 
on the examination: 

Our engineers have already sent me 
a copy of their comments on your big- 
burner examination, p. 74 of the March 
issue, I will quote them to you ver- 
batim: 
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“We would say that the questions 
presented in the oilburner examina- 
tion cover a very broad field, are well 
selected and interestingly worded. A 
serviceman passing this test certainly 
would have a good theoretical knowl- 
edge of his business. 


“We note one technical error. Ques- 
tion 5 should read ‘rate of one kilo- 
watt in an electric fueloil heater’ omit- 
ting ‘per hour.’ 

“The answer to question 15 is de- 
pendent upon many conditions apply- 
ing to the particular case. Much more 
information would be required to make 
an intelligent selection.” 

Russ 
R. C, Westover, Jr. 
Ray Oil Burner Co. 


Question 15 really was a trouble- 
maker. Several who wrote in about the 
exam took exception to it. Here it is 
again: 

Question 15—A local factory owner 
phones you saying he is installing burn- 
ers that need No. 6 oil heated to 230° 
F., and wants to know which fueloil 
preheating system to buy for his 600 
gph flow rate. You would tell him the 
usual equipment used for such pre- 
heating is: 

A. A small oilheating boiler fired by 
light fueloil and hooked to an oil heater 
of the indirect type. 

B. An oil heating set-up using steam 
provided by high-pressure boilers. 

C. Under-the-waterline oil heaters 
connected to high-pressure boilers. 

D. Steam-type or under-the-water- 
line oil heaters hooked to low-pressure 
steam boiler plus high-capacity electric 
heaters as boosters. 

Answer “B” was listed as correct on 
p. 169 of the March issue, It was felt 
that usually high-pressure steam is used 
to heat a high flow rate of fueloil to 
temperatures above 200°F. Notice the 
word “usual” in the question. The set- 
up described in answer “A” would be 
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Comments on Industrial 
Oilburner Examination 


Commercial-Industrial oilburner Examination in March Issue too tough for Experts! 









decidedly unusual, we felt, and “ 
small oilheating boiler” cannot produce 
the high-pressure steam needed to heat 
fueloil to 230°F. Answer “C” is mani. 
festly incorrect—under-the-waterline 
heaters are not used on high-pressure 
steam boilers for well-known reasons 
related to safety. 







We've never heard of a job using 
the arrangement described in answer 
“D,” with an oil rate up around 600 
gph and final oil temperature around 
230°F. 








Another enthusiast for Ray oilbum 
ers prepared notes on Question Ii 
while at the oilburner show in Phila 
delphia the week of May 16-20, His 
name cannot be given here, but since 
he took the bother to assemble thes 
words of wisdom, we present them here 
rather than to waste his effort, Experts 
on commercial-industrial burners can 
read between the lines and detect that 




























he is sales-‘minded and thinks along “y 
certain, well-known lines, His words: be 

True and as the text accompanyin; 
the examination warns, the question wi 
are tough! fo 

Having given this matter most thor va 
ough consideration, I must draw atte 2 
tion to Question 15 about a factor he 
owner asking which equipment usual) bu 
is used to raise to 230°F. a flow rate 0 po 
600 gph of No. 6 oil. ful 

First, not enough data are given oo 
justify your indicated correct answe' eff 
that high-pressure steam oil heater hir 
should be used by the factory ownt’ Lil 

Second, any oilburner dealer who ‘ ex 
asked that question certainly shoul Co 
delve into the reasons for heating S 
fueloil to 230°F., because the facto" ri 





nthe 





owner, obviously not well versed i 
art of burning heavy fueloil, should be 
taught many things about many typ 
of burners. For one thing, he should 
informed that he possibly could 
‘to great advantage perhaps, industr™ 
burners that do not need fueloil heat 
to the high temperature of 230°F. 
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“With more than 15 years experience selling Fitzgibbons steel 
boilers, we just naturally selected one to heat our own show- 
room and warehouse. Our trade tells us regularly that you 
can’t beat a Fitzgibbons for a quick, easy installation that 
will give the customer years of economical, trouble-free per- 
formance. And that’s been the story of our own Fitzgibbons 
installation.” 


The Fitzgibbons “80” Series boiler, used by this heating whole- 
saler, has an established reputation for dependable, low-cost 
heat and hot water for small apartments and commercial 
buildings. Its design features include... large, properly pro- 
portioned firebox for clean, efficient firing by oil or gas... 
full-length firebox crownsheet for rapid internal circulation . .. 
multi-tubular construction which extracts more heat from the 
combustion gases ... and easy maintenance of its original high 
efficiency since all fire tubes can be reached through the 
hinged rear fire door. 

Like all Fitzgibbons Boilers, the “80” Series is built to meet or 
exceed the A.S.M.E. Code, hydrostatically tested, “Insurance 
Company” inspected and rated in accordance with the S.B.I. 
For complete information on the “80” Series, write Fitzgibbons 
Boiler Company, Inc., 101 Park Avenue, New York 17, N. Y. 
for Catalog 80-10. Address Dept. FO-6. 


Says Harold Alport, President 
A. Alport & Son, Inc., So. Fallsburgh, New York 


~ PLUMBING ana HEATING 
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Questions 1, 13, and 23 are especial- 
ly interesting, for proper answering of 
them depends on judgment and experi- 
ence, These questions are out of the 
realm of book-learning. 

The reason the name of the man who 
wrote the above words can’t be given 
is a dark secret—to our knowledge, 
only three men know the reason, They 
were together at the Philadelphia show. 


& . - « « Comments on C-l Exam 


There's a letter coming up here from 
a dealer whose desire for anonymity 
can be explained. In fact, at the end of 
this letter the dealer himself tells why 
it has no signature here: 

Your commercial-industrial exami- 
nation seemed to be a good idea at the 
time I first saw it. I fondly regard my- 
self as the studious type. My uncom- 
monly large organization employs more 
than 30 experts at domestic oilheating 
and during the past two years started 
to take an interest in bigger burners 
for Nos. 5 and 6 oils. Your examina- 































TAKE 
ADVANTAGE 
OF THESE FEATURES: 


Large, easy-to-read vertical scale gives 
tank contents at a glance. Eliminates 
the cumbérsome measuring stick. 
The gauge can be installed at any 
elevation and up to % of a mile 
away. 


No troublesome moving parts—oper- 
ates on the sound principle of the 
U-tube. Simple, dependable and ac- 
curate. 


Easy to install—the tank assembly for 
the gauge can be installed when 
the tank is empty or when contain- 
ing liquid. It can also be installed 
separately to complete the tank 
work. The gauge can be connected 
any time later. Just tighten one sim- 
ple connection and the job is com- 
plete. 


FOR TANKS 20 INCHES TO 50 FEET DEEP, 
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Save Time and Trouble... 


Install PETROMETER 


Remote 
Reading 


TANK 
GAUGES 


ON YOUR 
FUEL OIL 
STORAGE 
TANKS 
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FULL YEAR GUARANTEE ON ALL GAUGES. 
Write for Bulletin PF Today 





LIQUIDEPTH INDICATORS, Inc. 
43-22 TENTH ST., LONG ISLAND CITY 1, N. Y. 
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tion on big burners fits my patiern per- 
fectly, I decided when I first saw it, 59 
I'll make all my men take it and [’]] 


take it myself. 

What trouble you got me into! 

First, my men held a secret meeting 
and ganged up on me, all refusing to 
take the examination at all. I wrongly 
tried to force them to take it, lost face 
because I was not successful in this. 
Reason the men would not take the 
test was they thought I might down. 
grade or fire aman who got alow mark, 
Without any examination, they were 
doing all right, and they did not want 
to take a chance of altering an all-right 
situation, 

Second, I took the examination my. 
self, got 12 questions correct and 13 
wrong, so deserve a mark of 48%, 

Obviously if you publish this letter 
you can’t put my name at the end of it 
because you'd lay me open to attack 
by both my employees and my com 
petitors handling commercial-industrial 
burners. I am vulnerable. 

I honestly and sincerely think the 
exam much too difficult for an organ 
ization installing only fully automatic 
rotary burners firing up to 35 gph, 

Many others agree with this dealer, 
for the examination that aimed to ke 
tough proved to be too tough for men 
in the class of the complaining dealer. 


“... the questions are very good.” 


The following letter from headquar- 
ters of the Hev-E-Oil burner clique 
was sincerely appreciated, for it con 
tains much food for thought: 

Dear John: 

I want to tell you how much I ap 
preciate the commercial-industrial oil 
burner examination which you gave in 
your March issue. I have given this to 
all the engineers and servicemen im the 
division, telling them that they can use 
any text books they want and take 4 
much time as they want to get the cor 
rect dnswers. 

I gave it to them in this way not 
find out how much they know, but t 
have them find out the things on whic 
to spend their time studying. 

On the whole the questions are 
good. I question a few of your answer 
and perhaps you are interested ™ 
knowing my reasons. 

Question 2: Your answer shows Bis 
per hour per square foot of spa 
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\er Wr 
Barometric’ DRAFT-A-JUSTOR 


100% Statically Bal-E@> _'t pays for itself in a few 
anced. Readily and (ge Months and gives years of 
Easily Installed — clear profit thereafter. 


, Saves 10-30% in Fuel 
1.0n top of breeching Insures Uniform Draft 
Increases CO, Percentage 
Reduces Boiler Maintenance 
Ventilates Boiler Room 
Available in All Sizes. 

















2.0n side of breeching 
3.Under breeching 





| 4.At base of chimney 
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PREFERRED UTILITIES MFG. CORP. 


1860 BROADWAY Dept. OH- 2 NEW YORK 223,N. Y. 








SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 
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Protection 
for 
Oil Burners 
% 


industrial 
Ovens 


Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-flow Switch protects against 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. 
Closes fuel valve if fan slows up or stops. Flashes 
er signal if fan or fuel stops. Safeguards against 
anger from gas fuel failure when used in connection 
with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
va tories Approved. Standard equipment on 
ding products. Write for prices and literature. 














DEWEY GAS FURNACE CO. FREE 
100 E. Baltimore Detroit 2, Mich. CIRCULAR | 
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INDUCED DRAFT SYSTEMS 
sweet 


SELECTED STARTING DRAFT! 


A Draft Inducer is designed to provide a constant draft 
| supply for maximum stack requirements. Without 
| proper controls, it delivers maximum draft at all times. 
But under some conditions, this maximum draft needs 
correction—in particular during initial light off, 
whether on low-fire start, “high-low” burners or modu- 
lating burners, where excessive draft often causes 
starting failure or re-cycling. 


CLEVELAND DAMPER CONTROL 


= provides the 
4 CONTROL FEATURES 
essential to safe 
efficient operation 
of 
INDUCED DRAFT 
SYSTEMS 



























@) STARTING DRAFT SELECTOR—providing pre-determined 
optimum draft for smooth, safe, ignition. When igni- 
tion is completed, damper control goes to full, auto- 
matic draft regulation. 

@ AUTOMATIC DRAFT MODULATION— maintaining ideal 
draft for proper combustion under varying firing rates 
and stack conditions. 

€) AUTOMATIC SEQUENCE OPERATION—providing proper 
draft for all phases of firing cycle, with proper shut-off 
of draft during “off” periods. 

© LOW DRAFT CUT-OFF—providing the safety of an integral 
minimum draft switch that shuts down firing at unsafe 
low draft limits. Time-delay feature prevents nuisance 
shut-downs due to momentary puffs. 


Cnty CLEVELANP DAMPER CONTROL 
can Gite ALL 4S 
Write for complete information. 


The CFE line includes damper con- 
trols, steam controls, electronic smoke 
detector control units, draft, air pres- 
sure and five temperature gages. 


CLEVELAND Fuet 
Equipment COMPANY 


1111 Brookpark Road, Cleveland, Ohio 

















—AND HIGH CUSTOMER 


SATISFACTION ! 















V-BELT DRIVE — 
EXCLUSIVELY 


ENTERPRISE pioneered 
V-Belt drive for Hori- 
zontal Rotary Oil Burn- 
ers. For 15 years they 
have been used exclu- 
sively, for greater effi- 
ciency, flexibility and 
economy ! 


**MEASURED-RATE”’ 
METERING PUMP 


Provides for exact deliv- 
ery of the proper quan- 
tity of oil to the burner 
— regardless of changes 
in temperature and vis- 
cosity. Another ENTER- 
PRISE first! 





commercio 
write to 


















LEAK-PROOF 
HINGE DESIGN 


New burner hinge does 
away with troublesome, 
leaky packing glands. 
“O” rings provide for 
positive, long-life seal- 
ing at this critical point! 


VENTURI -TYPE 
IGNITER 


Preferred for automatic 
starting, the ENTERPRISE 
igniter produces a clean, 
torch-like flame that 
eliminates carbonizing, 
provides failure-proof 
ignition. 
““ANGLE-VANE”’ 

AIR NOZZLE 

Provides full flame pat- 

tern control and efficiency 


regardless of firebox size 
and shape! 





ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, California 


Exterprise | 
DEPENDABLE tt est 
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Didn’t you mean cubic foot of combus. 
tion space? The answer “A” is yn 
doubtedly correct, but I would prefer 
to have “A” read: from 28,000 to 60, 
000 Btu per hour per cubic foot of 
combustion space instead of the 30,000 
to 50,000 you give as correct. Because 
of the great number of types of boilers 
and the high ratings of some, especially 
foreign boilers, this answer should have 
that great a spread. 


A Question of Steam 


Question 15 is not well stated, The 
answer you give is: an oil heating set- 
up using steam provided by high-pres- 
sure boilers. In your question you don't 
even say that there is high pressure 
steam available. Certainly there is 
usually low-pressure steam for heating 
and we find the best practice is to use 
under-the-waterline oil heaters cow 
nected to low pressure steam boilers, 
and electric heaters for starting pur: 
poses when the boilers are cold. In this 
case, answer “D” would be correct. 
Any time high-pressure steam is used 
for heating oil, expensive temperature 
regulators that have high upkeep costs 
are necessary; it is very difficult to 
maintain a constant oil temperature, In 
any case, electric heaters should also 
be used for such times as the boilers are 
cold. I think your question should have 
been worded to show what kind of 
steam is available, whether high or low 
pressure or perhaps both, It should 
have given information about whether 
or not there are periods when no steam 
is available. This would permit engi 
neers and servicemen to use better 
judgment in selecting the type oil heat 
er needed for the installation. 

Question 22 states a rather common 
problem, but I think that the correc 
answer should be first “C’ and then 
“A” before choosing “B.” 

Most of the trouble experienced by 
heavy oilburner people with difficulties 
in heavy oil flowing and with high pré* 
sures is due to small size oil lines, 4" 
I think you will find that we all are 
trying to lead burner installers to “ 
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PREFERRED 


INDUSTRIAL 
ANTI-SYPHON VALVES. 


Non-Adjustable Angle Type 














Heavy Bronze Construction 







eee 


A COMPLETE LINE 
TYPE A—1'%4" to 3”. Maxi- 
mum capacity to 1000 G.P.H., 
even with #6 oil. 

TYPE B—34” and 1”. Maxi- 
mum capacity to 100 G.P.H., 
for #1 to #5 oil. 

TYPE C—%” and 2”. Maxi- 
mum capacity to 30 G.P.H. of 
#1 and #3 oil. 




































Approved by Underwriters’ 
Laboratories, Inc. 









1860 BROADWAY Dept. OH-2 











No. 5 OIL BURNERS 


REDUCE HEATING COSTS... 
INCREASE YOUR PROFITS 


Burn Na. 5 heavy fuel oil. Self- 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details. 


GOOD TERRITORIES OPEN 


C. L. RAYFIELD CO. 


















etter 


2010-18 S. Halsted St., Chicago 8, III. 


| 
Solve Bulk Tank Preheating!!! i | 


REMPE 
"Hot-Spot™ PREHEATER | 


Heats heavy oils in bulk storage to proper flow 
temperature before they enter the suction line 
—takes load off suction pumps. 

Heating medium — 
steam or hot water. 
Construction — all 
steel — connections 
for any diameter tank. 


Write for bulletin 


REMPE COMPANY 


336 N. SACRAMENTO BLVD. CHICAGO 12, ILL. 
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THIS IS WHY 


MAGNETROL 


Gives You the World’s 
Safest Boiler Water f 
WW'7-) ol atine) | 








A magnetic sleeve, 
rising and falling 
within a non- 
magnetic tube, 
“trips” or releases 
an Alnico per- 
manent magnet 
attached to a 
mercury switch. 
Basically, this is 
Magnetrol. 





In boiler water level control, f 
there’s no such thing as being | 
“half safe”. The Magnetrol prin- | 
ciple eliminates the causes of 
eventual failure inherent in other 
controls. 


— am ad 


Magnetrol has infinite operating 
life! “Fail-safe” and fool-proof, 
it almost never requires servic- 
ing, needs practically no main- 
tenance at all. It has no bellows 
to stiffen or rupture... no 
packing to bind or leak . . . no 
diaphragms to fail . . . no elec- 
trodes to corrode or short. 


Its cost? Very little more than 
any ordinary control! Magnetrol 
Units are available in single or 
multi-stage models for all control 
applications. Standard boiler 
units for pressures of 25 to 600 
Ibs. WSP. 


MAGNETROL, Inc. 


Get the Full Facts on this More 
Positive Boiler Water Level Con- 
trol Now. 














Gentlemen: Please send me Catalog Section III and full informa- 


MAGNETROL, Inc. 2104 S. Marshall Blvd., Chicago 23, Ill. 
tion on Magnetrol Boiler Water Level Controls. 


COMPANY NAME 
ADDRESS. 


NAME 
Sa 

















ANOTHER GOOD REASON FOR SELLING 






















1. DUAL PUMP RESERVOIR 
2. VOLUVALVE FUEL REGULATION 
3. PRECISION AIR-OIL CONTROL 

(4. EXTRA LONG NOZZLE 


5. SURE FIRE IGNITION 
6. HIGH SPEED BELT DRIVE 














Facilitates Installation 

under Deep Boiler 
Water Legs and Permits 

Erecting a Thick, Long-Lived, 
Self-Supporting Front Wall and 
Combustion Arch 


This results in longer refractory life, better front insulation 
and reduced maintenance. 

A built-in adjustable air guide permits shaping the flame—long, 
medium or short, bushy—to suit combustion chamber conditions. 

The long nozzle, combined with the patented Throttle Control 
and other important, built-in features, make Preferred Horizontal 
Rotary Heavy Oil Burners the most efficient for uniform, auto- 
matic combustion over the entire firing range in all types of fire 
and water-tube boilers. 

Preferred Heavy Oil Burners are available from 12 to 175 
G.H.P. and 45 to 525 B.H.P. They are also made as combination 
oil-gas burners with quick, automatic change from one fuel to 
the other. 




























Bulletin 175 tells why it’s good business to install 
Preferred Burners. 


ee, 
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Approved by Underwriters’ Laboratories, Inc. 


PREFERRED UTILITIES MFG. CORP, 


1860 BROADWAY DEPT. OH-3 NEW YORK 23,N. Y. 
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larger lines with heavy oil because this 
avoids the trouble of excessive oil pres- 
sure. There should be no excuse for 
pressures as high as 175 Ibs. with prop. 
er size oil lines and with the oil kept 
warm in the tank and circulating lines, 

I don’t want you to think that this 
criticism means that this is not a good 
examination because I am sure that it 
is, and I think you might well circulate 
such a test with the corrections noted 
above, 

J. V. Resek 
Cleaver-Brooks Company 

In reply, Mr. Resek received a let: 
ter thanking him sincerely for fine- 
combing the C-I examination and send- 
ing these outstanding comments on it. 
To his question about Question 2, | 
replied, “Yes, I made a bad error in 
Question 2. I ran a correction on p. 90 
of the April issue of FO@OH. In the 
incorrect answers that were listed, I 
intended to say “square foot of com 
bustion space’ incorrectly, I intended 
to use the correct term ‘cubic foot of 
combustion space’ only in “A,” the cor- 
rect answer. Then I slipped up, fox’ 
ing myself into an error whereas the 
usual situation in drawing up such an 
examination lies in my trying to fox 
others into errors.” 

Those who sell, install, and service 
Mr. Resek’s Hev-E-Oil burners—the 
gun-type burners that use No. 5 fuel 
oil—should pay particular attention to 
what he says about oil heating problems 
and about undersize fueloil lines being 
the big cause of excessive oil-line prev 
sures, for of course his words are in 
terms of the burner in which he spe 
cializes. That is clear from reading his 
letter. 


Exam was too tough 


The C-I examination in the March 
issue was too tough—too tough for ex 
perts—to judge by the many letters 1 
ceived which found fault with Ques 
tion 15 or some ather question. That, 
mind you, is to judge from the letters 
received. In field travels, however, ! 
could find quite a few experts in the 
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e This New Revised Edition— 
OIL BURNERS by Kalman 
Steiner, Ch. E., will aid you in 
solving your customers’ prob- 
lems on Domestic and Indus- 
trial Oil Burners, Servicing, 
Maintenance, Operation, Con- 
trols, etc. 


Here is a practical tool, 
which you will want close at 
hand for every-day usefulness. 
From its pages of descriptions, 
definitions, tables, charts, dia- 
grams, methods, and pointers 
you can get the answers to 
question after question no mat- 
ter what oil heating problem it 
concerns. Please mail remit- 
tance with order—only $5.00. 
We prepay postage. 





HEATING PUBLISHERS, INC. 
2 West 45th Street 





New York 36, N. Y. 
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HEATING and COOLING 
EQUIPMENT at its 


Y6CED DEPENDABLE BEST! 


— CONDENSATE COOLERS —WATER CHILLERS 
, — FREON CONDENSERS—FUEL OIL HEATERS 
‘CONVERTERS—INSTANTANEOUS WATER HEATERS 





| Top quality design and construction assure you of 
' long life, plus low operating and maintenance cost 
| with Manning & Lewis heating or cooling equipment. 


Standard sizes and models are available for 
most applications, as well as being furnished of 
material for normal operating service. Special 
conditions will be satisfied by M & L engineers 
upon information submitted by mail or 
directly to our field representatives. 


Heaters or coolers will be supplied to 
A.S.M.E. code requirements 
upon request, 


With Manning & Lewis Heating 
and Cooling equipment “The 


initial cost is the last cost.” 


Literature pertaining to the 
above equipment immediately 
available upon your request. 


2327 


34 Ogden Street wark 4, New Jersey 


SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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commercial-industrial oilburner busi- 
ness who did not find the exam alto- 
gether too tough, These men tested 
themselves, were wrong in two or three 
answers (yes, perhaps because Ques- 
tion 15 and a few similar to it were 
unfair) and rated marks of 88% or 
92%. They had not expected to get a 
mark of 100% and were happy about 
the whole thing. 

But these men did not write letters 
indicating the exam was unfair and too 
tough. They were not heard from un- 
til I looked them up in the. field. 

All this recalls the saying, “One fel- 
low crying makes more noise than one 
hundred fellows smiling.” 

The foregoing paragraphs should 
not indicate that letters about the exam 
are not welcome. Every letter from a 
reader is deeply appreciated. That in- 
cludes letters from readers not pleased 
with certain questions in the exam. 
Because of letters from such readers, 
future exams will be better! 


Commercial-Industrial Section meets 


and holds question and answer Panel 


IGHLIGHTS of the meeting of the 
Commercial - Industrial Section 
meeting, Wednesday, May 19, at 9:30 
A.M., was a scheduled talk by Prof. 
C. H. Pesterfield, professor of Mechan- 
ical Engineering at State College, 
Lansing, Mich, His talk covered prob- 
lems of education in the field of pre- 
paring installers and servicemen for 
expert work on commercial-industrial 
oilburner equipment. 

B. L. Breed of Underwriters’ Lab- 
oratories gave a clear idea of the Lab- 
oratories’ new facilities “out in the 
country 25 miles from the loop and you 
get there only on rubber tires” for 
testing big burner equipment. Cover- 
ing criticism about past delays in test- 
ing burners, Breed pointed out that to 
train an engineer for UL laboratory 
work takes two years .. . UL staff 
now is doubled, having 15 laboratory 


men now whereas it had only six two 
years ago, and having 25 engineers 
now in the department all-told. 

Peter Hicks, Engineer for City of 
Providence, R, I., introduced by Fred 
Beckwith, spoke on the doings of cer. 
tain badly behaved big burners in his 
city, topic of his talk being “Gag ly 
nitors for New England.” Discussions 
of great detail resulted, hinging for 
one point on whether the alleged vio 
lent doings of burners in Providence 
was caused by poor equipment design 
or solely by poor installation or service 
work—or more likely shoddy work of 
switching ignition systems of big burn. 
ers from manufactured gas to natural 
gas. The oilburner troubles of Provi 
dence, being discussed, started at the 
time natural gas was introduced in 
that city. 

Mr. Harry E. Lake, Preferred Util 


QUICK PROFITS . . . EASY INSTALLATIONS . . . SATISFIED CUSTOMERS 






Builders of fine Oil Burner Equipment since 1903 


when you go after 


REPLACEMENTS and CONVERSIONS 


with 


BANKHEAT BURNERS 


Now is the time to replace oil wasting burners with a Bankheat. 
It’s the easiest selling that you can do today . . . selling that will 
make you a profit, and a new set of satisfied customers. 


Bankheat Burners have an unequalled reputation for oil-saving 
efficiency. In thousands of homes they are powering boilers, 
boiler burner units and water heaters. For many years in many 
lands they have been building up a record of economical per- 
formance. They’re fully automatic, precision built, easy to 
install, exceptionally dependable. They are today’s best bet for 
dealers who want sales, May we send you the full story? 


There’s an automatic Johnson 


Burner for EVERY heating need. 


S. T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 


Church Road, Bridgeport, Pennsylvania 


— | 
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ities, delivered a highly provocative 


safety controls for commercial-indus- 
trial oilburners, concentrating on char- 
acteristics of controls he dislikes. Un- 
fortunately at the end of his talk the 
meeting had to come to an end, leaving 
frustrated several men in the audience 
who would have given much to dis- 
cuss with Mr. Lake their preferences 
in safety controls as compared to his. 


Question and answer Panel 


R. C. Westover, Chairman of the 
Commercial - Industrial Section of 
OHI, regrettably could not attend the 
CI question-and-answer panel (an in- 
vitation affair) at Commercial Mu- 
sum, 3:00 P.M., Wednesday, May 
19, Mr. Westover, suddenly ill, was 
hospitalized for two days of the oil- 
burner show. 


Moderator Prof, C, H. Pesterfield, 
of State College, Lansing, Mich., made 
an opening speech and introduced 
panelists J. Van Dyk, O. F, Campbell, 
Reuben Lisson, J. W. Schulz, and 
B. K. Breed. 


The large audience heard unex- 
pectedly many details of big-burner 
doings in Brooklyn, from an audience 
member thoroughly qualified by first- 
hand experience. Problems of increased 
amounts of sulphur in heaviest oils, 
and problems related to heavy oils be- 
coming ever heavier, were handled by 
the panel. Evidently hundreds of 
questions could be put to the panelists 
by the men in the audience—this led 
to not a dull moment at this session, 
but poses the problem as to how to 
arrange for answering of hundreds of 
commercial-industrial questions at fu- 
ture meetings of this type. This meet- 
ing having been all too successful with 
tespect to engineers attending it being 
Prepared to ask questions, future 
meetings of similar nature appear to 
de advisable. 


\/ 
“9 


The Leo M. Rayhill Co., Utica, New 
York, will distribute oilfired automatic 
heating equipment manufactured by 
Iron Fireman Mfg. Co., Cleveland, 
Ohio, in eight counties in New York 
and Pennsylvania. In addition, the 
‘ompany will distribute the Iron Fire- 
man SelecTemp heating system. 
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ADVANCED 
DESIGN 
SETS NEW 
HIGH 
STANDARD 





EASIER INSTALLATION ¢ MORE ADAPTABLE « 
INSURE LONG, TROUBLE-FREE OPERATION 


AUTOMATIC BELT TENSION— 
MOTOR MOUNTED ON SPRING BASE 








INTERCHANGEABLE 
INLET PANELS 















( NO LUBRICATION NEEDED 








FAN AND BEARING 
ASSEMBLY EASILY 
WITHDRAWN FROM CASING 











Wing Draft Inducers furnish positive uniform draft regardless of wind or 
weather conditions. They eliminate the need for tall, costly chimneys. Smoke 
and soot are reduced and boiler efficiency is improved. Higher CO2's and 
better fuel consumption result. Write for Bulletin I-52. 


L.J. Wing Mfg.Co. 


66 Vreeland Mills Road 
Linden, N.J. 
Factories at Linden, N.J. and Montreal, Canada 
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Imo Pumps and reserve Storage 
ease heavy oil Bottlenecks 


| ipa of fueloil delivery trucks 
bogged down by inclement weath- 
er or other disturbances no longer 
haunt management at the Colorado 
Fuel & Iron Corp. steel mill in Clay- 
mont, Delaware. A million-gallon re- 
serve tank installed recently provides 
a comfortable cushion against the 
shock of an interrupted fuel supply. 





[P< SINCE 1926 °* in the applicurion. design sad 
te, of pumps — separators — hydraulic MCESEONIES 


Mito 








“COMMERCIAL & 


INDUSTRIAL 


oilburning 


Ihhin... 


| 





ARTCRAFT 


Direct Fired 


SPACE HEATERS 


», eiminate THE MOST MODERN, ECONOMICAL 
- filter replacement AND FLEXIBLE METHOD OF HEATING 
costs and LARGE AREAS 


supply problem 
uPP yP SERIES "A" FOR 
Kraiss| separators com- 


pletely eliminate costly a 4 © INDUSTRIAL 
replacement of expendable- sk BUILDINGS 
type filters—and reduce your 
critical supply problem. No ; © BARRACKS 
tools needed to restore original ee . REPAIR SHOPS 
efficiency within minutes — 
bronze wire-cloth basket is in- © HANGARS 
stantly and easily removed for z 
cleaning, keeping maintenance © WAREHOUSES 
costs to minimum. 
Specify Kraissl separators on ° SCHOOLS 
_ your next installation—design 7 4 © RECREATION 
Kraiss| economy into your own HALLS 
burners . . . for any practical s : 

“ CHURCHES, 
degree of separation — from i ere 
straining to filtration. Ciaak q 
Complete range of sizes—from sc om FIRED WITH GAS 
114," to 6"; pressures to 500 berm | OR OIL 
psi. Cast-iron, bronze, steel, 
stainless-steel, aluminum, monel Capacities: 200,000-2,000,000 B.T.U. 


or special metals to your speci- (Aden Semple Punta 
fications. ? 


Bulletin A-1214 gives full data— 75,000-750,000 B.T.U.) 
write for your copy today! 





Manufactured by 


Chicago Steel Furnace Co. 


9326 S. ANTHONY AVENUE 
CHICAGO 17, ILL. 





295 Williams Ave., Hackensack, N. J. 








TAKE THE GUESSWORK 
OUT OF DRAFT! 


GIVE YOUR OIL BURNER INSTALLATION 
A BREAK, with UNIFORM draft under 
all conditions 


TH WHITTY ID Series of Induced 
Draft Fans have been scientifically 
yet simply designed to suit any steel of 
cast-iron boiler application. ; 
No guess work—no complicated eng 
neering. Just select the fan correspon 
ing to the boiler being fired. Fas 
performance and design have been inte 
grated in advance with the charactef 
istics of the boiler, oil-burner, and | 
Ordering a WHITTY INDUCED 
DRAFT FAN is easy. For open teftr 
tories, prices, phone or write !0 
Bulletin 8406. 


The WHITTY CO., Inc. 


86 Western Ave. Boston, Mass 
S# 2-4711 
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Gravity unloading of the oil tank 
trucks at the rate of about 4000 gph 
was too slow. The solution turned out 
to be two high capacity rotary pumps 
that reduced unloading time from a 
‘round-the-clock marathon to a little 
under six hours. Used interchangeably 
_one is kept on standby call—the 
pumps unload the fueloil from tank 
trucks into the reserve tank and trans- 
for the oil to the burner supply tank 








as needed. 

The pumps are manufactured by the 
De Laval Steam Turbine Co, of Tren- 
ton, N. J., and supplied to the user 
through Dravo Corp, of Philadelphia. 


These De Laval-Imo pumps are rated Thousa nds of Satisfied 
at 18,000 gph of Bunker C fueloil at | 7 

75 psig discharge pressure at a speed | _ Aha 
of 870 rpm for a viscosity range of a4 Customers have 


200-2000 ssu. With an input of 23 
yo | A ¥ 
| from contact with the ‘‘probe’’ 


bhp, for a viscosity of 2000 ssu, the 
FUEL OIL PRE-HEATER 
afleet of oil tank trucks and unloaded by oil or air, the Yula-trol in- 


pumps have a maximum lift of 20 ft. 
’ a ee ° stantly shuts off the heating 
= by gravity in a busy area teeming with | jis dnd sounds on alarm. o x 0 T ’ C T ; 0 a 














an acute shortage of space, was neatly fe 

. The Yula-trol is connected 
dispatched in the same way by another vith q ““probe’” in the shell 
company, This plant’s daily consump- | of the fuel oil pre-heater. 
tion of 65,000 gals. was delivered by | Should the water be displaced 











A similar problem, complicated by 
freight cars and payload trucks. In the 


bd oe e 
words of the plant engineer, “The aiid siiailii 
F ‘ ; ; e new, improved Yula “YT”’ 
place looked like Hong Kong at high “U" Tube Heater precludes 





PATENT 2,610,267 


” 


noon. possibilities of Air Pockets. 
Bec: : 7 It is designed to pre-heat No. 
ecause fuel unloading required 11 6 (Bunker C) fuel oil efficiently 


hours, tank trucks could not be sched- and economically by use of hot 
5 water as the heating medium. 
uled for intervals when traffic was off 


peak, Approved by the New York City Board 


ae of Standards and Appeals. No. 367-50-s.a. 
The problem was solved by building Th NEW. | ed 
two 20,000 gal. reserve tanks below e ’ mprov eee 


ground surface and installing a fuel 
Sree: hetewtenke were Y iy L A -T R 9 i FUEL OIL DETECTOR 
SIAL casita 


‘ sunk in an area closer to the power 
plant, about 200 feet away from the 


ON tank unloading point. N ith the | Y y LA “yt” 
ON were: hm “Uy” TUBE FUEL OIL HEATER 


tew pump shaving 7/42 hours off un- 




















| : e 
ced loading time, more effective use is | IMPORTANT :Yuyla water Heat- ; . 
ily | Jf ™ade of the space in the delivery and | | ers, Inc., was the first to produce this 1» » Simultaneously shuts off the heating 
of Wii yard. where the fuel intake | type of probe heater which was de- unit, sounds an alarm and flashes on 
“ is installed | veloped in its factory. Yula Water Heat- a red light in case an oil leak occurs 
a Te ers, Inc., and its licensees have the in the pre-heater. 
The unload ‘ a . Pp 
fo) FS oading pump is a De Laval- | sole right to manufacture and sell} 9 as. oc @ Low Water Cut-Off 
oe no, rated at 18,000 gph of Bunker C | probe heaters under letters patent vin se : 
vi | & ‘eloil at 50 psig discharge pressure | #2,610,267 and all other probe | RESULT: Positive heating system 
ED with a maximum suction lift of 20 ft. | an of a ine unless licensed protection at low cost. 
+1 If The pump operates at 870 rpm and | sl : here — Bs ae | Fer Complete baboresciten, Wile DEPT. FO-12 
equires 17.8 bh iscosi | e 
q P § p at a viscosity of 2000 letters patent. 
: ‘SU. Piping from the intak he re- | 
qf e intake tothe re- | 
- “—_ tanks runs over 200 feet hori | YULA WATER HEATERS, INC. 
5. | 166 WEST 225th STREET, NEW YORK 63, N. Y. 
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HIGHBOY WITH SPACE-SAVING 
VERTICAL DESIGN 





























Mueller Climatro! 


TYPE 124(cas) 224 (o1L) 
WINTER AIR CONDITIONER 
80,000-100,000-125,000- 150,000 Btu input 
























The heating unit of the new companion 
units. Can be installed with the companion 
cooling unit now, or you can add cooling later. 


You can add You couldn’t ask for more in a highboy than you get in 
a companion unit the new Mueller Climatrol Type 124 (gas)or 224 (oil). 











It’s sized right — it’s priced right — it’s built to the Th 
for cooling high standards that have made Mueller Climatrol the 
The Mueller Climatrol Type 124-224 pacemaker of the industry for real heating value. bi 
Winter Air Conditioner can be The Type 124 and 224 are easy to handle, easy to install 
combined with its companion unit, — they’re shipped assembled and completely pre-wired. Theit Fy 
the Mueller Climatrol Type 904 compactness makes them a “natural” for today’s homes. 
Summer Air Conditioner, for all-season The oil model is easily convertible to gas with special Mueller St 
comfort. Both are nationally Climatrol gas-burner package. Re 
advertised as the Mueller Climatrol With it 1 ~ d deat di handsome 
Heating and Cooling Companion Units. oa SP easing, mo: em esign and its new, han F 
smooth finish in Mountain Spring Green, the Type 124 Pe 
TTT TT TTT TT LT CLL LT LLL LL PELL LU Lite looks like quality and is quality; through and through. f Ee 
" niataaiestimenins - Features include heavy-gauge, all-welded steel, updraft hea ch 
i i -gauge, 
MS SOOT W, Ohdcheme Ave; Mébuaches 15, Wie. - exchanger See: large blower for quiet operation . . . heavy-& 8 
z 2 = insulated, steel cabinet. In every way, the Type 124 1s 4 
m Send “all products catalogs as checked below: x unit you can install with complete confidence. 
. O Gas © Oil ( Cooling ( “Wet heat 4 Get the specifications on the complete line of Mueller 
wy » Climatrol heating and air-conditioning equipment. Send 
4 BITIC. .... ccccccccccccccccvscceccccesccccses cocescccccesvccoescoccccccescccceesccnscssccocesene coupon for “all products” catalogs. 
NINN 6 cosh anionic ta Laas repnenicadionaichensaniten tclecaie 
. w 
a 
I a a sag ce gla Cs cascada np beeinniois ® ue er ma (0 
| Be 
: : ! 
SN MEME Aco 0 sc: co cakwond eres paasacaseaaueventgncn sees Aeziecens ) PRAUC. 5c. caveese een o 
EEE E LEE LEE EEE ttt 2050T W. OKLAHOMA AVENUE © MILWAUKEE 15, WISCONSIN 
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f Saves Installation Time =Insures 
’ Customer Satisfaction On Low Gallonage, 






Short On-Off Firing Cycle Burners 









T HE A. P. Green IFB* Combustion Chamber has been designed 
for ease of installation, exceptionally fast heating and complete 
combustion. It comes to you in a special cardboard container, 
with each piece of the chamber packaged in an individual cell to 
insure safe, unbroken arrival. The package also includes a 5-lb. 
can of high temperature Mortar. Everything you need for a cus- 
tomer-satisfying installation is included. The front tile is in 2 
pieces with the burner opening already cut. You don’t have to 











fer. 





S 
e perform this delicate, time-consuming operation on the job. 
There’s An A.P.GreenCom- @ This A. P. Green IFB* Combustion Chamber has been specially 
busti e designed to meet the exacting requirements of small gallon-per- 
il ustion Chamber to Meet hour ranges where there is a short on-off firing cycle. It is avail- 
‘heit Every Oil Burner Requirement ® able in five standard sizes—0.75, 1.00, 1.35, 1.50 and 2.00 gallon- 
‘ S : a 
ller Streamlined Combustion Chamber:  ealeeaelian. otis 
Rectangular heavy firebrick cham- ad An A. P. Green distributor located near you will give prompt 
‘i atshapaiaailaaata 6 delivery and personal attention. You'll find him listed in the 
Perfecto Combustion Chamber: @ yellow pages of your telephone directory, or write direct for more 
Economical. A h firebrick “o£ : 
4 ieeher of Bi cong: Sota Also % information. 
page, available in all sizes. 2 
a * Insulating Firebrick 
44, P. Green ® 
d REFRACTORY @ A. P. GREEN FIRE BRICK COMPANY 
PRODUCTS e MEXICO, MISSOURI, U. S. A. 
en e In Canada 
Rt) ’ A. P. Green Fire Brick Company, Ltd. 
Toronto 15, Ontario 
ONSIN 





DISTRIBUTORS IW THE PRINCIPAL CITIES OF THE WORLD 





New Products 
(Begins on page 83) 


drop in outside temperature has the 
effect of setting up the room thermo- 
stat by one degree F. Thus a room ther- 
mostat set at 70°F, gives a thermom- 
eter reading of about 70°F. when it’s 
60°F, outside, but at zero outside gives 
about 73°F. room temperature. 

One benefit in this is to sense quickly 
any variation in outside temperature 
and instantly change the operation of 
the heating plant to match the change 
in weather. Another benefit lies in 


50 years in the making 


increasing room temperature for cold- 
er weather, when windows and outside 
walls become colder and drafts become 
more important. Robbed of heat radi- 
ant-wise on a zero day—because he’s 
near windows and outside walls—the 
occupant of a room may need 73°F. 
room temperature to make him per- 
fectly comfortable, though in 60°F. 
outside weather he’s comfortable in 
the same room at 70°F. room tem- 
perature. 

M-H has three Electronic Moduflow 
packages: Y210A with electric Chron- 


BLACKMER’S “Gold Seal” TRUCK PUMP 


Long life and economical operation is assured BLACKMER’S 
customers with a new design which represents 50 years of ex- 
perience in building the famous Rotary Pumps which are, 


“SELF-ADJUSTING FOR WEAR” 


The new design incorporates all of the time tested 


BLACKMER features plus: 


The BLACKMER CARTRIDGE-TYPE Mechanical Shaft Seal. 


Heavy Duty Anti-friction Bearings completely protected 
from the pumpage. 
Available in two sizes, 214” and 3”, rated at 100 GPM and 
200 GPM respectively. “Listed by Underwriters’ Laboratories, 
Inc. 






| 











Write for complete details, 


ER 


liquid materials handling 


- 
| 
| 
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INDUSTRIAL HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
NEW YORK e ATLANTA e CHICAGO e GRAND RAPIDS e« DALLAS « WASHINGTON e SAN FRANCISCO 


See Yellow pages for your local sales representative 
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otherm clock thermostat; Y210B with 
plain, no-clock electronic thermostat: 
Y216 special for radiant flo r-panel 
jobs, These have a smooth-heat device 
the “Cycler,” that normally provides 
oilburner “on” periods a minimum of 
314 minutes long. In overall, the ef. 
fect of these Moduflow systems is to 
provide heat for the rooms continy 
ously, not intermittently, throughout 
the winter. 

These M-H Electronic Moduflow 
heating control systems are not labora- 
tory oddities, hand-made by the dozen, 
but are production items. Thousands 
upon thousands seem to be in use al 
ready, though oilburner dealers don't 
realize this. Mass-production homes 
are being equipped with such controls, 
We ran down data on one 400-home 
project on Long Island, for example, 
involving the use of such high-falutin’ 
ultra-modern control systems in homes 
priced well below $11,000, Let’s hope 
this involves a trend that starts in 1954 
and relates to putting higher and high 
er priced heat-control equipment, very 
modern and fancy, in homes priced 
lower and lower. 


New burner Motor 


General Electric Company, Appa 
ratus Department, declared at the show 
it has been forging ahead to new 
achievements in the way of producing 
an astonishing, history-making oil 
burner motor, Described as weighing 
less than half the weight of older mo 
tors, only 11 Ibs., this has the same 
NEMA N flange mounting as previous 
models, delivers power that GE men 
describe as full-rated. It’s easily re 
versed by switching leads on an easy 
to-get-to terminal block—a feature that 
will be much appreciated by service 
men who stock it for replacement 
work, 

General Electric Company, Ait 
Conditioning Division, brought new 
air-cooled refrigeration condensers ® 
Philadelphia. Suitable for installation 
in basements, attics, outdoors, ¢tt. 
these come in five sizes for from 1/ 
to 5 ton outputs—of course systems 
cooled by these use absolutely no cool 
ing water. A new GE oil-boiler, in t° 
sizes for 1.00 and 1.25 gph, is fired by 
the standard GE _ low-pressure oil 
burner of course, comes in a new fe 
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don't 
omes 
“1 As ILLIAMSON 
— HEATING AND COOLING UNITS 
mple, 
tin WILLIAMSON Assembled Warm Air Furnaces 
lomes and Summer Cooling Units make it easy for you 
hope to stock, sell and install for year ’round profits. 
1954 : These quality Jow-cost units give you more 
high benefits per square foot than any other line. 


very 
riced e COMPACT FOR STOCK STORAGE—Pre-assembling 
reduces stocking of units to minimum... 
units occupy as little as 2 feet square... heating units 
are gas or oil convertible—just change burner package 


. . cooling units sectionally designed for space saving. 


COMPACT FOR SELLING—Small size allows sale to owners of small 
homes where space is at premium ... complete line of models satisfies 
every customer need ... compactness makes possible new /Jow cost. 


® COMPACT FOR INSTALLING—Units are pre-wired and pre-assembled for 
installation in as little as 10 minutes ... designed for easy handling 
in smallest of homes ... tuck away into most any cramped space— 
cooling units require only 2.7 sq. ft. floor space, some heating units 
even less, horizontal units no floor space at all. 


ener FO be. For more profits, from less inventory, 


WILLIAMSON investment and installation worries ... 
year ’round ... sell WILLIAMSON 
assembled 


warm air furnaces 4a* re 
| weer’ ee Ee), 


wr Ae eR €¢oO mM RP A O-F 


THE WILLIAMSON HEATER CO. 
3542 Madison Road Cincinnati 9, Ohio 


F Gentlemen: Rush me details on the compact, fast- 
rorizontal selling WILLIAMSON line. 


» ail CAPACITY No. MODELS | TYPES | 
; name 
Hsembled (Gas or Oil) 60,000 to 39 oso | 
arm Air Furnaces 145,000 BTU ees tite 
CO ietiieeeemeten 
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Summer Cooling 2,3 & 5 ton asic 
Units 


‘ Basic with Blower . 
Air & Water-Cooled Space Unit i city 
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. . . « New Products 


tangular boiler jacket complete with 
integral forced hot-water circulator 
and all controls, Rectangular jacket 
makes a new boiler-look for GE. 
New OYLTITE-Stik, not claimed 
to be an earth-shaking new product, 
still attracted crowds of dyed-in-the- 
wool oilburner men as it was demon- 
strated in a lively fashion in the ex- 
hibit booths of Lake Chemical Com- 
pany. If you find the right kind of 
leak when you are summoned because 
fueloil is dripping out of a 275-gallon 
tank (nothing, not even OYLTITE- 


Stik, can be rubbed on to make tight 
a tank bottom rusted through until it’s 
thin as paper, say Lake Chemical men) 
then some plain and fancy rubbing 
with this leak-sealing stick is supposed 
to stop the leak long enough for your 
customer to use up the oil in the tank. 
The product demonstrates awfully 
well, as do some other Lake Chemical 
Company products that oilheating ex- 
perts should know about. 

Penn Controls, Inc., found most to 
rave about at the show in its spanking 
new “horizontal”—we caught a sly 


GET BETTER PERFORMANCE 


IN YOUR BURNERS 
WITH EDDINGTON NOZZLES. 
THEY'RE FACTORY-TESTED— 
YOU KNOW THEY'LL BE RIGHT FOR 
SPRAY ANGLE, ATOMIZATION, 


AND RATED CAPACITY! 


@Large capacity Monel strainers 
keeps orifice and slots from 


plugging. 


@Servicemen’'s kits 


containing 


replacement tips and strainers 


are available. 


@Price sheets and detailed in- 


formation on’ request. 
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serviceman dubbing it the “horizontal” 
and went ‘long with him on that, The 
words “truly functional design,” 
“sparkling new,” and “neutral-col 
ored” fit this thermostat. It’s far from 
ordinary looking to-be-sure, but to fing 
out if you too will rave about its looks 
you've really got to see it—likes and 
dislikes being a personal matter as far 
as appearances are concerned. 







Cold Anticipation 


Penn has something there in the 
cold anticipation as well as heat antici. 
pation of its two-thermostat two. 
switch unit, Type AC10, for year. 
round airconditioning set-ups. If you 
are control-minded and don’t know 
how the cold anticipation works, you'd 
better find out from Penn, for it’s a 
pleasing arrangement. 

Penn’s Series 246 two-piece water 
regulating valve for hermetic compres 
sors has a trick in it new to us and 
exceedingly useful, The manufacturer 
of the hermetically sealed compressor 
provides it with just the body of the 
valve, which is inexpensive enough, 
and that permits sealing up the com 
pressor on a basis of no regulation of 
the flow of water to the unit's water 
cooled condenser. Desiring to add the 
water regulation feature to a sealed 
unit in his shop or on a job, a cor 
tractor simply adds the second piece 
to the body of the valve—makes it 
complete and ready to regulate with 
out breaking into the hermetically 
sealed system. He doesn’t mess with 
Freon as the result of need to add the 
water regulating feature to the unt. 

Penn had at the show other new 
products of interest to oilheating 
equipment dealers who are delving 
into year-round conditioning, but 
which space limitations prohibit cov 
ering here. 

The skipping in this write-up of any 
earth-shaking new product at the 
Philadelphia show is accidental of 
caused by human frailty. If any man 
facturer had a genuine earth-shaker 
at the show and it is not mentioned 
in this article, that’s simply becau® 
the hundreds of peregrinators 
questioned at the show did not name 
the earth-shaker and we skipped it 
we tried in vain to do complete booth 


to-boothing. 
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Contact your heating whole- 
Saler or write for this four 
Page Specification Folder de- 
scribing all U. S. Burners. 


chain reaction 
... oil burner style! 


bact that U. S. Oil Burners with HTCH* are 
Durner men and customers is setting off a ‘‘chain reaction” of 
r sales seen in recent times. HTCH*.. . exclusive 
ontrol ... and proven fuel savings up to 36%... are but 
f e reasons why U. S. has gained such overwhelming 
preference wherever they are sold. 


And for the dealer, U. S. Oil Burners have proved that 
THEY OUTSELL BECAUSE THEY EXCEL. 


U. S. offers a complete line of burners in capacities from 0.50 to 20.00 
G.P.H. for every heating job. 


Get the facts on U. S. Oil Burners today! 


*HTCH—the amazing HIGH TEMPERATURE COMBUSTION HEAD 
that makes possible fuel savings up to 36% 


U. S. BURNER DIVISION 
THE CARLIN COMPANY ¢ WETHERSFIELD, CONNECTICUT, 


loil 
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OHI Convention 
(Begins on page 73) 
ice department makes a customer un- 
happy he buys his oil elsewhere and 
there no longer is any question about 
whether that particular customer is a 
profit or loss item. 

Hence, the function of the service 
department is all-important and must 
be organized in a way that permits it 
to operate smoothly. Citing his own 
company, Knorr explained that Mod- 
ern Heat and Fuel changed to cycle 
billing so that fueloil and service con- 
tracts can start at any time during the 
year, They are automatically renew- 
able and permit vacuum cleaning to be 
scheduled any time during the con- 
tract year, 

Knorr underlined the importance of 
including parts on service contracts by 
pointing out that many times the serv- 
iceman is the only company representa- 
tive the customer sees. If the service- 
man is freed of the necessity to explain 
why it is necessary to replace parts or 
burner accessories and then further 
justify the price for each item, he not 
only spends less time on each call but 


the all-around relationship with the 
customer is more pleasant. 

He concluded by declaring that the 
serviceman represents the most ex- 
pensive labor for the oilheating deal- 
er. In view of his importance in keep- 
ing customers happy, he must be se- 
lected carefully, trained continuously 
and checked regularly. 

M. A. Kilchenstein of Sherwood 
Bros., Inc., Baltimore, described brief- 
ly the installation procedures followed 
by Sherwood. He emphasized that in- 
stallation work requires organization 
and supervision and that it actually 
begins with the heating survey made 
by the salesman. 

The Sherwood salesman also is ex- 
pected to actually lay out the installa- 
tion and specify tank location. This 
facilitates completion of the work 
when the complete set of materials 
needed is delivered to the job. The ma- 
terials, incidentally, are made up in 
advance into complete kits, an installa- 
tion man drives the truck that delivers 
the kit and also has an extra set avail- 
able to replace missing or damaged 
components, 


Kilchenstein detailed the steps fol 
lowed from the time the equipment 
arrives until the cellar is cleaned up 
thoroughly and the homeowner in 
structed in how to operate the installa. 
tion. The next day the salesman makes 
a follow-up call. 

Sherwood’s installation crews all 
wear uniforms and work off an instal- 
lation sheet so that a check can k 
made on what was done on the job, 
materials needed, number of men in: 
volved and how long it took them, All 
of these data, of course, are useful in 





STANDARD 
MODEL 
1A-25 


MASTER 
MODEL 
2A-700 


Veteran oil burner servicemen call General Fuel 
Oil Filters ‘the best money can buy.” Two-fold, 
positive filtering removes the finest particles, im- 
proves operation of oil-fired furnaces, water heaters, 
space heaters. Service ‘‘call-backs” are eliminated, 
too, since the General 1A-25 and 2A-700 allow only 
clean oils to pass—greatly reducing possibilities of 
clogged burner nozzles. 





OUTLET AND INLET 
AT TOP OF UNIT 


N—_ I 


ALL-WOOL FELT 


me €6INNER MESH SCREEN 


CORE PROVIDES 


FILTER TRAPS 
FINEST PARTICLES 


@ Finest filtration 

®@ Easily replaced all-wool cartridge. 
@ Clogged fuel lines eliminated. 

@ Compact — easy to install. 

@ Double protection filter design. 


General Filters Are Underwriters’ Laboratories Approved 


GENERAL FILTERS 
INCORPORATED 


GENERAL 


FUEL 
OIL 


FILTERS 


Canadian Factory Branch: Canadian General Filters, Ltd., 2679 Danforth Avenue, Toronto 13, Ontario 


SECONDARY FILTER 





Filters, Inc. 


43800 GRAND RIVER AVE 
NOVI, MICHIGAN 
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: With General Motors Backing, 
elco-Heat Gives Me An Exclusive 4-Way 


“Profit Program !' 
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MY UNITS ARE 
PRE-SOLD BY BIG 
NATIONAL AND LOCAL 
ADVERTISING PROGRAMS! 

















It’s the biggest money-making franchise in the industry ! 


General Motors makes Delco-Heat! That’s production wrap-around design, steel cabi- 
the big story of the year in home heating! It net and Circle-Air Radiator that adds extra 
means lower cost because Delco-Heat is GM heating surface—improves efficiency. Quik- 
“assembly line” built, and more heat from _ Action stainless steel combustion chamber, 
fuel because it’s GM precision engineered. Delco-Heat Pressure Oil Burner powered by 
No wonder dealers everywhere are finding  vibration-free Rigidframe Motor, Centrifugal 
the Deleo-Heat franchise the shortest, most Blower and replaceable air filter. 

direct way to greater profits! 





Get the facts about the new franchise 
The value leader Model OBC75-H is a__ territories available now. Write to Delco 
space-saving Oil Fired Conditionair package Appliance Division, Dept. FO, General 
unit with 75,000 Btu output. Exclusive mass Motors Corp., Rochester 1, N.Y. 


DEI] CO-] KA For a good deal — 

DEAL WITH DELCO 
... complete line of automatic oil and gas-fired conversion burners, Conditionair forced warm 
air furnaces and heating and cooling units, boilers, water heaters, and electric water systems. 
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allocating charges and keeping exact 
track of costs. 

John Engel, C. Hoffberger & Co., 
Baltimore, concluded this portion of 
the program with a run down on how 
his company handles service. Hoff- 
berger does nothing but sell and serv- 
ice the burner, turning over to other 
companies all other heating system 
work, such as circulator troubles and 
in fact anything connected with water. 
Oilburner service contracts, which sell 
from $17 to $19.50, cover the burn- 
er controls, tank and combustion 


chamber. 

Engel and his service department 
work from a visual record system in 
which each customer has a card filed 
by address rather than name and on 
which is listed a full record of the cus- 
tomer and his house, including special 
information a serviceman should know 
about its location, manner of entry 
or equipment details. 

When a call is received, the card 
goes to the service dispatcher who 
transmits the call to a serviceman, He 
reports to the dispatcher at the end of 
the call, information is filled in to bring 











PUAN Double Suction |\\ 


the card up-to-date and it is routed 
for billing and return to the file, 

Engel next told of the two-way 
radio set-up operated by Hoffberger 
for 36 servicemen’s automobiles and 21 
fueloil trucks. With 85% of the cus- 
tomers on route service, Engel said the 
system has proven particularly bene- 
ficial in keeping track of the com- 
pany’s rolling stock and dispatching it 
more efficiently. On the service side, 
he expressed the opinion that addition 
of the radio set-up saves at least two 
servicemen and that it will pay for it- 
self in less than three years. 

John Sibarium, manufacturers’ rep- 
resentative, was the next speaker and 
outlined in considerable detail the im- 
portant position the service department 
occupies in combatting gas competi- 
tion. The serviceman can be an effec- 
tive salesman for oilheating, he said, 
because most homeowners accept him 
as an authority and judge the industry 
by the impression the serviceman 
makes. 

Aside from that, though, Sibarium 
stated that selling fueloil to a customer 
does not relieve the oilheating dealer 








































of the responsibility to service th 
equipment well. Lack of knowledge or 
failure to apply basic knowledge, he 
continued, when setting or servicing 





po see tc 


burners contributes more to poor inv 

stallations than inferior equipment, 
All in all, customer relations are 

vital in building oilheating and the in 








FURNACE AND BOILER CLEANERS | 


Powerful Kent Cleaners give you double power — double 
suction from double fans emptying into double dustbags. 
Inside bags...low RPM and other Kent features end work 
stoppages, save repair costs. Good tools are the cheapest. | 


MAIL COUPON FOR FULL FACTS 


KENT CO., INC., 434 Canal St., Rome, N.Y. 


Send immediately all facts on money-making Kent Cleaners. 
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Radiation 


Snap-on Installation 





| Stock or Custom Lengths 
Copper-Aluminum Fin 

| Also: Flush-Recessed 

| HOFF CONVECTORS - - Single or Double Fin 


Free-Standing 








Stock or Custom Sizes 


or Recessed 
Send for descriptive folder 





Neat & Economical 










MFG. CO. 


BETHANY 
CONNECTICUT 
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Ingersoll-Rand Centrifugal Motorpumps for handling fuel oil 
speed up tank car emptying and tank truck filling. And be- 
cause of their many design features, I-R Motorpumps win size- 
for-size comparisons in any capacity. 


See your Ingersoll-Rand Dis- 
tributor or Branch Office about 
I-R Motorpumps. 

e Low Cost to Buy and Install 
The reasons are simple. These rugged, quiet, dependable cen- 
trifugal pumps are designed from long experience . . . have a 
unique combination of features that results in long life at low 
operating costs and require minimum maintenance. They are 
built to top quality standards to make the most of their design 
features. 


e@ Low Cost to Operate 
e Long Life 
e¢ Peak Operating Efficiency 


Self priming ra To get your fuel handling costs down, keep trucks on the road 

Centrifugal Motorpump | more, boost your profits—call your nearest I-R distributor or 
branch office. He can give you complete information and 
quick delivery of the pumps you need. 


ids MOTOR DijMP ... designed for Petroleum 


Handling Service 


Ingersoll-Rand. 


11 BROADWAY, NEW YORK 4, N. Y. 


Straight Centrifugal 
Motorpump 
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Big value H.C.Little oil furnaces 


TYPE DF-AC DOWN-FLOW OIL FIRED FORCED AIR 
FURNACE — 24” x 3034” x 74”. Easy access to blower 
and controls. Return air intake at the top can be 
straight down or come in at either side or back. 
Bottom discharge opening 18” x 18”. Highly effi- 
cient.Extremely quiet. 92,000 BTU/hr. output. 


TYPE U-AC UP-FLOW OIL FIRED 
WINTER AIR CONDITIONING 


-easy to sell at high profit! 


New eye appeal. Compact design. Easy to service — fron; 
panels remove by turning handle. Very quiet operation — no 
hum, no vibration, no “blow-torch roar’ H. C. Little Air-Jet 
ignitor — provides fast, positive starting, greatest fuel economy 
and long ignitor life. Fully automatic — thermostat control, 
on-and-off operation, no pilot light. Insulated blowers 
—cushioned for quiet. Extremely high efficiency — ;¢,| 


FURNACE — 2714” x 30” x 60”. 
Optional front or top smoke pipe 
outlet. Pull-out blower mounting. 
Quick accessibility to burner and 
controls upon removal of front 
panel. 82,000 BTU/hr. output. 





H. C. Little offers the ONLY vapor- 
izing oil furnaces U. L. listed for 
low-cost, high-heat No. 2 oils. 


dustry must recognize the necessity to 
make combustion tests of each installa- 
tion, keep accurate service records and 
improve performance and efficiency. 

In “Tips on Installing and Servicing 
Central Home Cooling Systems,” 
C. W. Nessell, industry consultant, 
Minneapolis-Honeywell Regulator 
Co., told of the studies conducted by 
the Field Investigation Committee of 
the National Warm Air Heating and 
Air Conditioning Association. Nessell 
is chairman of the committee and said 
that one revelation of actual tests the 
committee conducts in homes is that the 
average dealer never makes a heat gain 
calculation before installing cooling 
equipment. Without such a calcula- 
tion, Nessell said, “no accurate re- 
quirement for cooling equipment can 
be figured.” 

He explained that two homes of ex- 
actly the same size and construction 
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fuel economy. 


UC bill 
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Name 


H. C. Little Burner Co., Inc., San Rafael, Calif, 


Send facts on U-AC and DF-AC oil furnaces to: 








Head Office: San Rafael, Calif. | 








Distributors in Principal Cities R 





often require different sizes of cooling 
units because of exposure or occupancy 
factors or other reasons and that gross- 
ly undersized or oversized units can- 
not be satisfactory. Further, the com- 
petent dealer makes a rather exacting 
study of methods to cut down heat 
gain, such as awnings, trellises, shrubs, 
attic fans, and carefully computes the 
effects of internal heat gain from 
kitchen ranges, for example, and 
humidity gain that comes from show- 
ers and baths or crawl space defects 
which permit moisture to seep through, 
Most trouble comes from failure to 
recognize causes of latent heat load. 
Nessell devoted considerable time to 
a discussion of the placement of regis- 
ters and their effect on comfort, warn- 
ing against low wall registers which 
have been found generally unsatisfac- 
tory because of high air velocities re- 
quired. Other things to watch for in- 





Chapter Secretaries Council 


Active full time, part time and volun: 
teer secretaries of Distribution Division 
Chapters are being formed into a Chap- 
ter Secretaries Council following action 
taken during Oil-Heat Institute's an 
nual convention in Philadelphia. The 
Council is being organized as a non 
political, non-pressure group, designed 
to function in a social and advisory ca 
pacity. It is the intention that the Coun 
cil will permit a ready interchange of 
information and ideas among chapter 
secretaries, supplementing the normal 
flow of such material within the frame: 
work of the Distribution Division. 

A tentative schedule of two meetings 
a year has been decided upon, with the 
organizational set-up to consist of an 
Eastern, a Midwestern and Pacific Coast 
chairman, one of whom will be presi 
dent, the others vice-presidents. In ad- 
dition to the three chairmen there will 
be a secretary and a treasurer, making 
a board of directors of five members. 

All past secretaries are to enjoy honor 
ary memberships and the national secre 
tary of the Distribution Division is to 
he a non-voting member. 

































ORKLE COR 


for Vaporizing Oil Burners 


Satisfy dealers ... Satisfy customers 


McCorkle Controls are backed by a 
record of 18 years of dependable 
service. Dealers endorse them, because 
their rugged simple construction reduces 
service calls to a minimum. Customers 
appreciate them for their dependable, 








Write today for literature 
and specifications to cover 
your particular requirements. 





accurate operation. 


D. H. 


B4 @ 


NICCORKLE co. 


Box E, Station A + Berkeley, California 





June 


1954 
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President of Remington Air Conditioning 


“[ asked our engineers 
to design an air 
conditioning system 


especially for men like you 


to sell profitably.” 


“T think their sensible approach 
will interest you.” 


“[feel that in a field as big as air conditioning is today there 
must be a big opportunity for profit in it for you, and there 
is if you don’t get stampeded into following the mob, but 
rly on your own good judgment instead. Let’s consider 
the possibilities: 

‘first, you can and should sell room air conditioners—and 
preferably Remington’s—both window models and consoles. 
This is the quickest, easiest and least costly way to initiate 
thehomeowner into the benefits of air conditioning, but room 
air conditioners do have disadvantages to the homeowner, 
and to you, too, if you let yourself get rushed into the price 
cutting that is now so prevalent. 


‘Second, you can sell air conditioners that connect to existing 
furnaces—or complete heating-cooling systems—both in- 
tended to condition the entire house. But will the customer 
pay the price? Are the existing ducts OK for cooling? What 
ifthe house has wet heat? And what about water? Will local 
ordinances permit its use for air conditioning? 


‘New Third-Way System. The new water-less system we have 
leveloped holds a strong and logical spot in between room 
wits and central systems. It’s entirely different. We call it 
our sensible Third-Way approach. Our units economically 
wol only the 2, 3, 4, or 5 rooms being used—living and work 
areas by day—sleeping areas by night. 


“Our Approach Gives You These 
8 Important Sales Advantages 


1. Needs no water. 

2. Needs no pipes, drains, or cooling towers. 

3. Low in price—because now in quantity 
production. 

4. Simple, low-cost installation. 


5. Compact—fits attic, basement or utility 
closet. 


6. For new or old houses. 

7. Can be used with hot air or wet heat. 

8. Eligible for mortgage coverage. 
Tet me tell you how you can profitably sell these 
mits—with the organization you now have. Mail 
the coupon today for full information.” 


-—------------ 


ACEminglow 
AIR CONDITIONING 


eoromoo— 


REMINGTON AIR CONDITIONING DIVISION 
2-3 Willey St., Auburn, N. Y., U.S. A. 


Please send me 8-page Bulletin H-54 describing Remington's 
3rd-Way System in detail. 


Name 





Address _ 
City. 





Herbert L. Laube, President and Director 
Remington Corporation, Auburn, N. Y. 


Continuously in air conditioning and refrigeration since 
receiving his Mechanical Engineering degree in 1923. With 
Carrier Corp. 1927-1946, V. P. International Division 1934- 
1941, V. P. Engineering Division 1941-1946. Resigned 1946 
to assume active management of Remington. 


REMINGTON MODEL 120 
"2-Roomer” water-less air 
conditioner. 












REMINGTON MODEL 180 
and 250 water-less ‘'3- 


Roomer and ‘'4- 


Roomer.” 


HEALTH and COMFORT 
by the roomfu! 
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Now Empire introduces three new exclusive fea- 
tures to decrease your operating costs and increase 
your profits. You can depend on any of Empire’s 
four models for extra power, super-performance, 
beauty, light weight, durability and VALUE. Attach- 


ments available for wet and dry pick-up. 





DEALERS NOTE—Several choice territories 
available. Write today for complete 
information. 





clude placement of registers where they 
might result in uncomfortable drafts. 
Occupancy characteristics, such as the 
number and age of children, operating 
costs and electrical loads are but a few 
of the other phases that Nessell ex- 
plained must be considered. 

Concluding, he remarked that there 
are installation manuals and other in- 
formation that will permit a dealer to 
learn how to calculate properly and in- 
stall cooling equipment. The time to 
learn is now, he said, because the mar- 
ket is there. 

Claude A. Potts, general sales man- 
ager, U. S. Machine Div., concluded 
the morning program on May 18 with 







New type moto: more 
1. powerful, better con. 

structed, gives 70 inches 
water lift at hose end. 


Extra electric outlet on 
2. top of machine for con. 
necting drop light. No 
hunting for outlets and 
dragging lengths of wire 
across the cellar floor. 


Amazing new Rayon Bag 
with “‘basebali”’ device. 
EXCLUSIVE on Empire 
Furnace Cleaners. Out- 
lasts dozens of paper 
bags. Keeps machine at 
top efficiency. Available 
at extra cost. 


NU-VAC 
pgm ws FURNACE ilo 
io oes ae Filter. CLEANER 


Rayon Bag. Baseball and Draw String . $3.75 extra. 
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EMPIRE CHEMICAL PRODUCTS (0. 


10 Longworth Street, Newark 2, N. J. 


In Canada—KRESNO-STAMM, 506 Harbour St., Montreal 24 
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condition them for their sales role: 
Check complaints from customers, no 
matter how minor and try to elimi 
nate their recurrence; Inform the pub 
lic through using the user and making 
each customer a good advertisement 
for oilheating; View the customer’ 
needs objectively; enhance the Repu- 
tation of your company to correct mis 
takes and deliver good service; instil 
Enthusiasm among employees. All 
these elements add up to Sales, Potts 
concludes, which in turn are converted 
to Success and Security. 

Frank P. Harbin, Baltimore, was 
chairman of the afternoon round table 
discussion on May 18. Registrants 











a talk on “Service Means Sales.” He __ lated it to an element of good service |= who numbered 314, were assigned t0 
likened a sale to a dollar bill, good and tied each one to good over-all tables at which specific types of equip 
only because it is printed on both sides. organization. In reverse order, start- ment and other phases of oilheating 
A sale, by the same token, is no good ing with the last letter in the word, were discussed. Following the patter 
unless it is backed up by good service. Potts emphasized how essential it is to of the previous day’s session, each 
Using an easel, Potts flipped up each Educate employees to make them real- table had a discussion leader and pre’ 
letter of the word “Service” and re- ize they are part of the sales team and (Please turn to page 134) 
For l a You'll find the highest standards of 


Dependable 
Performance... 





Specify... 


BERKSHIRE 












engineering and dependability built 
into every BERKSHIRE you purchase. 
Each transformer is individually test- 
ed, and adjusted. U.L. Approved. 
Shielded. Interchangeable. Fully 
guaranteed. 





Write for full Information: 


TRANSFORMER CORP. 
15 South Ave., New Milford, Conn. 
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=! THE FAMOUS 
ECONOMY 
CLUTCH 


equip. 
eating 
yattern 
each 
id pre’ 
‘ell the burner with the Economy Clutch and you'll sell 
more burners! Gilbarco dealers meet and overcome com- 
of ietition without shaving profits with the easy-selling 
ilt features of this exclusive and patented action. When you 
; ‘an explain to your customers how the Clutch saves fuel 
4 ‘se show how it increases quietness and cleanliness by 
ly ‘liminating smoky starts and stops—your sales will 
how results! And the Gilbarco franchise covers a com- 


















ml & lete line of equipment —for jobs of every size and type. 

- There are profitable territories open west of the Ap- the off burner 
balachians. Wire us collect today! with the exclusive 
In. Economy Clutch 


SIUBERT & BARKER MANUFACTURING COMPANY + WEST SPRINGFIELD, MASS. * TORONTO, CANADA 
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New Products 


Ever-Tite Coupler with sight Gauge 
speeds Deliveries to large Tanks 


EVER-TITE No. 99 coupler speeds deliveries to underground 
storage tanks by including a sight gauge which shows from 
every angle that 
delivery has been 
completed. Pro- 
viding tightfill de- 
liveries to these 
tanks, the coupler 
can be used with 
amanholeas 
small as 6!%” in 





Here is Draft Control 


as perfect as possible 


And Walker now offers its L-CD 
with a longer collar. This fea- 
ture keeps the damper out of 
the gas stream for better per- 
formance. Now the assembly of 
collar and control saves time 
on the job. And you can see 
for yourself how it enhances 
Walker sales appeal. 


With new 1954 models, Walker, 
as always, offers a complete 
range of sizes of automatic draft 
controls. There is a Walker 
Fuel-Saver for every conven- 
tional heating use. More than 
13 million sales bespeak fool- 
proof and long-lived service 
with all applications. See your 
jobber or write us, 


The First Pe 
handbook for in- 
dustrial installa- | ; 
tions is published 

by Walker! Full 

of ‘‘how-to’’ and 
“‘where-to”’ in- 
formation—with 

plenty of tips 

for profit. Send 

for your FREE 

copy today! 





These 9 POINTS 
EASE OF ADJUSTMENT with 


exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with sealed 
protection against corrosion, 
_ dirt and dust. 


BALANCE PLATE — scientifi- 
cally -designed to maintain 
proper balance. 


SPECIFIC PIPE SIZES—insure 
correct capacity for every type 
of installation. 


ALUMINUM FRAME — rigid, 
long lasting. 


EASE OF INSTALLATION—col- 
lar and stub for quick at- 
tachment. 


ALUMINIZED STEEL—for heat 
and corrosion resistance. 


FACTORY SET—for ‘‘perform- 
ance as perfect as possible.’’ 


FREE FLOW of air. in unre- 
stricted inside area. 





WALKER 


VENTURI-TOP CHIMNEY CAP 


oy, 


tions. 


heatin 


Recommended as ideal for both 
and ventilating applica- 
ust the device to solve prob- 


\ 
et a of down draft and poor draft. 
NGF Economical...easy to install... attrac- 


7 

tive | Avail : 

>< 4 Galels ta sees trom 3 a imme 
WALKER MANUFACTURING & SALES CORP. 

/ 1750 Penn Street 








St. Joseph, Mo.. 


diameter, The 
No, 99 is made of 
high tensile alumi- 


num, with bronze push-rods and cams, and is used with 


the No. 97 fill cap. 


After removing the fill cap from the adapter, the cow 
pler is pushed on the adapter and the push-rod pressed 
down, locking the coupler tightly to the fill. After delivery, 
the coupler is removed merely by raising the push rod. 

Made by: Ever-Tite Coupling Co., 254 West 54th St, 


New York, N. Y. 


Kolb’s combustion chamber Baffle 
adjusts to four different Heights 


A BAFFLE THAT REDUCES heat loss from combustion chai 
bers and has a special locking feature to prevent collaps 


in service has re- 


| cently been devel- 


oped by Kolb Re- 
fractories. 
“HEATLOK” 
baffles can be set 
at four different 
heights above the 
combustion cham- 
ber by reversing 
the three legs. 
Heights are 1”, 
2", 3%”, and 5”. 
June 
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warehousing and service are other advantages 
you enjoy when you handle the Bryant line. 
Your Bryant Distributor is equipped to help 


ights vou on sales calls . . . to offer technical assist- HEATI AIR CONDITIONING 
cham ance .. . to co-operate in local promotion... WATER HEATING 

ila to promptly supply the equipment or parts you 

La may need for any job. He is as near as your . The most complete line in the industry 


telephone. And his services are backed by . Quality products—Competitively priced 
competent factory district representatives, . Established name—Good customer acceptance 
factory product specialists and traveling fac- . Broad, attractive profit margins 
tory sales-training and service teams. . Local Distributor warehousing and service 
It will pay you to call your nearby Bryant . Factory district representatives and traveling 
Distributor today. sales training and service teams 
Bryant Heater Div., Affiliated Gas Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio 
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_ A brand new line — 
of oil furnaces? 





e 


We'll be glad to tell you more about the valuable 
Combustioneer franchise . . . about our complete 
line including brand new oil furnaces , , . about 
really good mark-ups to meet today’s high operating 
costs. You'll like the way we gear merchandising and 
promotion plans to your market! You'll be proud to 
sell such high quality, dependable products, Write 
or wire today for the complete story! 








Low pressure oil burner 








Gas burners Coal stokers 





The Steel Products Engineering Company 
1358 West Columbia St., Springfield, Ohio 
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The “HEATLOK” is made of Pennsylvania flint clay 
is easy to put together and adjust and is available in thre 
disc sizes. The 10” size when assembled with legs requires 
15” of space; the 12” size, 17” of space; the 14” size, 19’ 
of space. The unit is packaged to prevent breakage during 
shipment. 

Made by: Kolb Refractories Co., Meadow and Jackson 
Streets, Philadelphia 48, Pa. 


Two OPW loading Assemblies for 
small bulk plant Applications 


NO. 720 (ILLUSTRATED) and 721 loading assemblies are 
designed for small bulk plant operations having gravity 
flow or pressures 
up to 30 psi on 
2” size and up to 
25 psi on 3” size. 
No. 721 is special- 
ly designed for 
use in bulk plants 
where the arm is 
supported in a 
hanger when not 
in use. Designed 





as an integral unit for loading operations, the OPW com 
plete assembly includes a loading valve of all bronze con 
struction with a built in dash-pot for shockless closure. 

The bronze swing joint is the same as that used in 
standard assemblies and embodies all of the working prin 
ciples of Opw’s double ball bearing line. These high qual: 
ity assemblies have a low basic cost. 

Made by: OPW Corp., 2735 Colerain Ave., Cincinnati 
Ohio. 


Ace brush Line includes Types 
for chimney and furnace Cleaning 


ACE BRUSHES encompass many types and sizes, including 
those for flue and boiler tube cleaning, furnace and chimney 
brushes. Stand- 
ard models in- 
clude single 
and double 
spiral round 
wire flue 
brushes, avail- 
able in 4” 
sizes from 1!/y” 
to 6”. Special 
brushes can be 
made on order 
and can be fur- 
nished in vari- 
ious gauges of 
brass wire, fibre, bristle hair and nylon. 

Both round and square chimney cleaning brushes com 
in a variety of sizes, with special sizes furnished om © 
quest. They are made with round steel wire, round of 
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when you want 
quality made 


TRANSFORMERS 


Ignition Transformers are a specialty at 
UNION, the world’s leading manufacturer of 
oil burner ignition transformers. Not only are 
standard sizes and mountings available for 
every burner, but they are also built to 
custom specifications. UNION’S 2-year guar- 


Underwriters’ Laboratory 


and 


antee against defects in workmanship and 
materials is exclusive in the field and is proof 
that SULLY Long-Life Ignition Transformers 
are completely dependable in quality of 
design, construction, materials, performance 
and durability. 


For trouble-free service — and prices far lower than you would expect 
for such outstanding quality, SEND YOUR REQUIREMENT NOW to— 


UNION ELECTRIC and MANUFACTURING CO. 
1057 SUMMIT AVE. e JERSEY CITY 7, N. J. 


fueloil 





Canadian Standard Approval 








Get Premium 
Quality 
at Regular 
Prices 


































GENERAL 


‘“TESTITE”’ 
Cast Bronze 
Solder Fittings 


You get the highest quality fittings at no higher cost 
when you buy GENERAL “Testite” Cast Bronze 
solder fittings. GENERAL’S modern manufacturing 
methods, automatic operations, and 100% air-under- 
water “Testite” inspection keep prices low and insure 
perfect performance of every fitting. 

Here are some of the extras you get when you sell 
or specify GENERAL “Testite” fittings: uniformly 
high-grade castings . .. smoother inside surfaces that 
reduce turbulence...accurately machined tube sockets 
for precise fits and easier soldering. Available for im- 
mediate shipment. Write for detailed folder. General 
Fittings Co., 125 Georgia Ave., Providence 5, R. I. 





TANKLESS AND INDIRECT 


WATER HEATERS AND HEATING SPECIALTIES 
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flat tempered steel wire or fibre. Coil and elliptical type 
tube brushes are made from tempered flat stee] 
specially tempered spring steel blades. 
Tempered steel wire also is used to make a line ot copper 
tubing brushes for diameters from 1/7” up to 2”, 
Made by: Ace Wire Brush Co., 144-146 Fulton 
Brooklyn 1, N. Y. | 
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Remco filter Valve designed for 
Use on bottom outlet storage Tanks 


REMCO FV-300 filter valve is designed for use on bottom 
outlet storage tanks. It permits the use of an oil filter at 
the tank, eliminat- 
ing the need for 
nipples and bush- 


ings. One end of a - omemee . 
la = Eluce , 
the valve has a * er 


34" 1.P.8, size for 

mounting the fil- 

ter and on the 

other end is a Yn” 

I.P.S, to screw di- 

rectly into the bottom outlet tank spud. 
The Fv-300 has been developed to simplify application 

of valves and filters on Underwriters’ bottom outlet tanks, 


Made by: Remco, Inc., Landsdowne, Baltimore, Md. 









Oil Equipment enlarges Line of 


fill Boxes, fill and vent Caps 


OEM'S Fig. 12 aluminum slip on vent cap is available now 
in grey cast-iron as Fig. 13. Both caps, which fit flush t 
the wall and eliminate threading of 
the vent pipe, use set screws to hold 
the caps in place, Available in 34”, — 
1”, 144” and 1” sizes. 
New grey cast-iron fill cap, fig. 10, 
available in 11/7” and 2” sizes, is a twin 
to aluminum fill cap, fig. 11, They need 





no gaskets or washers and open with 
standard fill box keys. Both are for 
use with basement storage tanks. 

Aluminum hinge type fill box, fig. 
71A, now can be furnished in a new 
1", as well as the 2”, size. It is iden- 
tical to fig. 60G, cast-iron model, available in 114", 7 
2", 3” and 4” sizes. Each has a “duckbill” hasp for ux 
with a padlock. 


Made by: Oil Equipment Mfg. Corp., 169 Derby Ave. 
New Haven, Conn. 





Burcar Burners feature combination 
base or flange mounting Arrangemell 


BURCAR has announced a line of high pressure gun type oil 
burners, capacity range from .85 to 3.0 gph, designed for 
service accessibility. The burners feature a combinatio® 
base-flange mounting, adjustable either way. To raise of 
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Take just a moment off to review 
the many exclusive advantages of 
cast iron baseboards and you'll 
agree with our headline! 








WEIL-McLAIN CAST IRON BASEBOARDS 


ARE EASIER TO SELL... BECAUSE THEY OFFER 
SO MUCH MORE 




















































































‘ation If there is any merit in genuine 
anks, { "diant heating. ..if noiseless opera- 
“ tion means anything...if cleaner cas o 
Ma. heating is important...if warm, 
Millie Hears have anneai...if ALL THE FEATURES THAT APPEAL TO WOMEN 
compact size and attractive design 
: catch women’s eyes...then Weil- ' Pa 
Japs § McLain Snug Baseboards have Tl an 
aerything to get the order in a hurry! i i 2° to 3° | | I 
> NOW = H temperature 
ih ti EASIER TO SELL BECAUSE SY oes 
H etween floor | 
EASIER TO INSTALL! {4 ond coling 
labor costs money—the less re- We = |= | 
quired the better your chance of ——{ 
putting in a winning bid. You'll be 
surprised at how quick and easy it - 
wt Eestall Weil_McLain =i Radiant Heat Evenly Distributed Heat Cleaner—Noiseless 
Baseboard ti d Water-backed front emits Uniform temperature from The gentle heat flow from 
eboards —an apprentice can do a high percentage of radi- floor to ceiling is an impor- Snug Baseboards doesn’t 
the job. ant heat—plus ample con- tant factor in maintainin create strong air currents 
Se 5 vected heat from rear fins. children’s comfort an to stir up dust. Cast iron 
ic mo Bulletins C-164 and health, construction eliminates 
= a expansion noises. 
MAKE IT A WEIL-McLAIN JOB CAST IRON CAST IRON 
THROUGHOUT... FOR LONGER LIFE GAS BOILERS OIL BOILERS 
. +. OPERATING ECONOMY Peypeedinwa serge Built to burn oil with 
forcustomer satisfaction which prtropee.° wie ee Ma Oe aian Peakaaee 
yom nakes friends, you can depend always for residential, com- include heat-saving 
> *' @ on Weil-McLain Boilers. They’re cast mercial end industrial back — forth flue 
4 ron, . use. are tested as travel— minimum 
or us a for longer a and required by ASME corrosion because 
: peration. ..with extra Code and are AGA sections are not face- 
‘alues inevery detail of design, approved for all gases. ound—short tie rods 
Ave., naterial and construction. a ' or easier erection. 
For complete information send for 
General Boiler Catalog No. H-161 
, C 
ment 
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No longer need your business be a few-months, 
up-and-down affair. With the CLIMA-TWINS 
... matching summer cooling and winter heating 
units ... your business will take on new life with 
new profits. 

Investigate the new Peerless line . . 
made for your business! 


. it’s tailor- 


Peerless Furnace & Foundry, Inc. 
1853 Ludlow Avenue, Indianapolis 7, Indiana 


Please rush me the facts on the new Peerless line. 


Name 


Address 
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lower the mounting, two bolts are loosened on clamps 
holding the legs. For flange mounting, the same two bolts 
are loosened and the entire base removed. It is then mounted 
on the firing door, the clamp adjustment is set to the hori. 
zontal position and the burner afhxed. 

All parts, including the air adjustment, are accessible 
from the rear of the burner. The Burcar 8-vaned air spiral 
controls the air flow. The vanes, set at a 30° angle, control 
the air action at the point of combustion, 


Made by: The Burcar Mfg. Co., Stamford, Conn, 


OX’O-Gas Fluid is an anti-carbon 
Compound used as fueloil Additive 


OX’0-GAS FLUID is an anti-carbon compound, originally de. 
veloped as a decarbonizing agent for gasoline, now avail- 
able as a fueloil treatment. It is added to either light or 
heavy fueloils, according to the manufacturer, in dosages 
of 1 gal. of OX’O for each 1,000 gals. of fueloil. 

When so used its action is described as releasing free 
oxygen, which oxidizes carbon deposits and dissipates them 
up the chimney, It acts also as a solvent to keep tank, fuel 
lines, filters and preheaters free of sludge and sediment. 

The fluid is recommended also for use in automobile or 
truck engines where its application is intended to elim 
inate knocks, reduce noxious fumes and carbon monoxide 
due to carbonization, cut gasoline consumption and repair 
costs. 

Made by: OX’O Gas Co., 342 Madison Ave., New 
York, N. Y. 


York-Shipley announces Homeaire 
cooling Unit for small Homes 


DEVELOPMENT of a new type of airconditioning system 
for the small home has been announced by York-Shipley 
featuring an air- 
cooled condensing 
unit with a com- 
pletely hermeti- 
cally sealed re- 
frigeration sys- 
tem. The Homeaire model will aircondition the average si” 
room house. The unit is made up in three parts with the 
center section devoted to the refrigerant circuit and evapv 
rator section. One end section includes the fan for circu 
lating the cool air, and the other end section the fan for 
handling the condenser cooling air. 

The complete conditioner is 19” high, 25” deep, and 6 
long so it can be installed in attics, basements, crawl spact 
or closets. The system is powered by a 1Y2 hp air-cooled 
condensing unit, using Freon-12, In homes requiring more 
cooling than the one unit provides, the manufacturer re 
ommends the installation of two units, thereby giving a 
zoned system of airconditioning. Production of the equ?’ 
ment is now proceeding at York-Shipley, and distribution 
is being made through their regular channels and ditet 
to builders on large orders. 


Made by: York-Shipley, Inc., York, Pa. 
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= ° 2 Hollow-riveted cores 
Ay a 
hori- 1 . Sd 3 Layer wound coils, vacuum impregnated 
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Shielded to eliminate radio and TV in- 


ssible 
; terference 
spiral 
trol | 5 Mid-point grounded secondary 


6 Core and coil assembly dipped in in- 


sulating varnish and baked 
7 Core and coil potted in special heat dis- 
sipating compound 


8 Heavy-gauge, drip and splash proof case, 
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CME Electric ignition transformers are a . Fs 
worthy component for the finest oil : | 
burners made. Quality construction is main- » Bes | | | oe th 
tained through each step of manufacture... f 
their secondary current characteristics will 
make your installations more satisfactory 
by ensuring customers satisfaction and 
minimizing service calls. 


2 UV 
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ith the We invite you to investigate the better per- 

evapo’ formance features of Acme Electric trans- 

ame formers. They are available in a wide variety 

mee of mounting designs to exactly meet your 

an 10 requirements. We'll be glad to furnish 
samples for your testing. 

nd 69 

spaces 

mere ACME ELECTRIC CORPORATION 

g mor MAIN PLANT: 506 Water Street Cuba, N. Y. 


West Coast Engineering Laboratories: 
1375 W. Jefferson Blvd., Los Angeles, Calif. 
In Canada: Acme Electric Corp. Ltd., 50 Northline Rd., Toronto, Ont. 
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OHI Convention 


(Begins on page 73) 
sented an opportunity for dealers to 
discuss their problems with other deal- 
ers. Most interest was shown in the 
“What Should Service Contracts 


with six tables assigned to 


topic, 
Cover?”’, 
this subject. 

Wednesday morning’s General Ses- 
sion was aimed “Management 
Sales Problems—Profitts,” with Alfred 
Hegeman, National Chairman of 
OHI’s Distribution Division acting as 
chairman. 

First on Wednesday’s 
forum of oilheating industry authori- 
ties speaking on “What We Face from 
Natural Gas Competition,” and in- 
cluded talks by Fred N. Beckwith, Ex- 
ecutive Secretary, OHI of New Eng- 
land, Boston, Mass.; and Robert M. 
Crane, President, Reel-Strong Fuel 
Co., Cranford, N. J. 

Beckwith urged the fueloil dealers 
to go back to merchandising, 


agenda was a 


strengthen advertising, and utilize per- 
sonal solicitation. He pointed out that 
many companies, especially the newer 
ones in the oilheating field had never 





really faced competition before, and 
that the basic reason for the older 
organizations’ success was due to per- 
sonal solicitation. 

Noting that in New England, Gas 
heating was not cheaper than Oilheat, 
Beckwith called the dealers’ attention 
to the fact that the Gas companies 
were carrying on a strong advertising 
campaign at the present time, and re- 
peated his warning that the only way 
to increase sales was to get out and 
sell. 

In the New Jersey area, Bob Crane 
said that almost all the new home de- 
velopments were choosing Gas over 
Oilheat, and he asked the question, 
“Are we ready to get out of our 
lethargy?” Crane called upon the deal- 
ers to underwrite an extensive and ex- 
pensive advertising campaign, and to 
get out and promote their business. He 
continued by pointing out that up to 
now in New Jersey, fueloil dealers 
have been fighting with one hand tied 
behind them, because New Jersey has 
no restrictions or codes for the Gas 
industry, either on pipelines or in- 
stallation. 





FUEL OIL FILTERS 









eatures ... 


® Glass or Metal Bowls 
® With or Without Valves 


Modern Engineering and Styl- 
ing combine to make Klemm 
Fuel Oil Filters appealing to 
both the Heating Contractor 
AND his patrons. A choice of 
models to meet every filtering 
requirement... - 
featuring the exclusive Klemm ee E 
CHEMISTONE Element. Ask a 
your jobber for details ... or 
write direct. 

MILLIONS SINCE 1932 


2 Kem Propucts 


DIVISION OF 
KLEMM AUTOMOTIVE PRODUCTS COMPANY 
1722 North Damen Avenue, Chicago 47, Illinois 
EXPORT: Guiterman Co., Inc., New York, 
CANADA: Elgee, Ltd., Toronto 


© 17 Models a Versatile! 
®@ Exclusive CHEMISTONE ee 
Element a 
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and each 
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MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 
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To counter this unfair condition of 
requiring codes for fueloil men by 
none for their competitors, New Jersey 
fueloil men have formed county organ, 
izations, Crane said, to spearhead an 
oilheat promotional campaign. 

In conclusion, Crane underlined the 
point that either fueloil distributogs 
and dealers see the fight through or 
they may count on following the coal 
industry, and that the only way to wip 
is to act collectively as one unit, not 
as individuals. 

Following the forum, a major ad 
dress was given by Graham Shields, 
managing director of the OHI of 
greater Washington, D. C., on “What 
the Oil Supplier should Do to Increase 
Sales of Automatic Heat.” 

Shields opened his talk by remark 
ing that although the initial cost of 
an oilburner is under some circum 
stances slightly higher than that fora 
gas heater, some people fail to con 
sider the difference in future opera 
tional costs, and he felt that this dif 
ference might be more fully empha 
sized by the major fueloil suppliers in 
their advertising. 






















KING ENGINEERING CORP. 


* Ann Arbor, Mich. 





















Note these advantages: 


e You continue to get famous 
Lau basic design and quality 
engineering features. 


e Eliminates special blowers 
for each application. 


e Simplifies order procedures 
and stock control. I 


e Enables you to more quickly 
handle model changes in 
production. 


@ Solves many other problems 
that can cause production 
delays. 


eA more compact package 
(262% smaller) that reduces 
warehouse space. 


® Lowered handling costs, par- 
ticularly for parts buyers. 





Series ‘‘A’’ 


ECONO e PAK Blower 


The Unit that features 
Flexibility and Economy 


Here is a new and practical way to reduce your 
blower inventory as much as 50% —and eliminate 
slow-moving stocks. Lau Series “A” ECONO*PAK 
Blowers cover 95% of the blower applications for res- 
idential air-moving equipment. 

This unit in two basic sizes (each size available in 
two widths) incorporates all the standard Series ‘‘A” 
features and offers possible savings of as much as 
10% per unit. 


The reasons for these economies are: 
1. The two housing supports and the motor mount 
bracket are not attached to the unit, but are in- 
cluded in the package with all necessary hardware. 
You can quickly and easily adjust the discharge to 
any one of five positions. 


2. By the use of exclusive LAU-PAK Bearings, 
without oil cups and requiring no lubrication, you 
can adjust the discharge angle at will, without the 
oil cup problem. 


For Present Users of Parts—this “package” 
will replace expensive inventories of many unassem- 
bled parts. 


For Buyers of Complete Assemblies—this 
unit gives you adequate, flexible stock of blowers 
suitable for many applications—with minimum labor. 
These units are being stocked and ware- 
housed for fast delivery ... it’s the answer 
to your problems! 


Write today for Full Information . . . Request Catalog 707-25-26 


THE LAU BLOWER COMPANY: Dayton 7, Ohio 


LAU World’s Largest Manufacturer of Air Conditioning Blowers 


im 
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Concerning additional aid from the 
major fueloil suppliers, Shields con- 
tinued by offering a number of general 
suggestions to this end. They include 
the following: (1) Try and clean up 
the fueloil, specifically number 2 fuel- 
oil, by putting in additives at the re- 
finery aimed at doing away with 
oxidization of tanks and getting rid of 
insoluble residues, He felt that im- 
purities were among the chief cause 
for service calls; (2) Provide an addi- 
tive, at the dealer level, which will also 
combat tank rusting; (3) Increase ad- 
vertising, especially through the 
O.LLC., pointed at creating a demand 
for oilheated homes, spotlight fueloil 
as an industry product both on the 
national and dealer level; (4) Provide 
summer “fill up” plans with a guaran- 
tee against dollar loss, such as price 
cutting. This would enable customers 
to fill up their tanks early in the sea- 
son, instead of having them wait, hop- 
ing for a price cut. In the event of 
a price cut, a rebate would be given 
which might be passed along to the 
buyer; (5) “Through-put” charges 
should be raised so that the dealer will 


Sl Oth o.oo areca A arerecer ete eee- eee | 
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Obround Basement 

Buckeye Oil Burner Accessories are built to do a good (Vertical or Horizontal) Round Underground _ 
job—to keep doing a good job year after year without Cap. in Cap. in 

maintenance. Buckeye’s Double-Opening ‘‘T” Vent, Gals. Gauge Size Gals. Gauge Size 
shown here, is no exception. Its body is of sturdy cast 275 thor 12 a7 «Ade 60 285 14 0r 12 38 x 60 
iron and both openings have the double protection of | 220 l40r12 27x44x 48 550 12 46x76 

a brass fire screen plus a heavy galvanized wire cloth. 235 l4or12 22x44x60 550 7 48 x 70 
And like other Buckeye fittings, it can be installed and 275 12 22 x 44x72 | 1000 10 52 x 110 
forgotten. Get better installations—specify BUCKEYE. 1000 7 48 x 130, 





Buckne 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 


have more storage, and will be encour- 
aged to raise his storage capacity; 
(6) Discontinue posting prices of 
products that the suppliers are not 
selling at retail; (7) Discontinue retail 
competition by supplier, let the dealer 
handle it; (8) Give more authority to 
the branch or district officers so that 
they may work with the dealers on 
local problems. Shields feels that at 
present there is too much “red tape” 
involved in getting local problems 
solved, and that such a move would 
dispel the prevalent idea that the ma- 
jor suppliers do not act on local 
questions. 

A panel session of fueloil dealers 
on “Dealer Sales Techniques” fol- 
lowed Shields’ talk, and included com- 
ments by W. E. Allman, manager of 
the Dalton Coal and Supply Co., 
Gary, Ind.; Fred W. Heaney, Skaggs- 
Walsh, Inc., New York, N. Y.; and 
Joseph C. Weber, Weber Oil Co., 
Niagara Falls, N, Y. 

The question of what makes a cus- 
tomer buy fueloil was discussed by Bill 
Allman, and he used as a basic assump- 
tion that the dealer was giving good 








oilburner service. Allman felt thy 
people bought fueloil from a particy 
lar dealer for eight major reasons 
and he listed them as security of my, 
ply, noting that the dealer had py 
business playing the fueloil marker. 
the reliability of his products: assyp 
ance of a stable price; good, automatic 
service through the degree day system, 
a lenient budget plan, and twenty-four 
hour telephone service; general appear. 
ance of the employees and equipment 
such as uniformed service men and 
clean trucks; participation of the com. 
pany leaders in civic affairs; provision 
for oilburner service in case of trouble: 
and general treatment of the customer, 
Allman noted that if the dealer would 
help his customer to lower his bill by 
suggesting improvements in his own 
home, that often this would gain the 
dealer a customer for life. 

Fred Heaney told the fueloil dealers 
that not only were the customers his 
business, but that the people in the 
dealers’ own companies were also en: 
titled to consideration. He urged the 
dealers to acquaint the people in the 
various departments with the dealers 















No. 631 
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OIL TANKS 


Basement or Underground 


Price domestic fuel oil storage tanks are manv- 
factured to Underwriters specifications and bear 
Underwriters labels. 


for 




















Larger tanks up to 4,000 gals. Skid tanks with pumps now available. 


Write Today for Catalog and Prices 
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FIREPLACE HEATER & TANK Corp 


Strainers * Sludge Pumps * Foot Valves ° Fill Boxes 


Check Valves * Vents * Shut-Off Valves * Bushings 





252 W. Austin Street 


Buffalo, N.Y 


237 Jackson Rood 
Hatboro (Philadelphic 
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CONVERSION JOB 











3 











Ever Lose a Job 


on Price ? 


Sure you have... and we’re not going to tell 
you that B&W lightweight Refractories will 
help you be the low bidder. 

But we can tell you this—it’s easy to justify 
the additional cost of a B&W Insulating Fire- 
brick Firebox, even to the customer who buys 
on price. In fact, his very attitude toward 
cost makes him easier to sell. When you tell 
him that your quotation is based on the best 
available equipment to give him low fuel bills, 
long life and freedom from repairs, he’ll listen. 
Give him an example. For instance... 

“I can buy a combustion chamber for as 
little as $3.95. However, the one I’m putting 
into this job costs about $9.00. Why is it 
worth the extra money? Because it insulates 
better and saves you as much as 25% on fuel. 
For you that’s $50 or more every year—just 
like putting money in your pocket!”’ 

And there’s another strong selling point in 
your favor, too—quieter operation. The same 
lightweight structure that enables B&W In- 
sulating Firebrick to cut fuel bills also absorbs 
combustion noise. No nerve-shattering ‘‘explo- 
sion” when the burner goes on. Your customer 
can fully enjoy the comfort of oil heat. 


Send today for the 
B&W FIREBOX HANDBOOK 


a valuable guide 
for every installer 





















Carefree Fuel ‘Supply 


in Oil Blimer Sales 
with combination 


VENTALARM ° GAUGE 


Underwriters’ Approved 







The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 


Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT" 
INSTALLATION 

Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 


even in partly filled tanks. 13) 






























Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 


Specify tank depth 
when ordering. 








and the famous 


VENTALARM 


1 m REG US PAT OFF 


WHISTLING TANK FILL SIGNAL 


Accurate fuel oil delivery without 





home entry. Truly automatic fills for 












the householder. Makes oil supply as 
clean and convenient as any other fuel. 





A variety of models for 
new and old tanks. 





Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 





“ Just fill while 
the whistle blows.” 





See your regular Supply House. 
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own problems, especially as to gas heat, 
and so make them a more integral part 
of the organization. Heaney felt that 
once the dealers’ own organization 
knew what the major objectives and 
problems were, they would be eager 
to help the dealer in every way 
possible. 

On the selection of salesmen, Joe 
Weber suggested that the oilheating 
dealers look for men who are well 
known, presently employed, and active 
in community affairs, and that once 
they find such men, to pay them ade- 
quately. Weber concluded by adding 
that the salesmen chosen should be 
paid on a salary basis so that the 
dealer can maintain control and thus 
hold his salesmen accountable, but that 
the salesmen should receive a bonus 
on their gross earnings at the end of the 
year, as an added incentive, 

The third session concluded with 
the disclosure of the meaning of the 
keynote word cf the convention 
SOGOP. Tim Loizeaux, T. R. Loi- 
zeaux, Plainfield, N. J., explained that 
SOGOP meant Skate or Get Off the 


Pond, and that it would continue to 


e7 Ne]. [e7.\ cc] ae 


Galongage is designed 

the most exacting require 
and do credit to the finest 
installation. Quality cons 
practically eliminates 
unprofitable service calls and 
bothersome adjustments. 


When making replacements or check- 
Tite Mel M eV eMiricel/M@zel(eurelole|-Mielg 
greater efficiency and customer 
satisfaction. Approved by 
Underwriters’ Laboratories. 


Write today for full particulars. 


APPLIED MECHANICS 
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COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 





be the basis for a pilot fund for the 
study of what is needed and what can 
be accomplished with a national pro- 
motion campaign in the interests of oil- 
heat. Loizeaux started the campaign 
off by contributing $1,000 to the fund 
and was followed by Frank Scully 
with another $1,000. In addition, 
$6,000 was tentatively pledged by 
various oilheat chapters to underwrite 
the program, contingent upon the 
acceptance by their members, 

The third and final round table dis- 
cussion took place on Wednesday 
afternoon, May 19, as part of the 
Dealer Day Program. J. H. B. Albert, 
Operators Heat, Inc., Baltimore, was 
chairman of the session at which 120 
registrants were assigned to any one 
of ten selected tables. At each table a 
previously-designated leader super- 
vised discussion of a particular phase 
of dealer management or operation. 

The last general Session was held 
on Thursday morning, May 20, with 
major addresses by T. H. Smoot, sales 
manager, Primor Products, Inc., Adri- 
an, Mich., and Wroe Alderson, Alder- 
son and Sessions, Philadelphia, Pa, A 








summary of the convention sessions 
was provided also by the chairmen, 
Frank P. Scully, Hugh McKee, and 
Alfred Hegeman, and Paul Addams, 
OHI president, closed the meeting with 
a short talk. The chairman for the final 
session was George H. Wolf, Jr., new. 
ly elected chairman of the OH! Distgj- 
bution Division. 

Smoct’s talk on “Residential Com. 
fort Cooling and the Heating Dealer” 
is covered in greater detail in another 
section of this issue, (See page 80,) 

Speaking on “Sell More to Make 
More in °54,” Alderson pointed out 
that consumer attitudes make or break 
a market, and that marketing condi- 
tions can be judged by economic indi. 
cators. However, he continued, these 
signals or indicators are modified by 
two conditions, their reliability and 
clearness, and how well the industry 
utilizes them. 

Alderson said that the industry 
could make use of market condition in- 
dicators by keeping costs down, con 
trolling inventories through ability to 
move products quickly, strong. sales 
efforts, and advertising appeals. 








Use 


Order now. 











It?s NEW! tHe xinestey 
| HANDY NOZZLE KIT 


Holds 24 Nozzles, Yet Fits Into Pocket 


lm 


or Tool Box 


%* Keeps Nozzles 
Clean, Ready to 


* Fits Into Glove 
Compartment 


* Made of Heavy 
Gauge Metal 


It's the handiest nozzle kit ever Only $499 


| made. Every service man should 
own one. Has a strong handle 
for easy handling. 
finish is easy to clean, too. 


A. R. WEBBER C€O., ine 


424 HOWARD AVE., NEW HAVEN, CONH. 





It's green 


POSTPAID 
Order Yours Now 
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Exceptional Forming Qualities 


Ingersoll specializes in producing heat- 
resisting stainless steels—of exceptional 
forming qualities—specifically for oil burner 
ket combustion chambers. 





as Whether you use these steels in large or 
small quantities, Ingersoll facilities offer 
exceptional service by custom shearing to 
your own specified combustion chamber 
blanks, or multiples thereof. 





: Advantages 
OF HEAT-RESISTING STEEL CHAMBERS 





e@ No breakage in shipment or handling 
@ Lighter weight lowers freight costs 


@ Quicker heating—greater efficiency 


NC. 
N. 


Write, wire or phone for details 


Ingersoll STEEL DIVISION 


Borg-Warner Corporation 
310 S$. Michigan Ave., Chicago 4, Illinois 


Plant: New Castle, Indiana 
eloil \ 
oilhear, 


ENGINEERING 





PRODUCTION 











GET ALL THE 
FEATURES 


WITH A 


FURNACE & BOILER 
VACUUM CLEANER 


and Power Blower 


CONVERTS 
TO POWER 
BLOWER IN 
2 SECONDS 





COMPARE THESE PULLMAN 
FEATURES WITH ANY 
OTHER VACUUM CLEANER 


@) Powerful turbine type suction 
and (2) automatic power blower 
coupling. (3) Balances for one- 
hand carry and (4) has low, 
non-tip, center of gravity. 
G) Auxiliary disposable paper 
filter and () NO outside bag to 
snag or tear. 
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Pullman Vacuum Cleaner Corp., Boston 19, Mass. 


Send information on Boiler & Furnace Vacuum Cleaning. 
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Concerning the threat of gas com- 
petition, he felt it wasn’t as great a 
problem as some people held, since oil- 
heating has maintained its share of the 
market in recent years and both gas 
and oilheat profits have gone up and 
down together, He said that the devel- 
opment of new markets for fueloil was 
by far a more important problem, and 
that along this line perhaps too much 
attention has been paid to housing 
starts as an indicator of market activ- 
ity. Alderson told the session that al- 
though housing starts have leveled off 
considerably, fueloil and oilburner sales 
have continued to rise. He urged the 
dealers to obsolete units at least once 
every fifteen years, and that this would 
provide as much as two or three times 
more business for them than would new 
construction. 

Switching to the question of in- 
creased sales from new products, Al- 
derson warned the oilheating men that 
only about 19% of the new items ever 
succeed. He maintained that the failure 
of the other 81% was usually due to 
the inability of the manufacturer to 
satisfy the customers’ needs, To be 


good, Alderson said, a new product 
must solve a problem, provide greater 
satisfaction, give greater economy, and 
more value than before. 

Looking into the future, Alderson 
prophesied that within a very short 
time all winter heating will be entirely 
centralized, and that about 50% of 
summer cooling also would be of this 
type. Stressing the need for coopera- 
tion between the manufacturers and 
the dealers, Alderson added that in 
such a complex business as oilheating, 
there was always a need, also, for up- 
to-the-minute information on channels 
of trade. 

In conclusion, Alderson urged the 
oilheat dealers to raise their sights far 
above and ahead of 1954, so that the 
future would provide new and greater 
business in the coming years. 

Institute President Paul K. Addams 
closed the convention on an optimistic 
note. He told the final session that the 
recent business readjustment had great- 
ly strengthened the industry by getting 
rid of those who did not wish to face 
hard work, and emphasized that the 
changes resulting from the readjust- 


ment had also made for greater oppor. 
tunity, since they created new, basic 
needs which had to be met. 

Noting that a recent forecast held 
that by 1960 96% of productivity 
would be performed by machine, with 
3% left to man, and 1% to animak, 
Addams concluded his address by 
stressing the point that no machine 
would ever replace the good salesman, 
and that there should be little trouble 
in selling a great deal more in 1954 

By way of social activity during the 
week a large contingent of ladies en. 
joyed an entertaining program ar 
ranged by a local committee. The do 
ings included cocktail parties, panel 
discussions and an all-day trip to Val 
ley Forge. 

On the more mature side, the Old 
Timers’ Club of the Oilburner Indus 
try gathered for its annual Jamboree 
on May 16. The dinner and entertain. 
ment took place at the Philadelphia 
Rifle Club where the Old Timers had 
plenty of elbow room to meet and greet 
old friends. Chairman Jim Owens con. 
ducted the rather informal busines 
meeting that marks each gathering and 














SPECIFIC SOLUTIONS 
10 3 SPECIFIC 

HEATING PROBLEMS 
Only DELTA Makes All 3! 
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3 whys to hep your 
caee help You You! 





————— 
DELTA DIRECT-FIRED ili 
OIL UNIT HEATER ~— i 
For lowest cost industrial heating. Ideal for fac- 
tories, warehouses, commercial buildings, and 
locations requiring high velocity air delivery. 










DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 


Especially shallow for narrow crawl spaces and 
attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 


DELTA GUN-TYPE , 
FLOOR-O-LEVEL FURNACE | 
Provides an extremely effective, 4 
yet extremely economical central 

heating system for small 
cellarless homes. 





FOR THE FACTS! 
4 SMALLER SIZES 
196,000 BTU/HR 


NOW 
FROM 


AVAILABLE! 
112,000 T0 
DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 


In Canada — Kresno-Stamm — Montreal and Toronto 
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You can turn fuel oil conservation sain a 
bang-up public relations job for yourself— 
win customer co-operation by: 


Emphasizing the importance of 
immediate tank-filling for de- 


pendable supply protection. 


Emphasizing to your customers 
the importance of having their 


burners serviced. 





Keeping your equipment in top 
order for immediate and speedy 


service. 





Identify yourself actively with 
Gulf Oil’s national reputation 
for product-reliability and de- 
pendable service. 


SOLAR HEAT : = 
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gpervised the initiation of new mem- 


Next, on Wednesday, May 19 the 
Accessory Division held its by now 
traditional and successful luncheon. 
Principal speaker was Col. Jack Major 
of Paducah, Ky. Billed as a farmer, 
humorist and economist he regaled the 
apacity crowd with his talk on “Taxes, 
Women and Hogs.” 

Another Wednesday affair during 
Show Week was an open house held 
for members of the Oil Heat Old 
Timers. Drinks and snacks on the 
house kept a representative group en- 
tertained until the wee small hours, 

Climax of the program in the way 
of social gatherings was the annual 
oH! banquet and entertainment held 
in the Benjamin Franklin Hotel on 
May 20. This, too, has become tradi- 
tional for its good fellowship. President 
Paul Addams observed precedent and 
confined his remarks to introduction of 
head table guests and announcement 
of awards to industry dignitaries. 


Awards made 

Alladin Lamps were presented to 
Clark L. Hastings, Rochester Mfg. Co. 
and past chairman of the Accessory 
Division; Alfred Hegeman, Wauwa- 
tosa (Wis.) Fuel & Supply Co. and 
Ralph H. L. Becker, managing direc- 
tor, Oil-Heat Institute of America. 

First presentations of the newly-es- 
tablished Igniters’ Award for out- 
standing service to the industry by 
dealers went to: John Scott, Buckley & 
Scott Utilities, Watertown, Mass.; 
Carl Jonswold, Arrow Petroleum 
Corp., Forest Park, Ill.; T. E. Carson, 
Sherwood Bros., Baltimore; M. N. 
Vining, Diesel: Oil Sales Co., Seattle, 
Wash. 


Charles A. Reif is elected 
President of Reif-Rexoil 


AT A RECENT director’s meeting, 
Charles A. Reif was elected president 
of Reif-Rexoil, Inc., Buffalo, N. Y., 
manufacturers of oilburners and heat- 
ing equipment. 

Reif, formerly vice president of the 
firm, succeeds his brother, Col. Allan 
F. Reif, and has purchased the latter’s 
interest in the company. 

Associated with the concern for the 





Charles A. Reif 


past 30 years, Reif is a member of 
the American Society of Heating and 
Ventilating Engineers. He reports that 
present policies and lines of the com- 
pany are to be continued. 


Rochester Manufacturing Co. 
makes its 3 millionth Gauge 


A GAUGE PLATED with gold celebrated 
the 3 millionth Rochester Universal 
fueloil tank gauge off the assembly line 
of the Rochester Manufacturing Co., 
Rochester, N. Y. The gauge was on 
display at the Philadelphia show and 
has since been packed in a plain car- 
ton and shipped to some distributor 











who will in turn move it along the 
regular distribution channels. 

The “Golden Gauge” is a working 
gauge designed to be installed in some- 
body’s oil tank—gold and all. The dis- 
tributor and heating dealer who han- 
dle the gauge will receive television 
sets, and the customer who happens 
to have it installed in his tank will get 
a high fidelity record player from the 
company. 

George F. Saddock, superintendent 
of production, holds the gauge in the 
picture. He has been with the company 
34 years and about 28 years ago made 
the first one of these gauges by hand. 
He personally assembled this one by 
hand to make sure that none of the 
gold parts were scratched in the assem- 
bly process. 


Se 

George F. Begoon appointed direc- 
tor, Southeastern Sales District, Ther- 
moblock Division, Prat-Daniel Corp., 
South Norwalk, Conn. His headquar- 
ters will be in Fort Lauderdale, Fla. 








Price $4.00 


Thousands of Dealers 
& Heating Contractors 
use this book daily 
: and say “What A 
Big Time Saver’ 


Order your today! 





| 2 West 45 St. 


Estimating Heat Radiation Is Simple and Quick with 
BEACON RADIATION BOOK 


3 


HIS pocket-size book shows the required radiation for all rooms of ordinary size 
with from one to three windows, one to three exposures, and every combination 
of walls exposed. 
Other sections of the book show the square feet of radiation in each section of radiators 
of various styles and designs. A wealth of information on required radiation that can be 
carried easily in a pocket or brief case, or used as a desk reference. 


Please Mail Remittance With Order. Please No C.O.D. Orders! ! 


HEATING PUBLISHERS, Inc. 





NEW YORK 36, N. Y. 
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Joe (the Menace) Keyhole 
(Begins on page 88) 


“California here they came.” Those 
friends of Jean L. Dupuis, from San Fran- 
cisco, were there. We refer to the Ray 
Oil Burner boys, headed by Russ Westover, 
Forrest Beard, Carl Draper, Fitzpatrick, 
and Ray Plass, who surrounded the FD- 
ARC-144 Forced Draft Packaged Burner 
in a nice blue and white booth . . . Herb 
Forgash, the big Guardian Products man 
from Michigan, with the molded nylon jaw 
coupling (the product, not the man), and 
the new line of “Undertank Valves,” 
dropped in to tell folks about Guardian’s 
“Trio” . . . OPW Corporation of Cincin- 
nati, Ohio, moved in on the Show in the 
persons of Roy Gronauer, Harry Heinzer- 
ling, Ned Heinzerling, and Mal Myers. We 
understand their Corporation name means 
that they do “Other People’s Work’- 
meaning for their customers, of course, with 
work and dollar saving equipment. (Key- 
hole, that is really stretching for one, and 
God knows you need a stretch). Richards 
stayed home to try to keep pace with the 
up-turning new business curve. . . . Some 
new boys at the show were Fostoria Pressed 
Steel, from Fostoria, Ohio, with the “Dyna- 
pump,” a circulator which was pumping 
pink lemonade through a glass tank. A nice 


booth with a series of picture frames con- , 


taining subjects such as parts, operations, 
etc. Eddie Kuhn, Dick Carter, Joe Sweeney 
and R. W. Jeffrey, their Eastern boy, made 
with the “Sealed Unit, No Bearings to Oil” 
story. Magnetic guys, with a magnetically 
driven pump. 

“Here's the Line For Both Summer and 
Winter Profit” said the boys with beaming 


smiles in the Sunbeam Air Conditioning 
Div. of Am. Rad. & Stan. San. booth, out 
in centerfield. They featured the Orlando 
Horizontal for Heating; the Mayfair unit 
for cooling, in 3 sizes; and the Magne- 
Filter, an electrostatic affair in 7 sizes. They 
obtained excellent interest, with ‘Forge 
Red” units—a wonderful color, uniquely 
arranged. H. M. Carnahan, T. W. McNeil, 
Charles Hoover, Henry Shine, R. J. Berk- 
shire, W. W. Woodruff, and a new boy 
from Connecticut, Bill Sullivan, sang the 
Sunbeam song in three parts for year- 
around air conditioning. 

“Gilding the Lily’ was the word in the 
Airtemp exhibit where their 100,000th 
Packaged Unit was surrounded with enough 
cooling capacity to drop the whole damn 
show atmosphere to zero. Friendly Ed 
Nash, “Handsome” Bard, Red Godfrey, Joe 
Lovely, and Speedy Gonzales gave out with 
the solid gold words of profit for dealers. 
Buchholzer and Knoff were smart—they 
stayed in Dayton. The man from Detroit 
with the truth on his good-looking pan was 
Vince Black, of Grant Advertising, who 
handles the account. A fisherman, gentle- 
man, and good judge of, oh, let’s see 
now... 

Let’s pause here with our hats off in 
admiration of that great name— “Winkler 
Oil Burners.” Their long, open booth 
against one wall was a scene of great ac- 
tivity. They featured a 2-ton central air 
conditioner, with burners, and beautiful 
plastic red, white and black dealer signs. 
Herman (“Mr. Energy”) Winkler stayed 
home to get the stuff out for the boys 
(43% up this year so far) so Claude 
Potts, the fast-talking, hard-working Hoo- 
sier, sort of superintended things, with Walt 
Blake, Bob Hulse, Big John Phelan, Bull 
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Factories in 
Brooklyn, N. Y. 





The mystery of how to sell your 
customers a burner that’s DIFFERENT! 


Hayward Rotary Atomizing Burners give top fuel 
economy, are quiet and dependable. 


Upgrade your sales effort—your customers will 
pay more for something Different and Better. 


Write for franchise information: 











HAYWARD OIL BURNER CORP. 
86 Kirkland Street, Cambridge, Mass. 





Write Today! 








| KX 
| SINCE 
COMBUSTION 


(‘SN Ta 
Tough 
... and flawless! 


GEM Combustion Chambers are die formed from hi-grade 
lightweight insulating materials and then kiln-fired to with- 
stand 2600° F temperatures . . . that’s why they‘re “tough” 
and give years of “flawless” performance. GEM’s construc- 
tion guarantees high combustion efficiency and excellent 
performance with high or low pressure burners. 

The universal design of GEM Chambers enables fast and 
easy installations in any boiler or furnace. The scientific 
“float packaging” used assures maximum protection from 
breakage. Enjoy GEM’s many advantages on your jobs— 







Special designs to meet furnace and boiler manufac- 
turers specifications are our specialty. Inquiries are 
invited for prompt free estimates. 








McNeil, Gaskill Carl Riddle, aiid other 
“Sell Hard” boys handling the customers 
There is quite a story in Riddle. He some. 
how got ahold of “Survey” the Winkler 
house organ, in the trenches abroad during 
World War II, got sold on the industry, 
and on Winkler, and after he was dis. 
charged (went from Private to Captain jp 
the field) he applied for a job, and could 
only get a retail selling set-up. Now he js 
a field man and wins many sales contests. 
Those bright yellow shirts worn by all with 
Winkler printed on the back added even 
more color to their location. Didja notice 
their burner mounted in a little trailer? 
Quite an attraction! 

Carl Theobald (Keyhole’s gang call him 
‘““Handsome”) was charming all the cus. 
tomers with Skuttle’s Trunkline Humidifier. 
Prexy Russ Geisler, M. A. Powers, and 
Ken Fournier—the big wheels out there 
in M Ilford, Michigan—-were also doing a 
dandy job of letting us know what “The 
Trunkline” will do for home humidity 
problems. Carl whispered in our 1 good ear 
about some “Top Secret’ new develop- 
ment they have which we are not permitted 
to mention yet because they don’t have a 
building big enough to house it. Any ques 
tions, anybody? 

A great big, lighted model of the “Free 
Floating’ Piston drew Joe towards Com 
bustioneer. They were featuring their LP 
—that means lots of profits to dealers— 
32R burner. “Handsome” Shirey (a bright 
guy in our book) led in giving the low 
down on those finely displayed burners 
with the “‘open-to-the-eye”” chambers, (By 
the way, Mister McCampbell, who stole 
the screw driver from “Adjuster” Puckett 
at the crucial moment?) ‘Hot Plate Hal” 
McCool was genially presiding as Chief 
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and 


Taunton, Mass. 


GE 


CLAY FORMING CO. 
Sebring, Ohio ¢ Phone: 8-614] 








| Mfg’s. of RADIANTS ¢ 
| \COMBUSTION CHAMBERS ¢ INSULATING BRICK ¢ E 
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Leading Oil Burner Manufacturer 


WILL MERGE 
OR CONSOLIDATE 


with Western Burner Manufacturer! 


Nationally known Burner manufacturer is 
exploring possibility of merging or consoli- 
dating business with Western Burner manu- 
facturer to effect savings in distribution, 
freight, sales and manufacturing, etc. Com- 
pany sells through dealer-distributor organ- 
ization, original equipment manufacturers 
and makes Suspended and competitively 
priced furnaces, Boiler-Burner units and 
complete line of oil-heating products. Busi- 
ness is operating 15% above normal. Apply 
direct to: 


Chairman of the Board 


GOTHAM ADVERTISING COMPANY 
2 West 46th Street, New York, N. Y. 














HYDROVALVE 


OIL BURNER SERVICE PARTS 
AND TOOLS OPEN THE DOOR TO 


MORE PROFITABLE 
OIL BURNER SERVICING 


* Fuel unit and relay service parts, bellows, nozzle- 
ports, seals, helixes, elements, etc. 


* A complete line of SUPERSEAL gaskets for all fuel 
units, filters and fill boxes. 


* An entire line of ENGINEERED FOR REPLACE- 
ate standard and special electrodes for all oil 
urners. 





® Servicing tools to make servicing easier and quicker. 


The high quality of HYDROVALVE products, pre- 
cision made by skilled craftsmen is recognized through- 
out the oil burner industry. 


BUY THROUGH YOUR JOBBER— 
HE SERVES YOU WELL! 


HYDROVALVE CO. 
1319 Utica Ave. ” Brooklyn 3, N. Y. 
BUckminster 4-1330 
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NOW! convert standard 
tees into balancing valves! 




































MAID-0’-MIST ° 
ADAPTER UNITS 


Phantom view above shows how Maid-O’-Mist 
Adapter Unit makes any copper, bronze or cast 
iron tee into efficient balancing valve. Note there 
is no reduction of inside pipe diameter, an 
advantage which assures full free flow of water 
through the tee. This, plus low cost, permits use 
of additional balancing in hot water heating 
systems without preliminary planning. Precision 
made of brass and monel metal. Packed stem 
construction. Balancing adjustment requires only 
screwdriver. 


No. 14 for sweating or se se into 
copper and bronze tees. Nominal pipe 
sizes Ye”, V2”, Y%a”, 1”. 


No. 15 for threading into cast iron tees. 
Sizes V2”, %4”, 1%, 1%”. 





e For return header. 


M A N Y e For radiant header. 


e For baseboard radiators. 
J S t S e For convector radiators. 


MAID-O’-MIST, 1-.. Gage 


3217 NORTH PULASKI ROAD 


CHICAGO 41, ILLINOIS HEATING 2h 









. ... Joe Keyhole 


Chef when the Combustioneer boys livened 
up the show by cooking a steak over one 
of their LP burner set-ups. Our boy 
Cooney, who has a nose for food among 
other things, got there just in time to snatch 
a mighty tasty bite. Hal was worried “bout 
whether the oil would change the flavor 
(it didn’t) but who cares—we like oil and 
what it has done for all of us, HUH! 

Moving into the first turn, no Show 
visitor could miss that big V @ E sign 
hanging high against the wall. Directly 
beneath it, Joe Eubanks, Lionel and Bruce 
Jacobs, the Wayne Wonder Workers, and 
E. R. Glassey were telling the industry all 
about those eleven boiler units with "a 
tiful two-tone jackets. Want a slogan from 
Keyhole boys? How about “Schuylkill 
Haven for Top Fuel Savin’ *’? 

Looked like the Kaustine Furnace men 
from Perry, N. Y., were selling units a hun- 
dred at a crack, during their successful 
week. John B. Mollnow, Sr., and Jack Moll- 
now, Jr., enjoyed a lot of dealer interest 
with their brightly lit signs for dealers’ 
showrooms, featuring the famous Kaustine 
trade mark—a hand holding a sword aloft. 
Them Kaustine Boys is cutting a wider 
swathe all the time. They say their 314 
sq. ft. area hi-boy gives home buyers more 
house for the money. Their energy must 
be due to that Up-’State “go-getter”’ spirit. 

That was a neat labyrinth dreamed up 
by the gang at the National Radiator Ex- 
hibit. You got so interested looking at that 
wide, wonderful National line that you 
wandered into the corridors between display 
panels and units, and Zowie! you found 
your exits blocked by capable National 
salesmen. Keyhole had to order a whole car- 
load of those beautiful white table-top boil- 
ers before they'd show him the way out. 
Theodore Focke, Carroll Baumgardner, 


Barney LeRoy, Shep Doherty, Charlie 
Philage, W. J. McDougal, F. R. Kriebel, 
Jack Hall, Karl Schlentner, Paul Backen, 
A. K. Tinker, Arnold George, Ken Shaffer, 
D. J. Blackford, H. W. Williams, and 
M. J. Hostetler made up just part of that 
big National team, with industry service 
as their constant objective. (Joe, boy, you're 
a discerning man!) 

“Sales Frequency Is Higher” with Sund- 
strand Burners, said Gus Gustafson in his 
very neat Sundstrand Engineering Co. 
booth. They have been making oilburners 
for 33 years, and Gus probably has 33,000 
friends in the industry judging by the 
crowd around him. 

A big red Aldrich sign, and a fine red 
rug, with the blue of the exhibit, made the 
Aldrich Co., from Wyoming, IIl., a stand- 
out, Phil Stephenson, their genial and capa- 
ble big shot, assisted by Ed ““Chrome Dome” 
(crew cut) Fox and Barney Mulder, ex- 
plained how happy their Bantam, Gulf 
Stream and “Series B’’ Model boilers make 
the customers with comfort and hot HeO 
for all. (Yeah, Keyhole passed his h.s. chem- 
istry.) 

Jack Carr and Jim Madden the ‘“Maid- 
O-Mist” men blew in from Chicago talk- 
ing about the “Maid-O-Mist Auto Vents, 
Automatic Humidifiers, Water Line Con- 
trols and other Heating Specialties.”” Huh? 
First time Keyhole ever heard a guy talk 
in capital letters. These two boys move fast; 
tell the story over and over; keep the cus- 
tomers jovial; and what's the result? You're 
way ahead of me—increasing sales! The 
method is simple but the men ain't! 
(Thanks, fellas, I'd say as much for youse 
any time.) 

The Fire was following the water through 
the Boiler, and the customers were fol- 
lowing the sales story of Benedict Mandel- 





sell more -- fatter -- with 





COMMERCIAL, INDUSTRIAL USE 


A Complete Line . . . 34-30 gals. Shell 
Head Models 12-10 gals. Unsurpassed 
burner performance ; . . competitively 


priced . . . factory guarantee .. . 
nationally distributed . . . protected 
territories. 


Kadeant ou. FIRED 








waste water 
from laundry 
tubs, washing 
machines and 
other fixtures or 
appliances lo- 
cated below 
sewer outlets. For draining water 
tanks and swimming pools, cir- 
culating water in cooling systems. 
All bronze construction, dynami- 
cally balanced impeller, rotary type 
seal, 











RADIANT UTILITIES CORP. °*°:"~" fggemmaag 


8815 18th Avenue, Brooklyn 14, N.Y. ~e 
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Kadsand ou BURNER FOR RESIDENTIAL, 


WINTER AIR CONDITIONER 


Available in four models: Low Boy, | 
Suspended Unit, Hi Boy, Counter- 
flow. Factory assembled and 
shipped complete. | 


Build smooth, quiet operation, efficient performance, 
and enduring service life into your fans and pumps 
with LOVEJOY Flexible Couplings. Quickly installed. 
Easily serviced. Ideal for close-quarter applications. 
Special rubber center increases flexibility . . . damp- 
ens out noise and vibration. Most manufacturers 
supply fans with Lovejoy jaws on fan hubs at no 
extra cost. 


cept emer ome ee 


Kadeant 


Kadeant uriiiry PUMP AUTOMATIC 
ELECTRIC 
Discharges SUMP PUMP 


For all Drain- 
age problems — 
boiler, elevator 
and grease pits, 
cellar and base- 
ment sumps, water trans- 
fer for irrigation. Perma- 
nent, silent, trouble free 
operation. All bronze con- | 
struction . . 
balanced impeller... 
perfect alignment. 
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Radiant Products. | 








4812 W. LAKE ST. 






burg and Carl Lederer at the Manville 
Boiler display. Their neat booth backdrop 
featured a mural blow-up of their hj 
factory in Hackettstown. Their sales of 
had no pulsation, and long but smooth flue 
travel—just like the boilers, ““Thermo-Flg” 
is the principle—and the crowd showed 
the interest. A very fine booth, and a swell 
guy in it! 

Didja see the world in that giant shadow. 
box at the Gilbert @ Barker spot? It was 
covered with blinking lights, each showing 
a place where the Gilbarco name is famous, 
“Get any job... any size” was the watch. 
word, “with the exclusive Economy 
Clutch!” Harry Lanyon, Walter Heseltine 
and R. G. Richardson were the world. 
beaters in charge. Too bad Ray White, 
that Superman of printed selling, was un- 
able to make it this trip. 

The “Whirling Flame” boys from Bethle. 
hem Foundry, Ray Dietz, Jim Meissner, 
Marty Ritter, and Carl Wagner deserved 
Oscars for their hard booth work all thry 
the Show, but they were giving away Oscars 
instead—Oscars plus, you might say— 
handy for home repairs. Jim had a brand 
new daughter the day before the Show 
opened, and he commuted back and forth 
from Bethlehem every day. (Ah, daddy!) 
They showed the “Beth-Pak,” the “Cru 
sade-A-Therm” and the “Dynatherm”’— 
a real mouthful of names, but the equip 
ment was wonderful. We’re sure because 
Keyhole knows some of their customers 
who never lie. 

There were three big block letter signs 
atop this exhibit that Keyhole, blurry-eyed 
as he was, could see spelled out Windmay 
ter. Dan Lynch had a lot of huff and puff 
in him and was demonstrating to one and 
all the lack of Fluttering in the Windmas 
ter Draft Control. Wendell Franks, Jack 








Type DX 
Double 
Flex 


© Investigate today. Send for literature on com 
plete line of Lovejoy Double Flex Flexible Couplings. 


Also Mgrs. of Lovejoy Universal Joints and Lovejoy 
Variable Speed Transmissions. 


LOVEJOY FLEXIBLE COUPLING CO. 
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for Quiet - Uniform - oil tank gauge 
Efficient Combustion IT’S WEATHERPROOF! . . . Ideal for both indoor and 


use outdoor use. You have to stock ozly one gauge for 
all installations. 


NEW TYPE PLASTIC HEAD is hermetically sealed . . . 
makes it absolutely leakproof, dustproof and shock- 
proof. Pressure-tight, too. 








POSITIVELY PREVENTS FUMES and seepage from leak: 
ing out. This is because there are no holes. A per- 
manent magnet transmits float-arm action. 


EASY-TO-READ “‘DUAL DIAL” saves time and effort in 








* a checking and filling tanks. 
y e.|.° : 7 a 
Mirror-Finish i EASY TO INSTALL and stocked by lead- 
Pe, Ti id j i, 1 | ing wholesalers everywhere for all 
ps P , +. standard oil burner storage tanks. 
a Wel Underwriters’ approved. Rochester 
p- >, , 7 a | Manufacturing Co., Inc., 8 Rock- 
. <i wood Street, Rochester 10, N. Y. 
n ; 
om- 
9s 
3 . OFPENDABIE B ACCURACY 
WM. STEINEN MFG. CO. ameues MANUFACTURING COMPANY, INC. els 
iLL 43 Bruen St., Newark 5, N. J. ee DIAL THERMOMETERS GAUGES AMMETERS 
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Newest Addition to the NEW YORKER 
Steel Boiler Family! 


DESIGNED AND PRICED for today's small home. The attractive blue-and-gray 
heavy gauge steel jacket will dress up any utility room or basement. Ample 
domestic hot water furnished by the large (180 Gph) NEW YORKER 


tankless coil. All fittings are on the top and in the front for easy installation. 


Send for prices and information NOW! 

















New YORKE 


Figgins, Bill Ferry, Dobbie Dobson, Walt 
MacPherson, Charlie Murman, Frank 
Davenport, Jack Halter, and Bill Debler, 
Jr., were all “heped up” about the new 
E-Z ‘Dapter that lets the dealer “Install 
and set faster than you can cut a hole” and 
spend more time in sunny Florida. Thrust 
bearing Nylon Bearings! What’s going to 
happen about stockings? 

“You need a good strong line of equip- 
ment to land ‘em, that’s why Petro Oil 
Burners pull in the sales,” said those guys 
in 451-3. The story was that Petro, with 
Burners, (both residential and commercial ) 
Boilers, and Oil-Gas (Oops, how did that 
get in here) Combination Burners, was in 
the show in a big way. These guys were so 
busy we didn’t get a chance to find out if 
they ever got past the main entrance before 
starting to sell—George Martinik, J. E. 
O'Donnell, Alan Ford, and L. V. Ford. 
Keyhole did get a glimpse of Ted Kauf- 
man as he paused to take a breath before 
mentioning that Petro has been in business 
for 51 years. Where was our old pal Jesse 
Crews? Glad to welcome this wonderful 
Name back into the show—even without 
the old “Oil Mizer”—Remember? 

Henry Pataky—that tireless seller of Lima 
Registers, both square and round—was 
there to talk about ““New Beauty and Com- 
fort in Registers” (It says here) .. . Key- 
hole isn’t in Politics, but according to the 
boys in Delco Products booth, your best 
running mate in this field is a Delco Motor. 


STEEL BOILER CO. 


INC. 


Colmar, Pennsylvania 





Karl Leighty, Bob Anderson and Carl Hol- 
verstott had lots of praise for their new 
“Shaded Pole” Motor. ““Super-Duper” isn't 
the exact phrase they used, but do you think 
they'd mind if Keyhole slipped it in? We 
were sorry not to see the “Dayton Dan- 
dies,” J. L. Tilbrook (he seldom misses a 
chance to sell at conventions) and Sam 
Brattin . . . that smart Advertising Man- 
ager. We heard there was a “Tipster” 
around with a lead for some business. How 
did ya make out, fellas? 

“Waterman-Waterbury” was emblazoned 
in plastic and could be seen clearly from 
all the way across the convention hall. 
There was a “Contest” in the booth between 
the men to see who could say the best and 
truest things about the Waterman “Com- 
fortrol.”” Charlie Giddings and Ed Delaney, 
Sales Promotion Manager, were on hand to 
give their versions of the new Waterman 
Cooling Unit. Fritz Legler and Otto Grief- 
now each tried to outdo Stu Smith with 
their descriptions. It sure was nice to meet 
such warm hearted people from a cold (in 
the winter) town. Incidentally, that ““Com- 
fortrol” made a beautiful picture up against 
the gray background of the booth. Really 
fetching. 

Combustion Control Corp. was packing 
‘em in with those beautiful color shots of 
their commercial-industrial control installa- 
tions. It took a 15-man team, including 
their big brass—John A. Long, Larry Sib- 
ley, B. E. Shaw, Ed Hall, P. K. Ryder, 















W. S. Tallon, et al, to explain the new 
Fireye operating controls and panel to all 
the interested burner men. Their sales story 
is powerful: “9 out of 10 packaged burn 
ers are equipped with Fireye—get in line 
with the leaders!’’ Larry has a good idea, 
lining up the code requirements in all the 
different municipalities, he'll bring order 
out of the confusion yet, and you can al 
ways bet on Joe Keyhole’s opinions! 

S. T. Johnson Co., Oakland, Calif., had 
a splendid stair-step display of their gun 
type Bankheet burners, against a red and 
yellow background, and featured the new 
Johnson “Fifty-Three’ which is claimed 
“will burn colder oil than any other burn 
er.” But the guys were all warm-hearted— 
Dan Johnson, Bob Johnston their big shot 
in Phila., Al Dimick, and W. S. Harlacher 
headed the gang. (Do you realize that this 
company was started just 2 years after Key 
hole was born—in 1903? Man, but they're 
young in ideas!) Murray and Hans Hieblich 
were there from NY. Hans just pushed 70 
around the corner with a big party the other 
week. 

We loved those stories Eric Bergman, the 
Degree Days Systems man told all during 
the Show. There’s a guy who knows more 
about the record-keeping and paperwork 
in this industry than Joe Keyhole knows 
about reporting . . . Chuck Anzalone, that 
“ACE” transformer rebuilder, came down 
from New York. His motto is “Do one 
thing well—and you'll do it in volume. 
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SERVING THE ST. 


Use "CRESCENT PARTS" Service 


LOUIS TRADE AREA 


y 4 









CONTROLS 
Minneapolis-Honeywell 
White-Rodgers 





ww 


“FACTORY REBUILT" Repair Exchange con- 


trol service on all popular makes at regular 
manufacturers list prices and trade discounts. 


- 
Oil Burner & Stoker 
Parts 


Installation Materials 









Detroit - Perfex - Penn 


~ Mercoid - General 








CRESCENT PARTS AND EQUIPMENT CO., INC. 


MAIN OFFICE 
825-831 S. Boyle Ave. 
St. Louis 10, Mo. 





BRANCH 
1140 St. Louis Ave. 
East St. Louis, Ill. 
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_,,. Joe Keyhole 


Bob and “Bunny” Michel, and Paul 
Tolson let Baltimore shift for itself long 
ough to scout the Show for new ideas 
and products. Their new REMCO tank 
valves are “moving out” in bigger and big- 
get sales, they say... We missed Harold 
Burack of Burn-Rite, but understand he 
yas around—a young man who is dedicated 
to better combustion. 

If you want a crate of oranges, get aholt 
of John “Shell-Head” Landerman. He now 
as an 80-acre grove in Florida, which just 
proves that combustion efficiency is a pay- 
ing proposition . . . must be, he gets there 

in his air-conditioned Cadillac. 
| The New Yorker Boiler boys from Col- 
nar, Pa-—Herb Hillman and Dick Amey, 
sopped in long enough to rest their feet 
and tell us about their plant expansion now 
underway, and they practically signed up 
an important jobber before our eyes, when 
they met him in the aisle. Fellas, Keyhole 
is lost in admiration! 

Saw Ted Stiler, Mister Thermolok him- 
lf, patrolling the aisles. His latest model, 
“, square guard for a round control,” is 
iyst what the public wants, says Ted. 

' “What'll you have?” came to Ol’ Thirsty 
Joe Keyhole’s mind when he saw the booth 
backdrop that Robert Bernard and Frank 
Gaskill had rigged up for their ignition as- 
gmblies at Crown Engineering. S’help me, 
fellas, it looked like an oasis those hot after- 
noons, with all those burner guys standing 
there ordering up. (Assemblies, that is). 
Success will ““Crown”’ their efforts steadily, 
from here on in, is Keyhole’s prediction. 

“Safety First’ was the theme at the 
Cambridge Tool & Mfg. display, where five 
new Pyro-Chek safety devices were intro- 
duced. Bill Martin, Jack Daniels, George 
Berger, Al Katz, and Bill Ricci were on 
hand to explain the merits of their thermal 
















JOE KEYHOLE’S 
ORGANIZATION REPORT 


Seated at one of the FO&OH ta- 
bles, at the banquet, was the gra- 
cious Louise Becker, the first secre- 
tary that the original American Oil 
Burner Manufacturers’ Association 
had, in 1922, when it was organized 
in St. Louis. The rest of the organ- 
ization included Mr. & Mrs. Art 
Winkler, Mr. & Mrs. Bob Gray, Mr. 
& Mrs. Frank Cooney from Chicago, 
Mr. & Mrs. Jim Becker, from Michi- 
gan, Mr. & Mrs. Bert Dunphy, Lee 
Steedle, Al Esser, Jim Miner, Liz 
Gabriel, Margaret Mantho, Gloria 
Leemann, Ruth Wertheimer, Betty 
Nemec, Beverly Silverstein, Jack 
Schulz, Jack Kearns, Bob Saba, 
Doris Leopold, Florence Babst, 
Erma Alfaro. 





Born to Mr. & Mrs. Lee Steedle, 
during the Show, on May 19, a baby 
girl, Deborah Margaret, weight 614 
Ibs., at St. Vincent’s Hospital, New 
York City. 

Keyhole Komment: Which ex- 
plains his worried look the first two 
days until he dashed back home. 
Congratulations and best wishes! 











switch, fusible valve, fusible link, lever 
valve, and safety valve for range burners. 
They helped out at the OHI Banquet, too. 
Thanks, fellas. 

We saw Walker “Ty-Tog” Pate, and 









the gracious Mrs. Pate telling engineers 
about their new domestic hot water flow 
control—we'll all be hearing a lot more 
about it before long. 

Circles of light, each carrying a sales 
message, were flashing at the back of the 
Purolator spot. Bob Weber, George Owens, 
and Girard Ahrens were showing off their 
bulk plant and domestic oilburner filters. 
Keyhole was convinced when he watched 
#2 oil, muddied with lampblack, being 
sucked into a Purolator filter and emerging 
as clean and pure as lager beer. 

Our Friends, Romans, and next-door 
neighbors all week were the Kent men from 
Rome, N. Y.—C. E. Clifford, the Hugues 
(P. V., P. T., and J.) L. L. Steele, E. P. 
Wittschiebe, G. W. Blanchard, and P. 
Young, who put their big Kent cleaner to 
work sucking up steel washers and a few 
hundred bushels of dirt. They're now mak- 
ing life a little easier for oilheating service 
men with their new disposable paper filter 
bag. “A clean furnace or boiler gathers 
no trouble,” they told us. 

We meant to speak to Dan and Art Bier- 
man about designing a miniature Petrometer 
to warm us when liquid level in our high- 
ball is getting low—that would be a cinch 
to win them the next Keyhole Industry 
Service award. Everybody loves Liquidepth! 

If you have an eye for beautiy and fine 
construction you must have lingered as Ol’ 
Joe did at the Allied Tank Truck spot, 
while lovely, blue-eyed Miss Itha Duerr- 
hammer explained the features of that beau- 
tiful yellow-and-red Allied truck tank. Such 
lines! Oh yes, our old frans Dave and Max 
Constantine, Lou Fields, and Fred Dykes 
were there too, filling their sales books 
with “Rebel” orders. 

The space-saving features of modern oil- 
heating units probably inspired that famous 
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RIBBED HEAD FOR 
GREATER STRENGTH 


WATER HAMMER 
ELIMINATOR 


FINNED COPPER 
COILS 


HIGH STRENGTH 
COPPER SHELL 


BRASS STRAP 


OUTSIDE COVER 
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Here's the INSIDE STORY! 


HOT WATER OUTLET 





AogUAHcaTER 


The Insulated Tankless Woter Heater 
GUARANTEED FOR 15 YEARS 


See your plumbing supply dealer 
Manufacturered by 


JOSEPH E. LEWIS & CO., Inc. 


BALTIMORE 30, MARYLAND 
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COLD WATER INLET 
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FYRITE 
MASTER 


Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
in less time and by less experienced men. 
Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 
dramatic “fuel-saving” check-up which will 
convince even the most skeptical customer of 
the need for replacement or modernization. 

Keying your sales and service to fuel con- 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE e 






Helps You Build 
Profits and Prestige 


servation will work wonders for you. /t will 
establish you as a ‘‘fuel-saving’” expert and 
help you corner an even larger share of im- 
mediate and future sales in your community. 

The MASTER KIT shown above will appeal 
particularly to those who want professional 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring you. 


PITTSBURGH 8, PA. 
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. . « » Joe Keyhole 


Price Fireplace Heater and Tank Corp. 
combination—the split tank you can slip 
through most any doorway or opening and 
hook up together once it’s inside. We 
watched the dealers doing the double-take 
when they first caught sight of this con- 
venient dual affair. Stan Grady, G. W. 
Mears, and Kurt Osburg also talked about 
this slick combination. 

That distinguished looking gray haired 
gentleman following the inevitable cigar 
around the joint was Harry De Graw of the 
Sparkler company. His side kick Ralph 
Stastny was the fireball Filter salesman in 
their attractive booth. They had a unique 
way of displaying the Sparkler fueloil fil- 
ters. Harry tells us they make filters you 
can carry in your pocket and others that 
would need Yankee Stadium dimensions to 
accommodate them. There’s nothing like 
having a complete “‘line”’ of filters. 

























Keyhole’s Best Demonstration Citation 
goes to Empire Chemical Products. F. M. 
Sevison and M. A. Travisano had four of 
their furnace cleaners in the booth—one 
for each hand when those lads got really 
wound up in their story. A touch of high- 
fashion was added when they showed their 
smooth Skinner Satin permanent filter bag. 

You shoulda seen the rotating dummy 
burner in the Cleaver-Brooks booth. It was 
painted red and pale blue. Mel Will and 
Vern Resek stuck their necks out to show 
Keyhole around the joint, but following 
closely was Howard McCoy, Fran Hopp 
and Bill DeMuth with their Fueloil & Oil 
Heat canes poised to strike poor ole Key- 
hole down if he made a wrong move. We 
were only interested in seeing the New “4,” 
a 17.7 gph burner. We like the slogan for 
The New “4°—it’s “A Burner Designed 
To Save You Money” and you can Kount 
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Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ressed gases and chemicals. Will never wear out. Ex- 
bencieste tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
uickly replaced without breaking lines. 

Features include light weight (85 lb.); holds 100 ft. of 114” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE + PHILADELPHIA 34, PA. 


Pacific Coast Distributors: 


3 “ Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif, 
box installation Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 





on Keyhole to be around when somebody 


is talking about money. 

Adams Manufacturing from Clevelan 
Way sent Don Zinter, their handsome an, 
bassador up to the show to give us a treg 
Don tells us that Adams is going to hay 
big news for us one of these days. 

Interesting the hobbies that oilheating 
men develop in their spare time . . , Wy 
Plummer, among other things, is quite, 
camera enthusiast . . . (what slides!) , 
That clinking noise you heard as Sid Hy. 
ton passed by came from those brand ney 
114” Duplex Tank Bushings he had ig 
his pockets—those Oil Equipment boy, 
from New Haven never sit still. 

Ray Babcock, a grand ole Timer of oj 
heating, was telling the many interested 
visitors to the Hawkinson booth that “The 
sign above tells all.”” Dick Kimball and 
(That probably stands for Handsome} 
Heimbaugh were busy explaining how with 
the Hawkinson Method of Tire Treading 
you don’t have a wavy effect under a ful 
load and it thereby increases the life of your 
tires many times. Certainly serves to remind 
us what a “Diversified Industry” we fellas 
have. 

Gentleman Jim Rudolph of Applied Me 
chanics Co., Boston, walked thru the show 
with dignity and decorum like a true Boy 
tonian. His words were “Customer Satiy 
faction and More Business for Dealers 
with Galongage, International and Fi 
thru”... Henry Feil, Rhoads, and Benson, 
of Gorton Heating Corp., Cranford, N. J, 
dropped in to see Keyhole and told about 
the “Sure Cure for Cold Radiators.” (Can 
you guess what it is?) Gorton Valves is 
close enough, don’t go on guessing all day, 
friends. 

Homer Brundage, the friendly blower 
man from Kalamazoo, and his lovely lady, 
dropped in to see us, talking about CFM 
and static pressures. He’s a lucky man— 
so are his customers . . . another boy from 
that Tall-Corn State,-the home of beautiful 
women and fine equipment, was a FO@OH 
visitor in the person of “Sell-More-And 
Better” (Walt) Moellering, the man of the 
Century (Engineering, that is), Cedar 
Rapids, Ia. Their sales curve has practically 
jumped off the top of the chart. The an 
swer is simple: “Give a good man a good 
product to sell.” 

The H. B. Smith Company men, and 
Boilers, were there in No. 713. John Reed, 
the master market analyzer, headed up @ 
fine crew including T. C. O'Connor, Leo 
Sudhaus, Trevor Jackson, Guy Smith, John 
J. Poyatt, E. Weber, et al. “The World's 
Broadest Line of Cast Iron Boilers for Heat 
ing and Hot Water” were featured. The 
new “Lo-Set” Boilers got much attention 
from the crowd. Sorry Keyhole couldat 
spend more time with these bright boys— 
we always learn something from them. 

Bob Birkins, the hot-shot sales mgt. 
from Silent Glow, Hartford, dropped ia 
for a quick look-see. Ross Sherman, the 
top brass, stayed home to whip up produc’ 
tion on the Coronation Line to keep ¥ 
with a jump in sales . . . and Ed Whiting, 
Westinghouse Motor man from Philadel 
phia, beamed 110 volts at everybody. 
Mr. Dangel, the Lovejoy Coupling Tyco 
dropped in to see us, carrying one 0 thelt 
32-piece coupling repair kits. He's figurité 
on how he can work a FO@OH cane into 
the deal somehow. 

Jack Hancock scooped the town by spot 
soring the visitor’s “Inside Philadelphia 
magazine for the week of the Show. 
‘“Magic-Heat” (Marietta Metal Products) 


Boiler exhibit was very attractive, an - 


ness-like. This 4th cousin of Alvin Bar J 
knows heating, boilers, and brought : 
lovely wife, Lucy, to the banquet, 
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omebody ight their old friends. Backing Jack up at line” job, with one of the halves on dis- ) Tuthill Pump Company’s booth was right 
be “Magic Heat” booth were capable Paul play, and the “R” Series Residential with in front of Keyhole’s, and we watched all 
leveland ME (ommaker and Dick Klotz. the 15 base which eliminates the need of week, and saw plenty of business there. 
ome am Mf We weren't the least bit surprised to raising the boiler on a brick setting. Jack Young, the sales engineer, and H. C. 
3 a treat, HB oe that the Jefferson Electric booth fea- Boardy” Boardman stayed the whole week, Corbin, explained the 30A5G Fuelstat, in 
to have sured C. T. “Senator” Harnett, a velvet and was so busy that Keyhole couldn’t break a nice green and yellow colored set-up. May 
backdrop, a few transformers and a chair in to see him. Jake Schaeffer was there, Keyhole ask a few questions? Where was 
ilheating of two for all of C. T.’s many friends to set and Mike Vicchiarelli. This was a very the Type SU which so many of us wanted 
We 2 spell and shoot the breeze. Ol’ Keyhole popular booth—no wonder their sales are so to see? Where was Harry Kessler whom 
quite 2 [M wred to find out what the C. T. stood for good. so many of us wanted to see? Answer to 
es!) ... Mi byt got the same answer he got two years Joe Keyhole was glad to see Clarence Joe Keyhole, Sing Sing, N. Y., my favorite 
Sid Hor. go when he tried to get it. Does anyone Bartling of Crescent Parts & Equipment vacation spot. 
and new Minow what C. T. means other than “Cer- Co., from St. Louis, who knows every part A bunch of the boys from Auto-Flo, De- 
had in ninly Terrific Salesman?” and control in the oilheating business and troit, were whooping it up for their new Oil 
nt boy We have a warm spot in our heart for sells carloads of them. He did us a special Filter. Mickey Perlman (of the famous 
ie cold exhibit right back of the Keyhole favor by bringing the lovely Mrs. Bartling Perlman Brothers), Don Sutherland, Ray 
et of ol MM booth. This was Worthington Corp., of on this trip, to meet all his friends . . . Westlund, Jim Ryan and Jack Halter were 
iterested HM Harrison, N. J., a newcomer this year. They another welcome visitor was C. B. Wilson, holding forth busily in a real fancy red 
at “The MH featured a Year-around Conditioner of the the Sette Filter man from Chicago, and booth. Mickey (someday Joe Keyhole is 
| and H. MESCYH Series, with a glass side that per- President of the Chicago Chapter of the going to find out where he gets those sharp 
ndsome) M pitted a complete view of its operation. Indoor Bird Watchers Society. looking suits) reminded us that his Autoflo 








Ow with HM Large glass and wooden signs pointed to 

Treading #; and the lighting was excellent. M. M. 

> of your HF the hot-shot-with-eold-equipment sales mgr., 

) remind WH and Andy Ward, a Grade A guy in the 

we fellas HM Keyhole Book, and Phil Shaw, plus some Re 9 
sther Worthington Wonders. Andy, boy, wo 

lied Me HB gad to have you Worthingtons around. 

rue Boy # fast and Reliable! 

er Satiy H Wow! Those guys from Toridheet really 

ind Fil MP wth a beautiful pale green booth, indi- f U . L @) | [ os @) S b 

Benson, @ rectly lighted. Shadow boxes, air condition- 

Id about # sin away from there real impressed. They 

-” (Can HF hada bunch of hard working fellers by the 

all day, # could design manufacturing plants but from 
the looks of the exhibit he’s a decorator 


er a full M [wher was there, along with E. R. Michel, 

he show Worth tons of prestige to the Show. Quick, 
MOLDED-AND-BRAIDED 

Dealers, MH caught the Keyhole eyes (both of them) 

d, N. J, Sing units, and 3 revolving burners made us 

Talves is MH rames of Bill Smith, Jr. (We knew he 

blower # t00), Bob (“Sell *em’’) Lucas, Lou Dienst 





Strong... 


ely lady, # (the good ad man), Les Clough, Joe Lap- D b/ 

ut CFM @ pin, Dan Sullivan, and Duane Rouse. They ura e eee 
man,— #@ al began and ended every talk with their 

oy — at catching slogan, “Your home’s com- e 

eautiful MF plete with Torridheet.” FI bl 

“OWOH Joe Keyhole saw, along with all others, exi e eee 


re-And: # that great big, orange lighted “General” 
n of the # stove the General Filters booth from Novi, 
Cedar Mich. We welcomed the always lovely, al- 
ae wys charming, Mrs. Grace Redner who, . 
The an’ #% dong with son Roland Redner, friendly 
re Diao eet Esdnet: fendly | For Lower Delivery and Replacement Costs 
Se peting new for our show. It’s a 
en, and #& tap designed to keep the water out of your ci ‘ , 
n Reed, Moll filter and made A pagan araini Fas The extra strength and durability of ‘‘Long-Life’’ Fuel Oil Hose are the result 
ed up BP thurry. The old reliable “*Generals” were of quality materials, quality craftsmanship, and Goodall’s 84 years of hose- 
jor, Leo a deplay, also, and if they march in front building experience. Its use assures maximum savings in both handling and 
th, Joho #4 ¢ good Generals should it’s because they | t t 
World's ie Best for Service,” “Best for Custom- a ee 
ot Heat’ @ &.’ (Keyhole Kwotes Redner.) 


ed. The J “Comes the Ravolushun"—was the word _ | Molded-and-braided construction, which means continuous full-reel lengths . . . 
ttention #9 the G. E. Motors and Transformers Extremely flexible and comparatively light in weight, for quicker, easier de- 
coulda J ‘th where they showed a revolutionary _| liveries . . . Double static wire bonded to couplings, for positive static protection. 
boys— gm light-weight oilburner motor, and Sizes 1”, 1%” and 1%”. Tan cover 

hem. ae its light weight with a scale weigh- ae eS : 

s mgt, J "S4new against an old motor of the same P ‘ , 

pped it f PWer, Also, varicolored plastic fans demon- Mail Coupon for Further Details and Prices 

jan, the Rated small fan motors. A panel of oil-  atpestgutepsalputenlentalpetenteetrntententantentantentntententententanienienienienieniesia 
produc’ et transformers was shown, also. j GOODALL RUBBER COMPANY | 

ceep UP at ax present were R. A. Thomp- Whitehead Road, Trenton 4, N. J. 1 PM NR eR MEENA. ol Pee | 
7 let's - Johnson, J. Truba and Bremier. Please send complete details and prices of "Long-Life" Fuel Oil Hose, | 

hila A see, now, if Boggess, Warner or | Style L-60 | 

dy .+: Pie: were there we missed ‘them, so | : | 
Tycoon, #9 me all to hell. Either Krakower, or | | 

rs theit a =~ moked like him, was there, and | SURE MANNE oie dn cvidcnacedvce duwevedlens coucpaeradbinscvetenusacnaaaas 
guring a” Oughlin? Buy me some new specs, tet 

ne ito IH You boys, so I can get a better Key- [NI wisn nnn wwe nenbn hse UMNO ee 


‘le report the next time. Such a swell 
yy spo’ MH ““eNla On products which have served our 
Jelphia #% “4ustry so well, deserves our best. 
ow. His _pencer Heater had an intricate back- 
oducts) HF "0nd in the booth with a big white-on- 





bus’ HF 4 sign: * : ; : GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 
nd bust gn: The Quality Line of Heating Branches: Philadelphia +» New York + Boston + Pittsburgh + Indianapolis + Chicago + Detroit + St. Paul 
Barkley of ers and that gave Keyhole his idea los Angeles + San Francisco + Seattle * Spokane + Portland + Salt Lake City + Denver 
ght his HF "the theme of the show— “Quality.” They Est. 1870 = Houston + Goodall Rubber Company of Canada, Ltd. Toronto + Distributors in Other Principal Cities 

is as 


, to de *atured the “L-W Divided Low Water- 
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Keep Those Tanks Clean! 


Reduce Service Calls—Keep Customers Happy 


Until a few years ago no satisfac- 

tory method of ridding oil tanks Oil 

of sludge, dirt, water, scale, sedi- Line 

ment and other impurities existed. 

Now, the “Visa-Clean” method ) p; 

2 irt, Water & Slud ; eae tl 

developed and patented by TAL- — + a Danger Point 
ps Lo, Feed to Burney 

Your Customer's Oil Tank 











BOT A. SMITH has cleaned 
thousands of oil tanks with the 















PATENTED 
"VISA- CLEAN CLEANING HOSE 
STEEL & NEOPRENE 





suppliers. 


recommendation of leading oil 


“Visa-Clean” will remove sludge from outdoor or inside tanks in 
less than an hour without stopping the burner or emptying the 
tank. No chemicals are used. “Visa-Clean” actually removes sludge, 
dirt, and water right before your eyes. 


Buy This Profit-Making Equipment for YOUR 
Service Department! 


NATIONAL “VISA-Clecx’’ CORP. 


5201 Roland Avenue, Baltimore 10, Md. TUxedo 9-3940 


After Three Years Use 














Humidifiers are “No Float—No Drip— 
No Clog.” Keyhole suspects that there is 
no stoop—no squat—no squint with the 
new oil filter. 

Dig that Quiet Heet display? Man, it 
was real Cool! John Small, Gene Peters, 
H. M. Spitzer, ‘Seymour Sloan and Bill 
Fisher were exhibiting their Quiet Kool 
central air conditioning unit, and their win- 
dow unit. There was only one Quiet Heet 
burner in the booth, a neat cutaway model 
—they had it facing a mirror, so it wouldn't 
get lonesome for all the hundreds of thou- 
sands of Quiet Heets they have made and 
sold. 

That big crowd we finally managed to 
shove our way through was gathered 
around the very lovely Miss B. Lytton and 
the dynamic Dr. Aronberg who were as- 
tounding all present with demonstrations 
of how well their Oyltite Stik could actual- 
ly stop an oil leak in the Lake Chemical 
booth. Dr. Aronberg said they could guar- 
antee it would last for eight months or an 
entire heating season. That's some leak 
stopper. Wonder how it might work on our 
bank account. They also have an aluminum 
paint that would be wonderful for our heat- 
ing industry. It will withstand 1850 degrees 
of heat—(like Truman’s temper, maybe?) 
There was another crowd around the Flux 
display—never knew soldering could be so 
easy. 

Dashing Jim Meagher, the Toast of New 


Albany, Ind., and that 18K gold-plated 
revolving burner in the Anchor Division 
display were two of the outstanding fea- 
tures of the show. Featured this year among 
their fine display of oilburners, furnaces and 
boilers was their newest burner the “Pace 
Setter,” which Jim says is the finest burner 
ever made—in economy, ease of operation 
and greater heat input. Anchor men in the 
booth included Fackler, Griffin, and that 
spark plug C. L. Stamm. This organization 
is 88 years young! 

That man with the green thumb and the 
gallon of Fertil-Ade was Arch Smith of 
Smith Equipment and Supply in Chicago. 
Arch has a swell idea of what to do with 
those fueloil trucks that lay around idle all 
summer. It’s simple: Sell Fertil-Ade to make 
grass green, and your pocket contents even 
greener. If Arch has his way and it looks 
like he may, these ole grasslands of ours 
are really gonna be a bright green pronto. 
Hats off to you Arch—we've been look- 
ing for something to do with those trucks 
in the summer for a long time. 

Andy Ziph and Ray Denning, the “Show 
Me” boys from St. Joseph, Mo., were do- 
ing a swell job of showing that new Walker 
Manufacturing Company “Venturi-Top 
Chimney Cap. Andy says “It’s winning ap- 
proval on more and more installations."’ The 
boys told Keyhole that the Walker Fuel 
Saver Automatic Draft Regulators have 
reached the astounding sales total of 12,- 


000,000. Man, that’s a lot of draft regu: 
tors. Also displayed were their Gas Vent 
Caps and the Calibrated Draft Controk 
All their products, they said, come in smal, 
large and in-between sizes which accounts 
for their slogan “There’s a Walker Ful 
Saver Automatic Draft Regulator for Every 
Heating Application.” (And they ain't no 
friends of Jesse James, neither. Treat every 
body right!) 

How new can a burner get? Chuck Wells, 
Ken Leatherman, and Ed Pienta of Hy, 
provided the answer with their new Modd 
Lo-O low-pressure burners, featuring the 
new Sundstrand low-pressure pump, a new 
combustion head, and a new speciallyde 
signed nozzle. They gave a live-firing dew 
onstration that told more than words, but 
they added a few million of their ow. 
Chuck’s 10th Wedding Anniversary a 
rived the last day of the Show, and he and 
his lovely Missus were showered with 
and Hi pressure congratulations! 

Keyhole saw another one of those booths 
that had some mighty nice cut-away div 
plays in it that let you see how things work 
In this case it was in the Weil-McLain & 
hibit. On hand to greet the cash customels 
was Marv Mitchell, Bill Beach and Bob 
White. The feature of the booth was thet 
brand new “P-OB15 Package Oil Heating 
Unit.” Phil Mowrer and Lloyd Loos wet 
also on hand doing their part during ® 
five tough days. Those Koda-Chromes # 


——_—$—$—$—— 
























BOILER TUBE, FURNACE 
and CHIMNEY BRUSHES 
for the OILHEATING and PLUMBING Trade 





“Off the Shelf Service" @ Leading Manufacturers of 
Industrial Brushes and Brooms for Hand or Power Use 


e Wire © BRISTLE © FIBRE © HAIR © NYLON 





Write for Catalog or Name of your nearest jobber 


ACE WIRE BRUSH CO. 


146 Fulton Street 
Brooklyn 1, New York 























150 


June 
1954 















the ba 
Joe th 
selling 
The 
Carlin 
burner 
an ex 
came 
(Brain 
with ¢ 
Manag 
ders. 
we ve 
help t 
Joe K 
ters 0 
relax— 
Key 
Oi H 
Phil K 
booth 
sizes a 
trodes, 
and PI 
for 20 
excelle 
grount 
and s 
know 
Joe 
also P 
droppé 
curren 
that's | 
Acme 
Har 
right fi 
terestit 
Rube 
binatic 
aboile 
inch f 
damne 









Ppy 


oink 


to Burner 


S in 
the 
dge, 








es 


ft regula 
Gas Vent 
Controls 
2 in small, 
accounts 
Iker Fue 
for Every 
y ain't no 
eat every’ 


ick Wells, 
of Hy-Lo, 
>w Model 
uring the 
1p, a new 
-cially-de 
ring dem 
ords, but 
eir Own, 
rsary at’ 
d he and 

with Lo 


se booths 
way div 
gs work. 
cLain ex 
“ustomers 
and Bob 
was thei 































_,. Joe Keyhole 


the back of the booth made it obvious to 
oe that these boys really have a knack for 
celing the right way! . 

“That world traveler, Ben Lindberg, of 
Carlin Co., Wetherfield, Conn., who sells 
jyrners all over the globe, which gives him 
wn excuse for those long airplane hops, 
ame along with his partner, Johnny 
(Brains) Carlburg. With them was the boy 
yith the Broad Smile, Bert Watling, Sales 
Manager, whose pockets bulged with or- 
ders. These are the most determined guys 
weve seen in a long time—-determined to 
help their dealers and jobbers sell more. 
Joe Keyhole salutes you, M.D.’s (Mas- 
yrs of Determination). (Hey, seriously, 
rdax—you wanna make all the dough?) 

Keyhole saw Bill Brooks, Sr., of General 
Oil Heat, visiting with Henry Carey and 
Phil Krueger at Dielectric Products. The 
tooth featured a neat new display of all 
ius and shapes of Dielectric ignition elec- 
trodes, and all through the Show, Henry 
and Phil were saying “Standard of Quality 
for 20 Years.” A blow-up of one of their 
acellent ads was centered in their back- 
sound. They are smart, sure, work hard 
and serve the field well. Okay, boys, we 
inow you like Keyhole, too. 

Joe Gigli, the Mayor of Brooklyn, and 
do President of Acme Heat and Power, 
dropped in long enough to tell us of his 
current plant expansion. There's an outfit 
that's zooming ahead fast . . . Joe says that 
Acme turbostat model has really caught on. 

Hart Heat, from Peoria, way over in 
rightfield, against the wall, had very in- 
teresting demonstration, consisting of a 
Rube Goldberg fan and smoke pipe com- 
bination (with a Hart HCM-SF Burner in 
aboiler) which would give him from 8/100 
inh positive to 8/100 negative, and the 
damned flame came out and went back in 





a manner that astounded the Keyhole orbs, 
with no pulsation and no puffs. Also, the 
“Flame Director” or “Steerer” with which 
the flame can be turned in any direction as 
it leaves the blast tube. This guy Earl Smith, 
an old Keyhole friend, has overcome dif_i- 
culties, and contributed to the oilheating 
art like a story-book American. 

“104 years young,” the Thatcher Fur- 
nace Company is still tops, according to 
Carl Sahler, Russ Cook, Malcolm Beard, 
Harry Gibbard, Doug Turner, S. B. Leigh, 
Ludwig, Heaven, (how did he get in here?) 
Koenig, Flemming, Keefe, Kusarik, Shee- 
han, Eyers, Vail, Leeson, and maybe a 
coupla others we didn’t see, who were there 
to keep Thatcher out front. They had a 
sharp-looking “521 Series” furnace revolv- 
ing in the center of their space, flanked by 
photos of century-ago units, to remind us 
their keynote is progress. 

Automatic Burner Corp., of Chicago, 
supplied easily the top social event of the 
week with their cocktail party in the Mirror 
Room of the Warwick. Lovely ladies, pros- 
perous men, and fine food and drink! Joe 
and Jack Hearst presided, with their charm- 
ing wives, and received the excellent assist- 
ance of Charles and sweet lil’ ole Martha 
Bendix, Ed Groves, Al Berman, Mr. Dor- 
man, Ernie Carmein (soon to be a bride- 
groom), Gordon Chapman and other fine 
Alphabet Boys. . . the fine L. J. Wing peo- 
ple, of Linden, N. J., must have missed us 
if they came in, but we did catch a glimpse 
of Willard Myers, their most capable adver- 
tising genius, who runs his own agency in 
Philadelphia. 

Well, well—will you look who’s here. 
A. O. Smith Corp., no less, and look what's 
in that booth—an oil fired warm air job 
with a Permaglas combustion chamber and 
heat exchanger. But that wasn’t all. You 


shoulda seen the gal in the booth. How 
do we make a whistle sound with a type- 
writer? Handsome Jack Robinson, the Kan- 
kakee Whirlwind and sales and market 
studier whirled in for a few days as did 
Ken Lofgren, the ad man who could write 
a book on it, and Dave Coon. That sinister 
looking guy in uniform in the booth was a 
Pinkerton man placed there to guard that 
mink coat they had draped over the top 
of the new furnace . . . a refreshing new 
idea, we thought. (Yeah! Paul Godfrey!) 
Welcome to our field, men. We like to see 
good sound organizations like you. 

Nice to see George Eulo back at his old 
stand with Union Electric &@ Mfg. Co. as 
their “Super” Sales Manager. Charlie Rapi- 
port, the old reliable, was there too. Their 
booth was crowded with old and new 
friends wishing them well. Here’s a product 
“Designed with Super Performance in 
Mind,” they say. Keyhole says “Well 
done.” Psst! Watch for that “Cooltran” 
constant-ignition transformer coming up 
soon! 

T. M. Gallagher, the hot-shot Armstrong 
Furnace salesman from Hatsboro, Penna., 
dropped in to see us, with congratulations 
on a certain ad. He really knows furnace 
heating . . . and smiling Carl Naylor, the 
friendly assistant sales manager from W. A. 
Case & Son, Buffalo . . . and H. P. Paist, 
vice president of Monogram Products 
(those Lite-Cast Combustion Chambers) 
showed us his handsome visage (Russ 
Eisentrager was still in Miami) . . . and 
Vic Mayer, the Hydraline Sales Manager 
(fastest moving damn water in the world) 
from Detroit honored us with a short visit 

. while the handsome silver-tongued 
orator and salesmanager par excellence of 
air conditioning, Chet Stackpole of Union 
Asbestos & Rubber Co., Chicago, was wel- 








*25% LESS INSTALLATION COST 


Not to spend it. 
*PRACTICALLY NO REPAIRS 


the customer. 
repairs. 


This is realiy an extra 25% clear profit for the REXOIL 
ealer. There's no easier way to make money than just 


Repairs are always expensive to the dealer and annoying 
Seldom does any REXOIL ever need 





JOBBER AND DEALER INQUIRIES INVITED! 


* Conclusions resulting from independent survey of oil burner dealers. 


“We Make More Profit 


~REXOIL OIL BURNERS....” 


. . . that statement represents the conclusion reached by an 
independent survey organization after interviewing a representa- 
tive group of Oil Burner Dealers in two sample cities. 


You, too, can make more profit by selling and installating the 


quality oil burner—REXOIL. 


REXOIL DEALERS MAKE MORE MONEY IN 4 WAYS! 


*FREE ENGINEERING SERVICE 


th hard-to-figure jobs—REXOIL engineers will 
pn Mm cag Mm = specifications without cost to you. 


prepare all plans an 


*ADVERTISING ASSISTANCE 

Prepared mailing pieces, newspaper mats, point of pur- 
cia dealin “" are supplied to REXOIL dealers 
FREE. You pocket this saving, too! 



















REIF-REXOIL, Inc. 
BUFFALO 3, NEW YORK 


37 CARROLL ST. 

























Avoid Seasonal Layoffs...Keep Your Men Working Profitably! 
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comed by one and all. (Good driver down 
Broad St., from the Old Timers, too. That 
was you, wasn’t it, who drove?) .. . The 
Sentry that guards fueloil tanks, and 
watches the level of the oil, was described 
by W. S. Kreuger, of Sentry Fuel and Heat 
Controls, Green Bay, Wis., when he stopped 
by. (Sorry Joe Keyhole wasn’t in the booth) 

. . and Fay Kinne, golfer, traveler, gentle- 
man, lobster expert, and New England Rep 
for some good companies, came in with a 
big “hello.” 

The boys in the white coats were there, 
but instead of butterfly nets and strait 
jackets in their hands, they were carrying 
those nice R.C.S. Super-Saws. Jim Kinsella 
and his aides and abettors, George Schultz 
and Carl Longnecker, were drilling holes in 
everything in sight. Keyhole was hoping his 
boss might get his head too close and— 
well—another hole in his head would look 
just like the rest of them. 

Another of the more attractive booths 
was the Klemm Automotive Products Ex- 
hibit. It was “Packed with Eye Appeal.” 
All those fine Klemm filters which were 
laid out on what appeared to be deep blue 
velvet cloth looked fine. Harry Johnson and 
Fred Paff were doing the honors. The high 
point was the introduction of their new H-2 
Filter for high capacity burners called the 
“Filtrator.” The ‘“Chemistone” element 
takes all the wickedness out of the oil so 
that burners purr like kittens, these boys 
tell us. 

There was more burning over at Flame 
Masters well designed booth than Bob and 
Rose Walshin’s nice burner. Bob was burn- 
ing too and came over to Keyhole’s slot 
shouting “Who stole my easel?’’ He meant 
the one with his ad from FuELoi & O11 
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Let us Show You! 
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work making ducts and fittings for warm air and summer cooling jobs. Yoy'l 
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... Solves Your Problen 


Write: 


. — McMurray Road, Bridgeville, Pa, 





HEAT on it and we don’t blame him. Such 
a nice couple and swell burner deserve the 
best! 

Norm Hahn—Chief in charge, and 
traveling man for Cleveland Fuel Equip- 
ment—dazzled the dealers with a complete 
display of his line of controls and gauges. 
Julius Weinberg, Joe Metz, Bob Benning, 
and Joe Chapline were there to let us know 
about the special features of Cleveland’s 
“Lo-Draft Cut-Off.” Jack Mannle, their 
Windy City representative, flew in for the 
show when he heard that Norm was going 
to make a speech to us frustrated fisher- 
men entitled ‘““How to stop buying your fish 
in a market.’ All of them agreed that In- 
duced Draft Systems need selected starting 
draft, and Cleveland Damper Control sup- 
plies it! (Unexpected, wasn’t it?) 

You should have seen the gorgeous twin 
models in the Wayne Home Equipment Co. 
booth. We mean the “High Pressure Model 
E” and the “Low Pressure Model EL” Oil 
Burners. Norbert Berghoff and B. G. Duer 
gave us the pitch on that new Dial-O-Meter 
Oil Burner. Norb says it “Dials The Oil 
Rating” and we understand it also brings in 
channel 5 sharp and clear. In the hats off 
department, Joe Keyhole was impressed with 
the complete line that Wayne has—Lo Boy 
Furnaces and Boilers—Hi Boy Conven- 
tional and Counterflow Furnaces and that 
very nice Suspended Furnace. You can’t 
beat those Hoosiers! We missed seeing 
Willis Martin and Paul “This Is Homer” 
Gotsch of the Willis S. Martin Advertis- 
ing Agency. Business must be pretty good 
in Ft. Wayne. Martin just moved to new, 
larger quarters. 

Genial Jack Goldberg told all covers: 
“Sell more . . . Faster . . . With Radiant 





Oil Burners,” and showed his new low. 
pressure (LP-1) job to prove it. Arthur 
Marcus, the big guy who knows the score, 
and Julius Goldberg, helped him preside 
over a red and white booth with the hug 
“Radiant” over the top. “An Oil Burne 
For Every Job—from 4% to 30 gph,” they 
told us. Nice bunch of Dodger rooters 
these guys! 

A simple, efficient display was that of 
Boston Machine Works, where the pas 
word was “BosMaco,” and those giving the 
word included Ralph Dennis and Ira Nel 
son, gentleman of the “Old School"~ 
meaning the BosMaco Schools which have 
taught more than 30,000 oilheating men 
how to install and service better. Also, they 
had Walters and Hot-Shot Sibarium there. 
Item of the moment was the “Wigwam 
Thermcap,” which saves oil and trouble for 
the customers, and caps the dealer's profits 
climax! 

Joe Keyhole thought the most remark 
able new idea of the Show was RCA’s new 
2-way radio for fueloil men. Russ Dubois, 
Maurie Reutter, Johnnie Johnson, and Don 
Buscher crackled the airwaves with this 
commercial: “Faster oil deliveries and bum 
er service—more calls per truck.” Dramy 
tizing the convenience of their 2-way com 
munication, they had two autos riding 
around Philly, in constant radio contac 
with the booth. The communications equip 
ment they featured were the Mobile Unit 
Transmitter, and the Desk Consolette— 
combination transmitter and receiver. As 
Keyhole walked away convinced, they 
handed us matches “For Our Matchles 
Friends.” Glad to welcome you to Joe Key 
hole’s area of operations. If anything makes 
a fueloil man sick, it’s a truck driver out 











CURE DRAFT TROUBLES! 


“Tjerniund Auto 
Draft Inducer" 


No smokepipe obstruction. 
Simple installation: just cut a 
slot in smokepipe and band 
on, either horizontally or 
vertically. 


Make customers happy! Reduce fuel costs. Dealers, 
Jobbers, Reps! Write, wire or phone and hook-up 
with a ‘‘live’’ outfit and sell a real profit-maker! 


TJERNLUND MFG. CO. 
2140 KASOTA AVE. 
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_,. Joe Keyhole 


of touch with his dispatcher. You got the 
“wre,” boys, and it means “Dollars to Our 
rs. 
oe and Lawrence Harvey, who have 
sobably contributed more to the science of 
rebuilding components than anyone around, 
«me up for a careful look, then hurried 
back to Valley Stream to try to beat last 
war's 5V2-million dollar sales record. Key- 
hole likes their new slogan: “When you 
gant it—we have it! When you use it—it 
gorks!” Joe Ziminski, the Berhard Boys, 
Dave Meyers, and some others of Sid Har- 
yey's vast and nice family dropped in, also. 

Every Show visitor saw that beautiful 
white Decker Bros., Hawthorne, N. J., fuel- 
of truck—the “Cosmopolitan” —styled like 
, transport trailer with a sloping rear. It 
tas “eyeappeal,” full equipment, and 
mooth, flowing lines. Very fine for fueloil 
ddivery, too. Guess nobody ever told Chet 
Decker and Chic Ora that tank trucks can’t 
tesold great distances from their plant, so 
they're selling practically all over the coun- 
ty. Poor guys, they don’t know it can’t be 
done, so they're doing it! . . . And another 
gmbination from Hawthorne, N. J., will 
yon be making news—John Ducate and 
lary Studnicky are just getting into pro- 
duction on their new warm air units, and 
they intend to make that Lincoln Furnace 
name famous. 

We hereby award the “Joe Keyhole 
Award for Industry Service’ to Charlie 
Kramb, Bernie Markwell, Bud Devlin, Art 
Haris, and S. H. King of Gulf Oil. (It 
consists of various Keyhole benefits, includ- 
ing goodwill, sweetness, light, laughter, etc. 
—things you can’t cash at the bank, but 
thy make you rich in the long run.) All 
wek long they gave away slogan stream- 
es, paper hats, and a bird with “no large 
tills” when you heat with fueloil. Their 


booth was packed, and seemed like every- 
one in the show latched onto one of their 
slogan streamers. Wonderful part about it 
was they were selling everyone on the com- 
forts of oil heat, instead of just their good 
Gulf fueloil. 

Philly is the home of the KolbKast 
chambers, so Bill Kolb and Frank “Seegar”’ 
Baker saw plenty of the show. That guy 
Adolph Menjou better watch out, Baker 
will dethrone him from his “Best Dressed” 
title any day now. They told us that the 
“New KolbKast Universal” is getting 
“peak"’ attention and “peak” sales because 
of its “peak” performance. (Only Keyhole 
is capable of such alteration.) 

The Show was twice as good for those 
instrument men from Pittsburgh—Rudolf 
Ulrich, Smilin’ Jack Smith, George Gard- 
ner, and Chuck Kroshel. They wanted to 
make doubly sure you saw their full line-up 
of Bacharach combustion testing instru- 
ments, so they used two booths in separate 
aisles to tell you all about their line, in- 
cluding the brand-new air filter gauge, a 
device that will be warmly welcomed by 
homeowners and dealers alike. Rudolf Ul- 
rich has done more to help our industry 
raise COzg and lower stack temperatures, in 
the field, than anybody else we know. Joe 
Keyhole’s hat is off to Ulrich. 

Davis Engineering’s Rube Lisson, Larry 
Nigro, Mike Savoy, Bill Lampe, Gil Fox, 
Jerry Entin, and Steve Dvorak were show- 
ing the only exclusively gas-fired unit in the 
entire Hall, but don’t get us wrong!—it was 
their “Paracoil GF” fueloil preheater. That 
“dealer's sleuthing friend’—the “Para- 
probe on Leak Detection System,” also on 
display—accounted for a very big “play” 
that they enjoyed. These are loyal members 
of the “heavy oil burner fraternity.” 

Giant letters proclaimed the value of Sin- 


clair’s Super Flame, the Anti-Rust fueloil 
with RD-119, that is “so different it’s 
patented.” And an impressive line-up of oil 
execs were at their booth to tell us all about 
it-—C. M. (“Blick”) Blickensderfer, F. A. 
(“Andy”) Anderson (who took time out to 
buy an electric organ to take home), J. R. 
Jones, R. E. Carson, C. A. Richmond, Earl 
Bray, K. E. Marven, Hans Neilson, and 
James Radigan, were just part of their big 
crew. They gave away some samples of a 
good Sinclair product. 

Packaging was the big interest at the 
popular Adelta booth—the Corbmans, Jim, 
Marty, and Bob, Angelo Fasula, and Marty 
Posner showed how all their pipe and fit- 
tings are now packaged. Those fast-moving 
pre-fab boys don’t miss a trick, they're right 
in on the ground floor with the growing air 
conditioning activity, they know just how 
they'll expand, and where. 

It took the combined efforts of the four 
Morse-Smith-Morse men—William L. Bel- 
knap III, John Dieselman, Bob Johnston, 


-and Ed Lingel—to tell about their 80 dif- 


ferent valves for automatic heating—that’s 
20 apiece, if you talked to all four of them. 
They say their new tank gauge is a sales 
“sizzler.”” The Keyhole Citation for Trade- 
mark Design goes to their flaming red 
*“Firomatic”’ script. 

George Robins, Mister Portmar Boiler 
to you, stopped around—with his person- 
ality, that guy could run for the Senate and 
win... Chet Kirk, the President of Ameri- 
can Tube Products rushed by, carrying one 
of his famous tankless heaters—he has a 
solution to heating water with warm air 
furnaces that’s remarkable . . . Hugh Swan, 
Superior Combustion’s dynamic young Sales 
Manager, checked his rotary cup burner at 
the door, and stopped in long enough to 
greet one and all. 
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. ... Joe Keyhole 


The big and the small fitted side-by-side 
in the Heat-Timer location, with Ed Zeitlin, 
Al Fowler, and Wally Gilbert alternating 
their explanations of the big Heat-Timer 
Electronic Heating Control and those efh- 
cient little Varivalves for venting. “Make 
Customers and Influence Profits.”” These 
guys have a knack for taking the guesswork 
out of heating installations. 

The new Verti-gun vertical nozzle low 
pressure burner got a big play at the 
Weatherall Engineers spot. And that large 
Weatherall burner in the background had 
a barrel like an atomic cannon—Earl White, 
Bill Cummings, Russ MacDonald, and Don 
Blair were standing by to explain its fire- 
power. 

Russ Swett, the Springfield Dynamo, 
came in to say hello. You half expected him 
to be followed by his famous Duc-Pac ducks 
“They All Go Together.” That internal 
snap lock on his new prefabs is a neat idea. 

From Oklahoma way, podners, Keyhole 
welcomed the Excellent Excel-So boys with 
their water separator for fueloil truck tank 
deliveries. They had a working model in 
plastic, but could not show it properly due 
to the failure of the Express Company to 
get their stuff here. It contains some North- 
ern Poplar Wood Excelsior, and with a little 
cream and sugar we might have sampled it. 
Fitzgerald and Bradley came from the 
Sooner country, to watch over things, and 
were assisted by Charles Miller of the In- 
dustrial Products Co., of Baltimore’s Phila. 
office; and by Charles Miller (no relation) 
from the same organization’s main office, 
and Bob Miller, same office; and let us 
not forget Charlie Coote, their New Jersey 
salesman. 

Down from the North came a host of 
Jackson & Church guys with a 196,000 Btu 








Suspended Unit which was designed espe- 


cially for one of their customers. With 
service like that we'll have to have a roll 
call—D. L. Perrot, Cliff Stuart, Bus Adams, 
Howie Beck, Stan (The Man) Richards, 
Frank Young—Whew, what a line up! 
Hoover, Conlon, Boland, Bales, Gorghnour, 
Deuble, Schraeder, Robinson, Duwe, 
Pracker, Drouillard, and Wagner—see what 
we mean? Handsome, Dashing Stan (he’s 
still the Man) when asked about that Map 
J @ C had over their booth with the lights 
showing where their “Operators” are in 
the U. S., said he’d “Had requests from half 
the Company to transfer to the Miami 
area.” (Where are you all the time, Howie? 
Keyhole can’t “read’’ you or tune you in 
when he wants you b-a-a-a-ad!) 

Engineers who passed by the Brown 
Products display did a double-take and 
came back for a long second look. Abe 
Brown and Jack Aronczyk had something 
new for central cooling: Brown remote-type 
room air conditioners supplied by a com- 
pact central water chilling unit-——air-cooled! 
An important advance in air-conditioning, 
Keyhole understands, 

There was no friction at the U. S. Pe- 
troleum spot—Lou Milos, the mayor of 
Clifton, N. J., and M. J. Dujets did a 
smooth job of explaining their special for- 
mula bearing oil—the day of the burned- 
out bearings is passing quickly, they tell us. 

One of the oldest names in oilheating— 
Quiet May—was emphasized strongly with 
3 giant white plywood trademarks displayed 
in the May Oil Burner Corp. booth to re- 
mind folks of its heritage. But there was 
nothing quiet about that Quiet May crowd: 
L. H. Immler, Edward G. Johnson, Mike 
Scott, Eddie Schuelke, and Joe Miller served 
the Show well by telling all about their 
burners, furnaces, boilers, and Amoco burn- 
ers. 
If there’s a dirty fueloil tank in a base- 


ment somewhere in this great, wide land ¢j 
ours, it ain't because Talbot A. Smith didn’ 
try—the owner of National Visa-Cley 
Corp. is spreading the word about his wop, 
derful machines wherever he goes, 


A wide stretch of cutaway boilers, fy, 
naces, burners, convectors, and baseboard 
backed up by “Columbia” in glowing ply, 
tic letters glamorized the Columbia Boiler 
display. J. J. Meade, Jack Howley, Williay 
Garry, Al Beswick, Ed Gallagher, and Bg, 
Flora were part of the impressive crew . 


sembled for the Big Show. 


A man we all love greeted us at the lon 
National Airoil exhibit. Edward P. Bailey 
the dean of oilburner manufacture; 
showed us a historical photograph he wa 
displaying—a panorama shot of the fir 
meeting of the American Association of (jj 
Burner Manufacturers at the Hotel Chay 
in St. Louis, April 1924. All thru the Show 
real oldtimers like Claude Campbell gath 
ered before that pic to relive their pioneer 
days when heating with oil meant high a 
venture. Displaying their up-to-the-minuy 
Nairoil equipment were W. A. Horko, i 
ward P. Bailey, Jr., G. M. Bitterlich, R. W. 
Reamer, D. L. Whittemore, J. F. Strait, 
Jr., E. H. Schraeder, and Al Schnitzler, 


The hard-working Eckhart Brothers 
Arnold, Jr., and Walter, gave us a lesson 
in friendly salesmanship all week. They 
caught your eye with an even dozen red 
and-black Silent Korth burners, along with 
a silver cutaway revolving in the back 
ground. Arnold, Sr., the world traveler 
came in for one day. 

““Convert-to-Cool” was the watchword zt 
Typhoon Air Conditioning. Ever since 190 
these pioneers have been making summer 
comfortable, and they’re right on the thres 
hold of their biggest sales bonanza. Don 
Petrone, Mark Mooney, Pete Wotton, Mar 








LOW PRESSURE BURNERS 


e OILHEATING BOOKS -« 


INSTALLING THE DOMESTIC OILBURNER 


This is the first practical guide on oilburner installation. 
It contains the most significant articles from FUELOIL 
& OIL HEAT that cover all phases of installation step 
by step. It is 8% by 11 inches and contains 64 pages. 
Illustrated with numerous diagrams, charts and photos. 


$2. 


HEADING OFF TROUBLE IN DOMESTIC 
OILHEATING 


This book contains articles about the most important 
precautions to take in installations and service and there- 
by cut down the number of service calls. The selection 
is about those things which give the greatest amount 0! 
future trouble for service men. A highly practical com- 
pilation of pieces from FUELOIL & OIL HEAT. It's 
$1. a 64-page book 8% by 11 inches. 


Only book other than manufacturers’ manuals that gives 
a full picture of low pressure burner principles of opera- 
tion and construction—Winkler, Oil-O-Matic, G. E., 
Hart, Hev-E-Oil. Skeietonized diagram of each make of 
burner makes them more understandable. The new 
booklet is 8% by 11 inches, contains 20 pages. 








Please mail remittance with order. 








OILHEATING SNAGS 


This book gives the solutions to many of the Everyday 
Snags that annoy you in installation and service. We've 
been working on them for years. They are all simple and 
practical answers to the most common goat-getters on 
jobs. It’s an 8% by 11 inch book of 64 pages. 


HEATING PUBLISHERS, INC. 
2 West 45th St., New York 36, N. Y: 


$2. 


$2. 
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WILL VME 


FUELOIL & OIL HEAT is a 
complete magazine—a jour- 
nal of discussion in which all 
the "How and Why" ques- 
tions, and current items of 
interest are examined and ex- 
plained. Our own Staff (five 
editors, three assistants) and 
competent outside writers, 
give readers everything on 
oilheating and fueloil, includ- 
ing markets, industry trends, 
technical developments, in- 
stallation and service data, 
technical procedures, new 
products, news of men, or- 
ganizations and companies, 
editorial comment, etc. Our 
men prepare and make 
speeches for many organiza- 
tions in the field, serve on 
Committees, battle for Indus- 
try progress. 


We have some plus services 
for advertisers: A Mailing 
Service for those who wish to 
send out catalog material, 
literature, etc., to augment 
their display advertising; a 
free sample list of jobbers; 
free lists of manufacturers 
agents and representatives; 
the monthly Merchandising 
Newsletter for executives of 
our advertisers’ organiza- 
tions; technical and merchan- 
dising advice; etc. 


FUELOIL & OIL HEAT is a member 
of ABC (Audit Bureau of Circulations) 
and BPA (Business Publications Audit of 
Circulations — formerly CCA — Con- 
trolled Circulation Audit). 


a 











. . . + Joe Keyhole 


tin Beline, John Graham, and Jerry Bixby 
told their story often and well. 

T. K. Kjellman, J. G. Holland, and W. 
E. Hopkins were three lads who could tell 
you all about the indoor weather at any 
given moment throughout the Show. Backed 
up by their Friez temperature and humidity 
recorders and indicators, how could they go 
wrong? 

Big goings-on at Room 1024 of the Ben 
Franklin—Norman Davidson, Sid Levine, 
John Clarke, and Al Yurdin greeted the 
reps running in and out all week to learn 
about the new Filtrex warm air filter that’s 
just about ready. Al is the Prexy of the 
Tankit Company, and he was passing out 
cartoons showing a bum sitting on the curb, 
who got there the most dependable way—— 
underpricing his competitors. 

Complacency is a word unknown to Jack 
Carmichael and Don Haynes, the hard- 
working Turb-O-Tube team from Buffalo. 
Always laboring to improve their products, 
they brought a shiny line-up of completely 
restyled furnaces to the Show this trip. 
That rugged heat-exchanger still looks like 
it’s good for 99 years. 

Beresford “Bunny” Moxon, the Victory 
Engineering Sales Manager was in, he’s the 
handsome young man we pictured translat- 
ing combustion instrument readings in last 
month’s article. 

See that “cold steam” shooting from those 
Walton humidifiers? We were just as im- 
pressed with the sales steam of William and 
Jack Feldermann, and Herbie Puttbach. 
Helen Byrne, Jack’s secretary, stood by to 
keep things lively. 


Something for Nothing 





Once in a while someone comes along 


with an invention that gives you something 


for nothing, and a few million people fight | 


to be among the first to use it. That Hos- 
kinson FreeHeater in Booth 918 had all 
those earmarks—it gives you extra heat by 
diverting it efficiently from the stack where 
it would otherwise be wasted, sending it 
someplace where you want it, and those 
bonus Btu’s cost you no $$$ whatsoever, 


according to Gordon Hoskinson, George | 


Hanna, Charlie Fisher, and Mike Fain, who 
greeted the crowds. 
General Heating Products Co., 


run by | 


Paul Bunten and its sister company, the | 


Republic Products Co., run by Bill Bunten, | 


| have a unique, full line of heating equip- 


ment. 


Their blue and yellow booth was | 


loaded with products but somehow managed | 


not to be crowded, except with eager cus- 
tomers. Keyhole liked the trademark 
*Thrift-Master.” 


Bill said they were featur: | 


ing “Republic Hot Water Baseboard Radia- | 


tion,” “Pre-Pak Tubeless 
Units” and what they call a “Table Top 
Kitchen Heating Plant.” More people in 
the trade ought to learn about this. 


Boiler-Burner | 


Mr. Low of the Sims Corp. was down | 


from Providence for a coupla days—his 


new oilheating catalog with the new Low | 


prices is going to cause quite a stir. (Yuk). 
That whizzing noise that kept roaring 


| through the exhibit hall was caused by the | 


fast-moving John Lordan, Mr. 
Trader himself, from Boston. We missed 
his side-kick, Edwards. 


Yankee | 


One of the biggest burners at the show | 
belonged to Ace Engineering. Dick Bardach | 


and Jack Cowan showed a combination oil- 
gas job good for a 200 hp boiler. Iz Schur- 
man was the fireball of the exhibit. How 


many did you finally sell, Iz? Here, too, 


was aother good looking booth. The gray | 


and yellow color scheme blended nicely 
with the display of Horizontal Rotary Burn- 
ers, Combination Burners, Panel Boards and 
Unipak Units. Things were really popping 











GASKET & JOINT 
SEALING COMPOUND 


Makes all assemblies 
leakproof and pressure -tight ! 


BASIC BLENDS for 
every sealing 
requirement. 
Heat-proof, non-sol- 
| vent, will not shrink, 
crack or crumble. 
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Ask your distributor 
or write us for information 
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NON-HARDENING 








CROWN offers a complete 
line of standard oil burner 
electrode assemblies, cable 
assemblies, hardware, ter- 
minals and UL approved 
cable. Quality is the finest 
available. Ceramic insula- 
tors are UL approved. 
Prompt, efficient, reliable 
service on all orders—large 
or small. 


Complete Seruice 


CROWN engineering service 
is complete. Call or write 
today for complete infor- 
mation on standard or 
custom-built assemblies. 
Literature on request. 


Crown Engineering 
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LITE-CAST 


COMBUSTION CHAMBERS 
QUICK HEAT LONG LIFE 


MONOGRAM has... 


137 Standard Designs and 
sizes of LITE-CAST Insulating 
Refractory Combustion Cham- 
bers for ALL Boilers and 
Furnaces. 





U.S. Pat. Ne. 2075433 








TONGUE & GROOVE 
JOINTS 


* 
HIGH 
SIDE WALLS 
« 
DOUBLE SEAL 
BETWEEN 
FLOOR & WALLS 
* 
PRE-CAST FLOOR 
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AIR SPACE 
BENEATH FLOOR 


75 10 12 GALLONS PER HOUR 


MONOGRAM PRODUCTS CO., INC. 


731 NORTH 35th STREET, PHILADELPHIA 4, PA. 








Quick Sewtee: 














ALFRED ALLEN WATTS company, INc. 


3 PART SNAP-APART SETS 


TRANSPARENT WEATHER-RESISTANT FRONT COpy 
CANARY SECOND COPY 
MANILA TAG (HARD BACK) THIRD COPY 













CLEAR GALLONAGE IMPRESSIONS ON ALL COPIES with 
SUPER-SENSITIVE BLACK NON-FREEZE CARBONS 
1000 Sets, Consecutively numbered, Imprinted with 
YOUR NAME and ADDRESS only $1755 plus postage 
Larger Quantities—Lower Prices 
SEND FOR SAMPLES—GIVE MAKE OF YOUR PRINTING METERS 









ALLWOOD, CLIFTON, NEW JERSEY 
Plants: New York City, Newark, Belleville & Clifton, N. J. 












about with 


keeping a 








around there all ii sO whe products must 
have been as good as those Ace salesmen 
say. We believe it. 

Mr. and Mrs. Charlie Collins were here 
from Baltimore for the banquet. (Keyhole 
loves those people). Joe Milo of Universal 
Valve trudged by, sprinkling good Univer- 
sal fill boxes and bushings all over, to make 
sales go... Harold Wilkinson, the coun- 
try gentleman from Lancaster, pitched his 
cattle an extra bale or two of hay, and 
took time off to visit this shindig. The 
charming Mrs. Wilkinson was with him. 

D. B. Reynolds, Stanley E. Robinson, 
and R. L. Dalton of Arrow-Hart, impressed 
the hell out of us with that wide, wide panel 
on which they’d mounted twenty-seven of 
their magnetic starters and contactors for 
air conditioning and industrial oilburners. 




















TE. Tres 


Keyhole, an old South Pacific Vet, got 
a nostalgic feeling when he spotted the 
nice bamboo background in the Automatic 


trol” 


were Ed Green, 
Berns who played short and second, an 


Hal Goodwin on first. Who's on third? Aj 


Pitcher, 


Stan and Bo 


ets, Detroi 
that “hang! 


“Buckeye 


Devices Booth. Tall, astute Henry Kucera of them in that attractive yellow and bly Mf Ashland, C 
and his new bright up-and-coming-advertis- booth with the deep blue carpet really were fH hole that th 
ing-man Bill Bailey, both expounded the pitchers at heart—pitching that wonder'\! Stewart ar 
wonders of their ““3- Way Weather-Flo Con- JB 152 Vacuum Cleaner. It looked good t H they? 
that anticipates sudden changes in out- Keyhole. ucts, Lansi 
side temperatures and makes immediate al- Standard Automatic has become a par [hat the show 
lowances inside so that any discomforts will of Allied Federal Industries, Newark, N. J boys what 
be avoided. Bill told Keyhole in a moment and exhibited under the new name at the Ma chance to 
of weakness (You have to be weak to speak Show. Harry (the Old Old Timer) and & Excuse it, 
to me) that the dealers really liked the con- Bob Steinmark and Herman Horowit, § If millic 
trol and that sales were up. Keyhole wishes showed their gleaming burners and asked § saved this 
much luck to this pioneer in inside-outside “What Is Your Eye Cue?” with a bookle ff Oil Heatin: 
full of optical illusions pointing to the son and C 


control systems. 

Over in booth 269, the clean-up men in 
the batting order made a big hit with their 
Pullman Furnace Vacuum cleaner. They 


moral that outside appearances aren't al 
that counts. Very good idea! 
That } Cietinguiened gentleman strolling 












USED 
ON LEADING 
MAKES OF 
OIL BURNERS 











Underwriters’ 


a Dongan! 
e 


Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





WRITE FOR 2981 Franklin 


Literature 


The first of all transformers to be listed by the 
Laboratories as standard for oil- 
burner ignition. Dongan Transformers have long 
been used on leading makes of oil burners. For 
long life and dependable service, you can’t beat 


Dongan Electric Manufacturing Co. 
Detroit 7, Mich. 
“The Dongan Line Since 1909” 
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HEAT-TIMER 









gets heat fast to cold 
radiators. List $3.45 


HEAT-TIMER 








Dial control gives desired temper- 
atures in any room. List $3.95 


For literature and further details write: 


HEAT-TIMER CORPORATION 


657 Broadway, New York 12, N. Y.—AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, Varivalves, Motorized Values 
Smoke-Eye Smoke Alarm; Fire- Chief Fire Alarm and other outstanding produc 


i 




































NO-SLUDGE 


FUEL OIL ADDITIVE 


A REAL MONEY-MAKER 
DEMONSTRATION KITS MAKES 
SELLING EASY 
Write For Complete Details 
Concerning Exclusive Franchise 


SANDERS CHEMICAL CO. 


1400-10 N. FRONT ST. PHILADELPHIA 22, PA. 
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keeping a bright eye on all the exhibits was 


TE. Trese, President of Overhead Heat- (Begins on page 67) 

es, Detroit. He’s planning something big 

that “hangs up high” . . . There were two We have always used advertising 
“Buckeye Bullets’ from Rybolt Heater, ine nivig. 
Ashland, Ohio, that indicated to Joe Key- liberally—but only within established 


hole that they would be at the show—C. J. budget limits and as a part of a total 
Stewart and Bill Stiles, but where were - 9 Pp 


they? ... Wayne Miller of Miller Prod- sales program, 


ucts, Lansing, was very much in evidence In the final analysis the leads that 
at the show but he was so busy showing the tact 
boys what he had that Keyhole didn’t get you get through your own solicitation 
— to aoe he was pitching about. are the best by far. A sale developed 
xcuse it, pliz? Aesoags bay 

If millions of gallons of fueloil aren't through canvassing is non-competitive 
saved this year it wont be the fault of the =—_ almost never does the prospect shop 
Oil Heating Economy folks—Stanley Pater- af ; : That 
son and Charlie Soper showed their new around after you interest him. at 
combustion head for gun burners, and a — doesn’t mean we can over-charge him. 
iral for converting pot-type oilburners. W ee ; ab ‘ 
These are the brain-children of E. B. Glen- e won't accept an order above the 
denning, who couldn't make it this trip. book price, nor, in fact, below it. 
Hope you're feeling better, Glen! : : 
Well, friends, that about winds it up for On these sales we’re not competing 


1954. If you were thar, and we missed you, 
please excuse a busy guy, will you? Write me 
anote to Keyhole, but please—not to the Almost every family can afford an oil- 
535 I got dependents—two bookies and a heating job with the kind of small pay- 
ber, brown cocker spaniel. - 
See you sometime though. Come into the ments we can offer today. In selling a 
office and “CALL FOR 
Yours Truly, 


Joe KEYHOLE” 


with gas, either, at least not openly. 


replacement, the fuel savings often pay 
for the new boiler or furnace in a 


Not a Pump... Nota Valve... 
but a fuel system designed specifically 


e Practically instantaneous shutdown 
@As effective as magnetic valve... 


without the added cost of wiring, 
piping, future repair expenses 


Get All The Facts! 


BURNER MFG. CO., INC. 
22 Union Ave., Rutherford, N. J. 








DATCO AIR BASEBOARD PROVED FOR COOLING! 


: RT 2 
CUSTOMERS ASSURED OF YEAR ’ROUND —_ aarp 








Pateo Air Baseboard has been proved for over three years as 
the perfect diffuser for warm air heating systems. Now, in the 
latest Carl Metz development of new homes, Rydal, Pa., Patco 
has been proved as the perfect diffuser for coolin systems, too. 
It gives homeowners even distribution of cool air—eliminates sud- 
den cold drafts, noise, streaks, loss of space—and does not inter- 
fere with furniture, draperies. 

Pateo Air Baseboard is the perfect diffuser for you to install 
because it increases your profits, lets you get more jobs done. 
Here's why: 


- Only one installation is re- 3. only one connector is re- 
Guired for heating and cool- quired. 

D) ng. 4. inexpensive industrial down- 
4 smaller extended plenum is spouting in 10’ lengths is 
used with 4” or 5” runs to used for 4” or 5” diameter 
each room. 


pipe. 
: 5. there’s no fabricating time. 
Contractors throughout the country like the ease and economy of 
dona Installations. . . . as you will, too. Get full details today 
rite Dept. F. Patco is used for heating and 
cooling in this Carl Metz 
development, Rydal, Pa. 





RD Patco offers a pleasing 


THE. ‘WA LL RAD FATES WHEAT appearance plus many ad- 
Fae ew sao ws oe eo oo ditional benefits. 
Oe ce me ee ee ae ee ea ae ee ae ; 


PATCO MFG. CO., 231 N. BREAD STREET, PHILADELPHIA 6, PA. 














for Electrol Burners. 


short time. So, granting that they can 
afford it and that we have little com- 
petition either from other fuels or other 
burners; why doesn’t everybody we 
see sign up right away? 

Our real competition is with the dol- 
lar—by that we mean the dollar that 
has been saved. As world conditions 
become more disturbed with the pass- 
ing months, many families believe that 
their only real security, come what 
may, lies in having a cash kitty as big 
as possible. It’s our job to convince 
them that their greater security lies in 
the preservation and strengthening of 
the American system, and that includes 
ever rising living standards. 

In future articles we will discuss 
working with our related dealers and 
also our belief that the surest way to 
succeed in the fueloil business is 
through putting your company’s top 
brains into intelligent burner selling. 
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You Can Save Time and Money 
With This New Complete 
Comprehensive Third 














11,000 Edition 500 


HEATING BOILER 
BOILERS ot TRADE NAMES 


BEACON BOILER REFERENCE BOOK 


Dealers, Service Men, Heating Contractors, all Heating 
men will find it a vast reservoir of help— 






































This new Third Edition contains much more data than the 
second edition which was published many years ago. The size 
is 8144 x 1144 — very handy and convenient, it contains more 
than 200 pages and carries ratings on domestic heating boilers 
up to 3,000 sq. feet of steam and equivalent Hot Water. 


All ratings are taken from the Manufacturer’s own statements 
of specifications and technical information. 





Heating Contractors and all persons engaged in installation 
of Boilers, including Dealers, Salesmen, Estimators and Service 
men, have highly endorsed the accuracy of information and 
stated how much help they derived from the contents of Beacon 
Boiler Reference Book. 








3rd Edition 
You, too, we are certain, will also find it very valuable, help- 
ful and profitable. 














We are holding the price down to $4.00 a copy, in spite of 
mounting costs of printing, paper, publishing and other costs. 








Order Your Copy Today! Please Mail Remittance With Your Order. $4.00. 


HEATING PUBLISHERS, Inc. yewrOne 3 ny 


Heating Publishers, Inc. 
2 W. 45 St., New York 36, N. Y. 





O.K.... Please ship ............ copies of BEACON BOILER REFERENCE BOOK @ $4.00 each. . .- 





Enclosed is our check for this order. 
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